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Sash Cord... NEW polyethylene ‘handy bag” 
package. A quality cord priced to sel! in vol 
ume, 1200 and 2400 ft. coils packed in pro- 
tective dispensing disploy box. 





Nylon Mason's Line...100% NYLON; 
twisted or braided. Excellent for Mason's Line, 
Chatk Line, Plumb Line, Pull Cord, Drapery 
Cord. 100 ft. spools in display box. Mony 
other put-ups. 





























Chalk Line Top quality, display packaged Snap Sacks*. These SNAP SACKS* are 

Mason's Line, Layout Line, Furring out Line, made from heavy gauge polyethylene with 

Tile-Setting, etc. A staple, year ‘round seller an elastic ‘Help Yourself'’ top. Mason's Line, 
Butcher's Twine, Chalk Line, Wrapping Twine, 
Jute, india. 











Braided Mason's Line...A good all year 
"round seller. Extra strong, non-kinking, non- 
raveling. Mason's Line, Chalk Line, Awning 
Cord, etc. 





DRAPERY 
coRD | 











Drapery Cord A superior cord especially 
designed for hard wear and long life. Handy 
50 ft. coils cellophane wrapped. Also in coils 
or tubes. 


JOHN H. GRAHAM & CO., INC. 
105 DUANE STREET * NEW YORK 8, N. Y. 























NOTED BUILDER 
AND ARCHITECT 
SELECT KWIKSET 
mi; 1 0) 0 ae 6p 0.8 Due 00103 .€~) Jue 

FOR NEW MEDICAL BUILDING 











In selecting locksets for the Westlake 
Medical-Dental Building in the heart of Northern 
California’s largest planned residential 
community, both the builder and architect agreed 


on KWIKSET “600” line locksets 


They wanted locks with proven performance to 

stand up under heavy use locks with eye-appealing 
style, which were easy to install and available 

in a wide variety of functions. They wanted lock 

that. would enhance the value of the building 


for years of trouble-free service 





Cre & r ‘ 
| ee | ~ Chey found all these features in KWIKSE’ 


- | 600” line of unconditional guaranteed lockset 


socasers® OOO 





A FINER LOCK FOR FINER BUILDINGS 


Kwikset Sales and-Service Company Anaheim, California 














Seles @ 30) 


ORDER DEAL NO. 7002...HERE’S WHAT YOU GET: 


Retail 
Quantity No. and Description Finish Value 
1 doz. £7020-3 Sash Locks Bright Brass Plated... 
1 doz, £7220-3 Scsh Lifts Bright Brass Plated 
Ya doz. £7020 Sash Locks Bright Chromium Plated 
Ya doz. £7220 Sash Lifts Bright Chromium Plated 
Demonstrator with mounted hardware 


TOTAL RETAIL VALUE....$20.40 


New CLEAR-VUE packaging 


adds extra‘sales appeal! 
Shiny clear plastic dome gives full view of hardware from top and all 4 sides! 
Display 3 ways—for hang-up or bin display—or use in Amerock display carton. 
Nesting feature makes it easy to stack packages and keep display orderly. 


AMERICAN CABINET HARDWARE CORP., ROCKFORD, ILL. 
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Recommend Marlite 
... ldeal for every remodeling job! 





This year the residential 
and non-residential 
remodeling market 

will exceed $10 billion! 


And Marlite’s right for every 
interior remodeling job. 


Recommend Marlite to all 
your remodeling customers. 
They'll quickly see Marlite’s 
advantages of easy installation, 
economy, beauty, easy 


clean ing, perm anence, 


And Marlite’s new sizes ih 
Planks, Blocks and large 
Panels . . . in semi-lustre 
and Hi-Gloss finishes .. . in 
a wide variety of colors, wood 
and marble patterns . . . 
make it suitable for 
remodeling any room in 


any building. 


Transform a corner of your office into @ sales pro- 


MARSH WALL PRODUCTS, INC. 
ducing Marilte display area like this. 


Dept. 341, Dover, Ohio 
Subsidiary of Masonite Corporation 


Marlites 
Silver 
Anniversary 

7968 e 


Marlite plastic-finished wall and ceiling paneling 


Marlite is mace with genuine Masonite® Tempered Duolux® 
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LATE AND IMPORTANT Developments of the Industry 


RECORD $40 BILLION CONSTRUCTION RATE. Adjusting their figuring to include 
seasonal factors, the departments of Labor and Commerce said spending 
for new construction in January Surpassed an annual rate of $40 
billion for the first time in the history of the nation. Actual 
spending in 1954 amounted to $37.2 billion--but the last quarter 
hummed along at a projected rate of $38.2 billion. 


$2.8 BILLION SPENT IN JANUARY. The departments estimated that outlays for 
public and private construction in January amounted to $2.8 billion. 
This figure is 135% above January, 1954, but 8% less than in December. 
Continued expansion in new home building was listed as the main reason 
for the mid-winter high. About $1 billion was spent for new home 
building alone in January--indicating there were a greater number of 
homes under construction than in any previous January. 


AND THE CONSTRUCTION BOOM GOES ON. Housing starts will total between 1.2 
million and 1.3 million in 1955, housing administrator Albert Cole 
predicts. Last year starts hit 1.2 million for the sixth straight 
year that more than 1 million new homes were started. 


NO NEED TO APPLY THE BRAKES. Cole says he is pleased, not worried, by the bur- 
geoning housing boom. He has no plans to apply the brakes. “We're 
not even remotely worried about the possibility of collapse," he says. 
The credit which underpins the boom is solid and non-inflationary. 

The demand for housing is sufficient to sustain a record or near- 
record building rate without the threat of saturated markets and col- 
lapse, the housing administration believes. 


SOME ARE WORRIED. Some groups of mortgage lenders warn of "inflationary trends" 
in the liberalized Housing Act of 1954. Others claim low down pay- 
ments and low monthly payments with longer mortgage periods puts the 
bag too much in the hands of the government and lures purchasers into 
dangerous financial waters. Cole's agency, HHFA, is cognizant of such 
worries and is now studying the picture. Says he, "We have the tools 
to do whatever is necessary." 


LABOR RAISES TO AVERAGE TEN CENTS. Labor will be able to obtain less than 10¢ 
per hour:in wage boosts in 1955, the mid-winter meeting of the Ameri- 
can Management Association reveals. Most labor contracts written to 
date fall below the 10¢ figure. 


BIG DEPARTMENT STORES PUSHING CREDIT SALES. More competition in the realm of 
credit buying is in line for dealers. In 22 of its largest stores, 
Montgomery Ward is offering credit cards so customers may buy up to 
$35 worth of products on monthly payments without checking with the 
credit office. Sears, Roebuck & Co. is planning a charge plate system 

for more purchases on credit. Sears' plan will be fully in effect 

around Easter. 


DISCOUNT SELLING STILL BOOMS. Many dealers are shocked to learn that almost 20% 
of all retail sales in some market areas are made through discount 
houses. More and more, the formerly passive public is becoming 
discount-conscious. The statement, "Anyone's a sucker to pay standard 
retail prices for anything," though untrue, is becoming more preva- 
lent. In St. Louis last year, the department stores chopped many of 
their prices to discount-house levels. This trend moved all across 

the country. In St. Louis, anyway, the result was that discount 

houses’ sales increased. 
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NEWS 


January Construction Spending Tops 
$40 Billion Rate to Set New Record 


More money was spent on con- 
struction in January than in any 
previous January in history, the 
departments of Labor and Com- 
merce report. 

Spending for construction put in 
place, both publie and private, in 
January amounted to $2.8 billion 
which was 13% above January, 
1954. After adjustments to con- 
sider seasonal factors, the depart- 
ments reported that money spent 
for new construction in January 
surpassed an annual rate of $40 
billion for the first time. 

Actual spending in 1954 totaled 
$37.2 billion. Projected, the final 
quarter of 1954 moved at a $38.2 
billion annual rate. 

Total private construction, val- 
ued at $2 billion, set a record in 
January —up 20% over January, 
1954. Continued high level of home 
building was the main reason for 


$2 Million Pilot Town 
Planned for Michigan 


Plans for creation of a $2 mil- 
lion housing research village at 
Grand Rapids, Mich., to test new 
ideas in house design, construction 
and materials have been an- 
nounced by the National Associa- 
tion of Home Builders. 

The experimental village will 
contain 50 completely finished 
homes covering the wide range of 
housing prices from middle-income 
to luxury class, according to Earl 
Ww. Smith, NAHB president. 

The houses will be a variety of 
American architectural styles as 
well as a number of European and 
Oriental designs. They will be un- 
inhabited but open year around for 
public and industry inspection. 

NAHB’s Research Institute is 
sponsoring the project in coopera- 
tion with a Grand Rapids industry 
and civic group headed by Jason 
L. Honigman. A. C. Hitchcock, Jr., 
a Grand Rapids architect and fur- 
niture designer, has been named 
executive director of the project. 

The homes will serve as a live 
testing ground for the new ideas, 
techniques and materials that are 
being developed within the home 
building industry. 

Construction of the first 25 
houses will start on the 80-acre 
tract early in 1956. Sponsors ex- 
pect the village to attract about 
500,000 visitors annually. 


the mid-winter high. Home build- 
ing alone accounted for $1 billion 
making January, 1955, the best 
January on record. 

Large boosts in religious, edu- 
cational and commercial building 
were also noted. Compared with a 
year ago, educational building was 
up 23%, religious construction was 
up 29%, and commercial building 
was up 15%. 

Private industrial construction 
continued to rise moderately for 
the fourth straight month in Janu- 
ary with a $3 million increase from 
the previous month to $175 million. 
January’s private industrial con- 
struction, Souana. was 2% less 
than in January, 1954. Utility con- 
struction was about the same, but 
farm building declined 9%. 

Public building in January was 
at the same level as in 1954, but 
was 6% below December, 1954. 


Lumber, Hardware Sales 
Drop Sharply in January 


Sales in the lumber and building 
hardware group of retail stores 
dropped $247 million in January 
compared with December, 1954, the 
Commerce Department reports. 

The group’s sales in December 
were $1,085,000,000. Sales in Jan- 
uary were $838,000,000. Sales in 
January, 1955, however, were up 
$52,000,000 over the same month 
last year. 

For all retail stores, the depart- 
ment found January sales 10% 
above a year ago but 1% below 
December, 1954. 


Lu-Re-Co Developer Jones 
Heads Colombian Project 


Rudard A. Jones, assistant di- 
rector of the University of Illinois 
Small Homes Council, has been 
named to lead a group of American 
experts in developing a $16 million 
housing program for the govern- 
ment of Colombia. 

Jones, who was one of the cen- 
tral figures in developing the Lu- 
Re-Co system for the Lumber 
Dealers Research Council, and 
other university experts will work 
through the Foreign Operations 
Administration of the United 
States. 

The project is designed to help 
head off encroachment of Com- 
munism into this central American 
nation, according to the FOA. 





Martin C, Dwyer 


NRLDA Appoints 
Exposition Director 


Martin C. Dwyer, Cleveland, 
Ohio, has been appointed exposi- 
tion director of the National Retail 
Lumber Dealers Association, ac- 
cording to an announcement by 
Watson Malone III, NRLDA’s pres- 
ident. 


In his new capacity he will start 
work promptly on arrangements 
for NRLDA’s Second Annual 
Building Products Exposition to 
+1 held in Cleveland October 11- 
6. 


Dwyer has a background of ex- 
perience that thoroughly qualifies 
him to assume this responsibility. 
As manager of the Cleveland Con- 
vention and Trade Show Bureau, 
Inc., for the past seven years, he 
has actively participated in the 
staging of national, regional and 
state trade expositions. 


Prior to this convention experi- 
ence, Dwyer edited two monthly 
publications directed to dealers 
and wholesalers for the advertis- 
ing department of the General 
—e Co. at Nela Park, Cleve- 
and. 


Dwyer, a native Clevelander, is 
an alumnus of John Carroll Uni- 
versity and served as a lieutenant 
in the Naval Air Reserve for four 
years in the Atlantic and Pacific 
theaters. 


He has been active in his com- 
munity, with memberships in the 
Rotary, Athletic, Advertising, 
Traffic, Aviation and Elks Clubs, 
and has annually served as group 
chairman for Community Chest 
drives. 


Mrs. Dwyer and their three chil- 
dren will shortly join him in Wash- 
ington. 

(continued on page 12) 
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The Tulip design promises a luxurious touch As a lock mechanism, the Tulip offers a 
for your customers’ buildings . . . reflecting supreme standard of operating ease and 
quality wherever it is installed. Combined locking efficiency. Schlage’s name on the 
with Schlage escutcheons or as a design by latchplate assures your customers quality 
itself, it is an appealing asset for door decor. and security for the life of the door. 


“Pacesetter in Modern Lock Design’’ 


SCHLAGE LOCK COMPANY * SAN FRANCISCO + NEW YORK « VANCOUVER, B.C. 
Address all correspondence to Schlage Lock Company, Son Francisco 











New 62” SKIL Builders Saw 
Model 552 


3 Great New Heavy Duty 
SKIL Buliders Saws Have ALL These 
Outstanding SKIL Features! 


Extreme light weight and the famous SKIL 
belanced design for easy handling. 


Easy, fast cutting in any position. 

High speed blade. 

Rugged, heavy-duty motor. 

Die-cast aluminum motor housing. 

Ball and needle roller bearings only. 
Quick-acting depth and bevel adjustment. 


Calibrated rip fence for beth right and left 
hand cuts. 


® Safety guverd retracting handle fer pocket 
cuts and abrasive disc use. 


SKIL 7%" Saw, SKIL 8%" Saw 
Medel 553 ; Medel 554 
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SKIL Saws 


at Lowest Prices in History! 


Now Offer Quality and Heavy Duty to Carpenters, 
Contractors, and Home Workshop Customers! 


Now—for the first time—you can offer the same heavy duty 


saws to serve both homeowners and carpenters. That's what 
these NEW PRICES on SKIL Builders Saws mean! 


Here are the lowest-priced, heavy-duty, name brand saws on the 
market! 

Your homeowner customers can now buy professional saws 
at ““home’’ saw prices. And for the same low prices, carpenters 
and contractors are assured really professional builders saws! 


These SKIL Saws have all the features builders demand for 


time-and-money-saving operation. They're rugged, they'll take 


heavy duty, they handle right. 
Smashing new advertisements in leading magazines, displays, 


FREE helps—all back you up when you bid for new SKIL 
Saw sales. And the right kind of profit margin wil] pay off 
your efforts. 

This is the best product coverage of your whole market that 
any tool manufacturer has ever offered. Get your share of the 
extra sales it will bring. Contact your SKIL Distributor today ! 


SKIL makes the most complete line of home and builders power tools. Every one 
offers the very most—feature by feature—that money can buy! 


SKIL Advertising Reaches Millions 
of SKIL Prospects 
In publications like these, SKIL backs your selling 





efforts with powerful advertising campaigns. ALSO 
available—Free Ad Mats, Radio Scripts, Envelope 
Stuffers, Miniature Catalogs, Displays. 





SKIL Corporation, Dept. AL-35 
5033 Elston Avenue, Chicago 30, Ill. 


| want to know more about new SKIL Saws at the new low prices, 
[_] Please have a salesman call 

([] Pleose send free literature 

Nemec ee 

Street a a 


Sas ae 


—— oe ee ee ee ee eee ee ed 
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NEWS 


a yap eg 
FHA on 1 ns 

Administrators of FHA’s Title 
I home improvement loan insur- 
ance program are weighing recom- 
mendations of a 21-man industry 
committee called to Washington in 
February to consult with govern- 
ment housing officials. 

Federal housing commissioner 
Norman P. Mason said that indus- 
try is exploring means by which 
it can assist government in reduc- 
ing red tape in the financing of 
home improvements while at the 
same time retaining the benefits of 
new safeguards provided in the 
public interest. 

Home improvement and repair 
contractors, lumber and building 
materials dealers, building a 
ucts manufacturers and Better 
Business Bureau officials consti- 
tuted the membership of the com- 
mittee which, the commissioner 
stated, contributed welcome advice 
and suggestions based on grass 
roots experience with the program. 

Cyrus B. Sweet, director of the 
FHA home improvement program, 
said that the industry representa- 
tives had been, through their co- 
operation and discussions, “most 
helpful to us in charting the future 
course of our operations.” 

Lumbermen who served on the 
advisory committee were: 

F. 8. Heberlig, Loper Brothers 
Lumber Co., Inc., Port Jefferson, 
N. Y.; Raymond Kramer, Kramer 
Lumber and Supply Co., Clifton, 
N. J.; Frederick T. McGuire, Jr., 
Cuyahoga Lumber Co., Cleveland, 
Ohio; Elias Nuttle, Nuttle Lumber 
& Coal Co., Denton, Md.; H. R. 
Richards, Richards-Krueger Lum- 
ber Co., New Braunfels, Tex.; and 
R. P. Rosenthal, Rosenthal Lumber 
& Fuel Co., Crystal Lake, II. 


AWI Committee to 
Promote Wood Windows 


C. W. Fischer, president, Hal- 
lack & Howard Lumber Co., 
Denver, Colo., has been named 
chairman of the Architectural 
Woodwork Institute’s newly estab- 
lished committee to promote use 
of wood windows. 

The committee is assigned to de- 
velop specific ideas to be presented 
to mem to help further the use 
of wood windows in all types of 
structures, the A.W.I. reports. 


Record for USG Sales 


The United States Gypsum Co. 
reports its sales and earnings in 
1954 exceeded the best previous 
year in the company’s history. Net 
earnings in 1954 amounted to $32,- 
oo compared to $19,558,708 in 
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Savings & Loan Groups 
To Finance 400,000 Units 


A forecast that the nation’s 
6,000 savings and loan associations 
will finance about 400,000 new 
houses in 1955 has been made by 

. Howard Edgerton, president, 
United States Savings and Loan 
League. Savings and loan groups 
financed 335,000 new units in 1953. 

Edgerton said that the savings 
and loan business has — up 
its new construction financing ac- 
tivity substantially in almost every 
year since World War II. 


Chances are Good That 
Your Clients Will Move 


Perhaps the time is ripe for 
dealers to promote new home sales 
with this theme: “Sick of Moving 
from Apartment to Apartment? 
Come on In and See How Easil 
We Can Put You in a HOME O 
YOUR OWN!” 

The chances are one in five that 
every family in your neighborhood 
will move into a different house 
before 1955 is over, according to 
the United States Savings and 
Loan League. 

The Bureau of Census reports 
that 19%-21% of the entire civil- 
ian, non-farm population moved to 
a different house each year since 
1948. 

Twenty-five per cent of your 
consumer customers makes a good 
target for dealer advertising which 
states: “Make Your Next Move 
nana Last—Into a Home of Your 

wn ” 


1955 Do-It-Yourself Shows 

MARCH 

6-12, New York, Albany Armory. 

12-20, Wisconsin, Milwaukee, Audito- 
rium. How-to-Do-It Show. No 


Appliances. 
19-26, New York, Rochester, Main St. 


21-27, New York, N. Y. 7ist Regi- 
mental Armory. 

oo Me 1, Massachuse Sprin 

-May 1, eld 

Industrial Arte Big - 

SEPTEMBER 

11-18, Missouri, St. Louis, Kiel Audi- 
torium. 


OCTOBER 
ia ~ gem Milwaukee, Audito- 
jum. 
OF-Hovuaseee 6, Illinois, Chicago, Navy 


er. 

NOVEMBER 

7-12, an, Philadelphia, 
Convention Hall. 

Show dates for the following have 
not been set: 

New York, Buffalo, Masten Ave. 
Armory; Georgia, Atlanta Audito- 
rium; Iowa, Des Moines, State Fair 
Grounds; Michigan, Detroit State Fair 
Grounds; Indiana, Ft. Wayne Me- 
morial Coliseum; Missouri, Kansas 
City Municipal Auditorium; New 
York, Syracuse Memorial Bldg. 


Do-lt-Themselves Jobs 
Ring Up Bigger Sales 


Another smart way to win big- 
ger sales is to develop a special do- 
it-yourself plan for club groups 
who can’t possibly raise enough 
money to modernize and expand 
the regular way, for years. 

For example, one small congre- 
gation in Port Chester, New York, 
desperately needed a new church 
but had no way of raising the 
necessary $43,000. But they were 
able to raise $18,000 for materials. 
With 38 men and 17 women mem- 
bers sharing in the work, they 
built their church with their own 
hands at a saving of $25,000. 

Many church groups today are 
anxious to build new missions and 
new churches, to expand and mod- 
ernize, and will have to wait for 
many years unless they can do all 
or part of the work themselves! 

Clubs are Ripe 

Hospital auxiliary groups, serv- 
ice and charity groups of all kinds, 
and social clubs are also ripe for 
do-it-yourself projects, particular- 
ly redecorating nurseries, recep- 
tion rooms, recreation rooms, 
class rooms and clubrooms. Why 
not cash in on this profitable busi- 
ness now! 

People are fascinated with suc- 
cess stories in magazines telling 
how others have done their own 
building or redecorating. But are 
even more fascinated with how- 
we-did-it success stories about 
their own friends, neighbors and 
other local residents. And know- 
ing this, local editors give such 
stories a special publicity break. 

Here’s how you can cash in on 
these facts and increase your 
profits. Check your files for the 
case histories of some of your 
most successful do-it-yourself cus- 
tomers. And write up five or six 
how-they-do-it stories under your 
own by-line, for local newspapers. 
a a enjoy being in the 
limelight provided you ask permis- 
sion to use their names in your 


stories. 
Stories to Tell 

For maximum attention value 
and interest, you might base one 
story on a major job done entirely 
by women, for example two sisters 
or mothers and daughters. An- 
other might feature a job done by 
fathers and sons. A third might 
cover a family job in which even 
the smallest children helped. 
Write a fourth about a basement 
clubroom made by teen-agers. 

Also plan to include a story on 
an exciting job done by grandpa 
and grandma. Points to stress are 
how easy the job was and why, 
how much it saved and what a big 
change it made in attractiveness 
and convenience. 
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HERE'S BAKER'S 1955 


Sele acini 


TO HELP YOU 


SELL MORE BRUSHES! 


Here’s the most exciting coordinated paint brush promotion you've 
ever seen! In national magazines...on your counter...in your 
brushes... Baker gives you selling features to help you sell more 
Baker Brushes in "55...and more related painting items too! Baker 
Brushes are the largest-selling quality brushes in America—so when 
you promote Baker Brushes you promote the best, you call attention 
P"—7™ to your store as a quality leader! 


» 


BRUSHES», BAKER 


For complete Sales-Action Plan, ask your Baker distributor 
or write Baker Brush Co., Inc., 83 Grand St., N. Y. C. 13 


aL SF ML SL/L FY 
SRUSHES BY 


SAKE > 





thru Spring and Falll 


SALES PROMOTION 
MAILING PLAN 

Full color postcards 
bring customers into 
your store for free 


booklet on pointing 
tips! Increases soles! 


snop open, closed for 
fast demonstration. 
Improves shape of 
bristles, ties-in with 
national ads! 
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Stanley Announces Hardware Week 
Brace, Plane, Driver and Door 


SCREEN AND STORM 
DOOR LATCH 


No. 1280!2C 











BLOCK PLANE No. 110 


A handful of plane that’s a wood- 
worker's delight. Ideal for home 
craftsman work where frequent 
adjustments aren’t necessary. 


A regular $2.75 retail value. 
IRHA WEEK Special $1.98 





BIT BRACE No. 1246 


A deluxe 10” bit brace with qual- 
ity features — a full ball bearing 
chuck, concealed ratchet and uni- 
versal jaws. 


A regular $8.65 retail value 
IRHA WEEK Special $6.98 





carton with an attractive, eye catching 
display. Retail valve is 25¢ each. 


IRHA WEEK Price $4.00 a carton 


SATURDAY EVENING POST... April 16 
... IRHA WEEK issue. Seo the page ad 
on Stanley Tools and Hardware. 


See the same ad in April BETTER 
HOMES & GARDENS and SUNSET, in the 
Spring issue of HOME MODERNIZING, 
in March HOME CRAFTSMAN and 
HOMECRAFT & HOME OWNER. 


SCREEN DOOR 





A year round door latch that’s as 
good on storm doors as it is on 
screen doors. Solid brass... 
push-pull action...no lock-out 
feature. Can be applied by boring 
a 1” hole in door. 


A regular $3.65 retail value 
IRHA WEEK Special $2.69 


SET No. 1158J he 


-~o-? 


A perfect item for Spring fix-up 
time. Set consists of one pair of 
spring hinges, one door pull and 
one hook and eye. All are steel 
with a japanned finish. 


Set is a 65¢ retail value 
IRHA WEEK Special 49¢ a set 


THE STANLEY WORKS + NEW BRITAIN, CONNECTICUT 
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Specials; 
Hardware 


“Yankee-Handyman” 
SPIRAL-RATCHET 
SCREW DRIVER 

No. 433H 


It’s the newest “Yankee” 
driver. Saves time — saves 
labor. Extra duty tool for the 
do-it-yourselfer. Draws or 
drives screws. Can be used 
as a drill, too. Order 
“Yankee-Handyman” 333H 
Drill Point Set for fast sell- 
ing accessories. 


A regular $3.98 retail value 
IRHA WEEK Special $3.69 


MERCHANDISER 
é No. 433H-M 


Let these drivers sell themselves in 
this attractive counter display. Shows 
customers where and how to use... 
has space for your price. No charge 
for merchandiser — packed with 
every order for 4 drivers. 


IRHA WEEK SPECIAL $14.76 
(four in the merchandiser) 


n 


Lid 








POWER MOWER 
OWNERS ARE 
YOUR CUSTOMERS 


A power mower owner is a guy who 
likes complete mechanization when 
it comes to cutting grass... who 
can’t see any fun in crawling around 
flower beds, walks and driveways 
trimming grass with hand shears. For 
him, the H190 Grasshear is a natural 
tie-in. 

And it’s new — new finish, new 
design, new low price of $39.95. 


o ¢ 











THE DECORATING 
NEWS — ALUMINUM 


Aluminum cabinet hardware gets 
more popular every day. Send for 
Introductory Package No. 525A. 
Contains 144 hardware items — 
pulls, knobs, backplates, magnetic 
catches, lipped door hinges — with 
a retail value of $76.20. Complete 
with Salesmaker DB525 (shown 
above) total value is $81.95. List 
price of No. 525A Introductory 
Package . . . $77.00. 





A “TRU-VIEW” PACK 
WITH 4-WAY SELL 


hang from hole at top 

* rule can be easily removed 
* back side shows features 

¢ plastic cover protects rule 


Replaceable, 42” wide, white enam- 
eled blade with Tru-Zero hook for 
accurate measurement. Retail value 
...6—98¢, 8’—$1.19, 10°°— 
$1.49. See your wholesaler or write 
Stanley Tools, 123 Elm St., New 
Britain, Conn. 





AMATEURS AND EXPERTS 
BOTH LIKE THE H15 


Beginners like the H15 Router 
because it’s light, compact and easy 
to handle. Experts swear by it for the 
delicate work it can turn out, for the 
intricate joints it can make, for its 
dependability. 

Display the H15 where customers 
can check its construction, balance 
and feel. Retail value... $39.95. 
See your wholesaler or write Stanley 
Electric Tools, 123 Myrtle St., New 
Britain, Conn. 


HARDWARE + TOOLS + ELECTRIC TOOLS + STEEL STRAPPING + STEEL 
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GRIFFIN HARDWARE 


IN 4 Yeu Visthle Pak 


SELLS ON SIGHT 





The Self-Service Package 
They’ll Reach for { 


SELLS ON SIGHT—Griffin’s new visible pak offers popular Griffin 
Hardware in a complete sales unit. A transparent plastic blister 
contoured to the shape of each product protects against moisture 
and handling. Each “see-thru” package includes the correct number 
of screws. 


SELECT YOUR YOUR CHOICE of ae Hardware items. Select your items. Buy 
only what sells best—the visible pak speeds turnover. 
GRIFFIN 


INCREASE PROFITS this quick way. This attractive self-service pak 


ITEMS sells on sight. Ask for catalog page GV-1. Order from your dis- 
tributor today. 


GRIFFIN hese sen, 


REPRESENTATIVES 








ATLANTA, Ge. DALLAS, Texas JACKSON, Miss. SAN FRANCISCO, Calif. 
Walter S$. Johnson & Sons €. H. Farrar L. G. Fuller, Jr. C. L. Lewis 
917 St. Charles Avenve 2nd Unit Sante Fe Bidg. P.O. Box 2113 2450 17th Street 
BOSTON, Mass. DENVER, °. KANSAS CITY, Mo. SEATTLE, Wash. 
Austin & Eddy inc. Roy |. Rogers Harvey D. Rush & Sons R. F. Bevers 
115 Broad Street 1620 Garfield Street 4638 Nichols Parkway 4524 East 60th Street 
CHICAGO, i. DETROIT, Mich. NEW YORK, N. Y. ST. LOUIS, Mo. 
Wilber H. Davis George A. Gregg The B. S. Alder Company W. C. Meibaum & Co. 
1639 Fargo Avenve 141 W., Eight Mile Rood 45 Worren Street 6954 Oleatha Avenve 
‘ . . . , , r & 
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Announc"I NEW DU PONT 
CUSTOM COLORS 


572 Colors 
in ODORLESS* 


Flat Enamel 
Semi-Gloss Enamel 
Gloss Enamel 
All ALKYD formulas 


plus over 


200 FLOW KOTE® 
Rubber Base Wall Paint Colors 


plus 


174 Exterior House Paint Colors 














Now you can make your store the Color Capi- 
tal in your community with Du Pont Custom 
Colors, on a small investment in White Bases 
and Custom Tinting Color Tubes. Easy to mix 

. . easy to sell. Dramatically displayed, with  _ - Wee — — 50nd coupon for dete, no obiigation _ 
take-home chips and selling aids for painters, 
decorators and home owners. 


| E. I. du Pont de Nemours & Co. (Inc.) 
| Finishes Division 
| Dept. AL-53, Wilmington 98, Del. 
, 
*Odorless during application. A faint resin odor may be I'd like to know more about Du Pont Custom Colors. 
noticed during the final drying stages. | 
| 
' 
| 
| 
| 
| 
| 











Name 
Address 
*06.u. 5.r0t On State. 





BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY -—- 
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SURE WAY TO A CUSTOMER'S HEART 


... and Top Rental Profits For You! 


ALL-NEW AMERICAN RENTAL SANDER 
HAS REAL CUSTOMER APPEAL! 


It’s thoroughly modern in design, lightweight and easily portable... 

the only rental sander with detachable-adjustable handle . . . it’s 

scientifically balanced so machine does all the work—all operator 

does is guide it! Amazing results make customers happy—old floors 
quickly look new again! 

























Lowest maintenance... unique motor... exclusive guarantee. An 
especially designed 1% H.P. General Electric brushless type motor, with 
rotor that cannot burn out, insures top performance and profit 

for you! This motor backed by the strongest guarantee ever made on 

a rental floor sander! The AMR is tamper-proof and virtually 
wear-proof—so much so that the lowest possible maintenance cost is 
guaranteed to you in writing! No other rental sander offers you so much! 


WE HELP YOU PULL FOR 


PROFIT...ALL THE WAY! 

In our “Plan for Profit’ we show you 
how to sand, how to sell, how to adver- 
tise and how to get the customers to 
rent your machines . . . furnish you with 
the most complete rental sales promo- 
tional kit available! 


WE LIKE 
AMERICAN MACHINES 


. +» they're so easy to use .. . so easy to 
carry. We actually had fun on this Do- 
It-Together project—and the job was 
extra easy because we had this new 
How-To klet that tells in plain talk 
how to sand a floor ... with clear easy- 
to-follow step-by-step illustrations.” 





SEND FOR THE TRUE BUYING 
FACTS, BEFORE YOU BUY 


Write for buying facts described in 
new 4-page circular ... plus How-To 
booklet on sanding floors. Address 
letter or postcard to: Rental Profit 
Division . . . The American Floor 
Surfacing Machine Co., 521 So. St. 
Clair St., Toledo 3, Ohio. 





“IX MERICAN 


FLOOR SURFACING MACHINE CO. 


ae & Se oh Sy ee Oe eh 'eos3 











PERFORMANCE PROVED DO-IT-YOURSELF RENTAL TOOLS + WORLD WIDE SALES AND SERVICE 
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Better farming makes him 
a better customer for you! 


Top farmers produce twice as much per acre, twice as 
much per man, as average farmers—and buy twice as 
much to live twice as well. 


Our job is to help more farmers become top farmers. Better Farming 


That makes more top customers for you. For what you 
sell is needed to achieve better farming. 


Better farming on more farms—more sales to more 
prosperous farmers... that’s what Better Farming means! 





COUNTRY GENTLEMAN THE MAGAZINE FOR 


Now Country Gentleman's name 
and aim are the same 


A Curtis publication 
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KenFlex is the easiest 
vinyl tile flooring to sell 


long 
| wear 


is a reason... 


Yes...KenFlex is backed by more Full Color 
advertising than any other vinyl tile 


There’s more than one good reason why KenFlex sells so easily. 
Its lighter, brighter colors, its complete resistance to grease and 
dirt, its wear-tested durability, its downright good value are 
all backed up by the forceful, full-color ads and promotion tech- K E N E xX 
niques that have made every Kentile, Inc., product a success e 
in its field! Compare KenFlex to viny! floorings costing dollars VINYL ASBESTOS TILE 
more, and you'll see why it is the floor your customers want. 


y 


REMEMBER, YOU CANT SELL FROM AN EMPTY WAGON 


KENTILE, ING., SE SECOND AVENUE, BROOKLYN 19. NEW YORK + 350 FIFTH AVENUE. NEW YORK |. NEW YORK + 705 ARCHITECTS BUILDING. 171 ANDO 
SANSOM STREETS, PHILADELPHIA 3. PENNSYLVANIA +1211 NBC BUILOING, CLEVELAND 14, OHIO + 900 PEACHTREE STREET N. E.. ATLANTA 5S, GEORGIA 
1016 CENTRAL STREET. KANSAS CITY 5. MISSOURI + 4592 BO. KOLIN AVENUE, CHICAGO 92. ILLINOIS + 4501 SANTA FE AVENUE. LOS ANGELES 58, CAL 
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Here's why YOU should 


buy our new beveled siding — 




















LOWER .ABOR COSTS—you save money on labor 
costs because this new plywood beveled siding covers 
large areas with widths of 12”, 16", 20” and 24”. 


PLYWOOD CONSTRUCTION—EverSide BEVELED 
SIDING is manufactured by bonding a weatherproof 


>». phenolic resin-impregnated fiber to Exterior grade fir 


tn MOST CXE M1Ng d ue [- plywood, The plywood base assures greater strength, increases nail-holding 
opm vt i aay hutle /7 120 qualities and will not split or sliver. 


tudustry today... 





SUPERIOR PAINT BASE— becouse the surface is 
The new EverSide overlaid-plywood ' resin-impregnated, the face is hard, smooth and grain- 
beveled siding opens up a new vista of ” less, highly resistant to checking and will bleed. This 


beauty in home exteriors. In addition to fl 

wood. The prime coat of PENTA WR gives dimensional control, primes the 
the beautiful appearance, you receive surface for painting and protects against rot and termites, 
the advantages of greatereconomy, ease 
of application, weatherability, and better 
paint surface. Be the first in your locality 
to sell this PROFIT-MAKING product PACKED IN CARTONS — Sturdy Cartons Protect 
EverSide Beveled Siding right up to the time of appli- 
cation. Cartons may be easily handied and can be 
stacked to great heights in your warehouse. Each carton is plainly marked on 
end as to quantity and size. 


14 WAREHOUSES 
CHICAGO, ILL. MINNEAPOLIS, MINN. ra) 
DECATUR, MLL. CINCINNATI, OHIO lame | | ( 
DETROIT, MICH. COLUMBUS, OHIO > 


Contact us today for full information on 





the new EverSide BEVELED SIDING 


SAGINAW, MICH. MUWAUKEE, WISC. + ox 

GRAND RAPIDS, MICH. GREEN BAY, WISC. aaa PLYWOOD awo VENEER CO.. ie 
SOUTH BEND, IND. FORT WORTH, TEXAS 

INDIANAPOLIS, IND. LOS ANGELES, CALIF. GENERAL OFFICES & WAREHOUSE 


509 WEST ROOSEVELT ROAD e CHICAGO 7 
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INTRODUCING—GALVANIZED ROOFING IN ROLLS WITH LAP-SEALER ATTACHED 


Ceco cross-corrugated toll roofing 


Biggest news in metal roofing today is Ceco Cross- __ rolls 30” wide by 31’ long and covers three-fourths of a 





7 
i 





}] 
4 
| 
. 
: 
at 
Corrugated Metal Roofing. Made from galvanized square. it can also be used as siding. No other design | 


zinc-coated steel, this new patented* Roofing comes in can approach the ease and speed of application. Gea) 


Here are 7 advantages of Ceco Cross-Corrugated Roofing: 


1 ONE SIZE FOR INVENTORY. Never out of stock—one size S&S SAVES SHEATHING. Solid deck not required—just roof 
roll serves all your roofing requirements. boards on 29” centers. Patented* design provides necessary 


rigidity to bridge from board to board. 
@ TAKES LESS WAREHOUSE SPACE. Rolls are stored up- 


right in a fraction of the area needed to store flat roofing sheets. 
G uwnroius rasr FOR EASY APPLICATION. Goes on fast 


B SAVES ROOFING. Continuous rolls with lap-sealed edges —easy to handle, as it unrolis like composition roofing—covers 


require 8% to 16% less material to cover same area as sheets. 75 sq. ft. per roll; 


a SAVES ERECTION COSTS, Can be applied in one-fourth to 7 


one-half the time. 


LEAK PROOF. Adhesive lap-sealer comes applied to roll— 


provides waterproof joint between courses. 


*Other patents pending 





In construction products CECO STEEL PRODUCTS CORPORATION 
Offices, warehouses and fabricating plants in principal cities 
Ceco ENGINEERING General Offices, 5601 W. 26th Street, Chicago 50, Illinois 


makes the big difference 








Here are 4 easy steps in applying 


(Ol =i @1 © Ot ol 1-7 1 Orel aa’ iel-h4-1emasoliman scolehalare 





CECO STEEL PRODUCTS CORP. 


. 5601 West 26th Street, Chicago 50, Illinois 
All you need is roofing, hammer and 


nails. Galvanized leadhead nails are ) a oes eee eae 
recommended, ; ‘ Roll Roofing. AL 
Name 
Firm 
Address 


City 


F 
Mie 














J Your local plywood jobber promotes 
~ your business in your area... 
because it benefits him, too 





It pays you to do business with your 

independent plywood jobber. He’s 

personally interested in your business, 

0 wants to see you prosper and grow. 
u r lo C That’s why he offers you, at no extra wie aN 

al cost, all § extra services. Seediicendie pti on 





Using all the resources of your inde- _ the whole trend of 


Plywood pendent plywood jobber is doubly _'oce! sales conditions 


wise ... because the dollars you spend 
with him stay in your neighborhood, 
come back to you again and again. 












He gives you valuable 
background informa- 


tion on operating meth- 
ods in your business 





He cuts your costs by maintaining 


a diversified, on-the-spot inventory . . . 
and that saves you cost of investing in 


your own large stock of “idle” supplies 


He guides you wisely 


cost } | Me vin you wi 
extra ‘Se h easel 





EVANS PRODUCTS COMPANY, DEPT. S-3, PLYMOUTH, MICHIGAN 
PLANTS AT: Coos Bay and Roseburg, Ore.; Vancouver, B.C. 

EVANS SALES OFFICES: Plymouth, Mich.; New York, N.Y.; Chicago, Ill.; Coos Bay, Ore. 
Evans fs an associate member of the National Plywood Distributors Association 


DFPA grade-marked for uniform quality 





SVANEER 4/8 PLYWOOD, 


24 (To obtain more data on advertised products see page 166) March 7, 1955, AMERICAN LUMBERMAN & 


Cea bere me, a cate. Tt 


ST en 


edad - ; 
te eee: EE aE 


tugs 











a 





These merchandising tools will help you sell 


pressure-creosoted W0O0d to farmers 





BuILDING Propucts MERCHANDISER 


Here’s a dealer who is cashing in on 
demand for pressure-creosoted products 


Clarno Lumber and Supply Company, Clarno, Wis., has 
been selling pressure-creosoted products for 30 years, 
and the volume is running currently at more than five 
carloads a year. A complete stock of posts and poles is 
maintained. 

H. S. Ammann, owner, says, “We have built our business 
on selling quality. Farmers demand it and keep coming 
back for pressure-creosoted posts and poles. They know 
they get quality here along with prices that are always 
‘less per year of usable life’ when creosoted products are 
used.” 


U N eR 





> TAT. 2 


More and more farmers are learning this fact: 
when you use wood around the farm, it pays to use 
pressure-creosoted wood. And United States Steel 

as the producer of USS Creosote—has prepared 
valuable merchandising tools to help you cash in 
on this growing market for pressure-creosoted 
fence posts, barn poles and other pressure-creosoted 
wood for the farm. 


LITERATURE— Your customers will find valuable 
help with their fence-building problems in 
these two folders. “Fences That Pay" con- 
tains drawings and explanations of how 
fences should be built; “Fence Planning 
Saves” helps plot farm fields and estimate 
fence material requirements. 


ADVERTISING MATS—To help you advertise 
pressure-creosoted wood in your community, 
United States Steel has prepared advertising 
mats that tell the economy story 


NATIONAL ADVERTISING—Leading farm papers 
carry advertising telling farmers of the sav 
ings that wood pressure-treated with USS 
Creosote makes possible. These ads create de- 
mand for pressure-creosoted products... you 
can cash in on this demand. 


Add pressure-creosoted products to your line. Mail 
the coupon below for complete information on this 
merchandising program and the names of pressure 

treaters who can be your source of supply. 


SEE THE UNITED STATES STEEL HOUR. It's a full-hour TV program 
presented every other week by United States Steel. Consult your 
local newspaper for time and station. 





f CREOSOTE 7 
| 
| 
| Agricultural Extension Section | 
| United States Steel Corporation | 
| 525 William Penn Place | 
| Pittsburgh 30, Pa. | 
| Please send me information on your merchandising | 
| program for pressure-creosoted products and the name | 
| of treaters. | 
| | 
| MMO nccccvccevesseneeeseeseres | 
AADIOES cc cccsvcovccsevesetersecevns | 
| CHY .cccccccervseeerecerecsors State. . | 
J | 

4 


> ¥ §-o 
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“The B&D Saw has a lot of power and "With shoe on both sides, I can cut from either “Very good motor—gives lots of power. New 
it’s not heavy to use. I like the lower side without saw falling off. An all-round, lever was needed—-will save more fingers than 
guard lever —good safety factor.” handy saw,” anything ever put on a saw.” 


BLACK & DECKER SAW MERCHANDISER 
to help you sell even more saws 


This is the U-1124 Merchandiser, designed to stop the eye 
of even the most casual prospect. Attractively lighted, it 
does the important job of putting the tool in your cus- 
tomer’s hand, encourages him to get the “feel” of it. And 
it helps develop the continuing sale of B&D accessories 
after the sale. Holds 3 Heavy-Duty Saws, Jig Saw, 2 Orbital 


Sanders and accessories. Send coupon at right for addi- 


tional information. 


6-Inch Heavy-Duty 7-inch Heavy-Duty Saw 
Adjustable Sew 
Cuts 21% inches 
Cuts from Oto | deep at 0°; to 
2 Inches deep ; 1% inches at 45°. 
at 0°; 10 1% Has extra knob 


inches deep at handle. $864.50 
45°. $64.50 





Black & 


“Light and well-balanced. New B&D features “Pack plenty of power, And these saws don’t “The B&D Saws are sure powerful. 
are wonderful improvements. In all my years as throw sawdust in your face! | like the features Those new features, like the cutaway top 


a carpenter, I’ve never seen features like these.” of the B&D Saws.”” guard, make a snap out of any job.” 


ES, B&D Heavy-Duty Saws have proved years. Because these saws are selling! Ask your 
themselves! More people bought Black & B&D wholesaler about the saw that’s doing a 
Decker Saws last year than ever before. They job for the man on the job—Black & Decker 
bought them because their power durability and Heavy-Duty Saws. 
quality features are unsurpassed. Are you getting 


Leading Wholesalers Everywhere Sell 
your share of this growing demand for Black & 


Decker—the Heavy-Duty Saws that make saw- Sa ‘ 
ing faster, easier, safer? 


If not, here’s your chance to profit from the PORTABLE 
best accepted tool to hit the building trade in ELECTRIC TOOLS 


MAIL COUPON FOR ADDITIONAL INFORMATION —— 


THE BLACK & DECKER MFG. CO., Dept. 303, Towson 4, Md. 


Gentlemen: Please send me additional information on B&D Heavy-Duty 
8-inch Heavy-Duty Sew 9-inch Heavy-Duty Sew Saws and the U-1124 Merchandiser. 


Cuts 21% inches Cuts 3% inches 
deep at 0°; to deep at 0°; to 
2g inches at 45°. 2% inches at 45°. 
Has extra knob Has extra knob 
handle, $96.50 handle, $114,50 








New profit opportunity 


Sell Sound Conditioning 
for the home to 
do-it-yourself” families 


SO ne EEE gE ORE NR TRIN gs ETT ICS 


New Armstrong advertising campaign NEED FOR QUIET IS BIG. Today’s homes are getting 
noisier. More appliances, larger families, and in- 
sells home owners on new comfort of quiet creased entertaining have created new noise prob- 
lems. Home owners are becoming more and more 
+ + + Opens up new business for you aware of distracting noise. Now you can offer them 
the new comfort of sound conditioning by promot- 
ing Armstrong Cushiontone—the smart-looking tile 
that quiets the home. 


PRODUCT DESIGNED FOR HOMES. Cushiontone gives 
you the first practical answer to home owners’ noise 
problems. It absorbs up to 75% of the sound that 
strikes its surface—keeps sound from becoming dis- 
tracting noise. Cushiontone’s smart, modern Full 
Random design provides an attractive ceiling finish 
and completely eliminates the commercial “tile” 
appearance. It can easily be washed or repainted. 
It's low in cost, easy to install, 


1 


MARKET 1S PROFITABLE. With Armstrong Cushiontone you can sell sound con- 
ditioning for the home to the big do-it-yourself market. Take advantage of 
this new profit opportunity by following up Armstrong national advertising 
with local advertising and installation demonstrations. For promotional help 
and further information about Armstrong Cushiontone, call your near-by 
Armstrong wholesaler or write Armstrong Cork Company, 4203 Rieker Ave- 


ADVERTISING SENDS PROSPECTS TO YOU. To tell nue, Lancaster, Penneylvania. 


home-minded families about the benefits of sound 
conditioning—and where to get the material they 
need -Armstrong has launched a convincing adver- 
tising campaign in The American Home and Better tun 

Homes & Gardens. Each month, full-page ads direct Arm st rong CEILINGS 
7,000,000 families to buy Armstrong Cushiontone — 

from their local building products dealer. Cushiontone® * Temiok® Tile * Perforated Temlok Tile 


The smart-looking tiles that quiet homes 
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(OL SHIVERS) 

Winter comes and Gramps is taken up 
with Rheumatiz and Ague. He used to 
stuff flannel around the windows to 
stop drafts until Dura-seal equipped 
windows came along. They do 

the job much better. 





COLLEGE BOY 
(MIT MUSCLES) 
open the windows! Extend 
arms! Inhale! This boy's a fresh 
air fiend. Likes windows that 
open at the touch of a 
pinky. Dura-seal equipped 
windows, of course. Exhale. 


are healthier than anybody else. 
Mom knows there's not a cough in 
a million carloads of Dura-seal 








(DOUBLE TROUBLE) 
The Jones’ answer to the hydrogen 


equipped windows. They give 4% 
better weather protection. 





Get the Window Unit that ge trey he 
Weather Protection and Easy Oper 


40% 
i i t saves 30% to 
’ e window unit that 8 rs 
on fel. Here’ the window anit at a 
iet. Here’s the sh 
= = every house. Dura-seal SS 
sae trip an ered es = 
oe ile allo 
pie times better 9 while 
cay Ope or con due to atmospheric con- 
expand or contract —* 
ditions Send for complete information y 
Zegers, Incorporated +7, inets 
3088 South Chicago Avenue, Chicago *', 


ZEGERS 
Duwawewe 


Ip 
etal Weatherstr 
pone Sash Balance 











BROTHER-|N-LAW 


(SLEEPY TIME BOY) 


bomb . . . and two stockpiled already. 
Strangely enough, kids always have 
a tough time opening the back 
window for you. That's why kids 
say, “Dura-seal, rah, rah, rah!" 


BUILDING PropucTts MERCHANDISER 


Henry's the scientist. He studies laws 
of inertia. What's more, he doesn't 
want to be disturbed by alarm clocks, 

factory 


whistles or noisy windows 
going up and down. He knows 





all about quiet Si-Vel coated springs. 





Time was when Pop about had a 
conniption when he got his fuel bills. 
But now he laughs when he puts 
the window down because 
Dura-seal ng pays 


weatherstrippi 
its way a hundred times over. 
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Now Certain-leed © presents 


A NEW tull line of High Quality Interior Paints 
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Now you can round out your line of Certain-teed 
products for builders with a great new, full line 
of Bestwall Paints. 


Now, when you sell Certain-teed building ma- 
terials, you can sell Bestwall Paints too... and 
make it a 100% Certain-teed job! 


Bestwall is a line of interior paints you can recom- 
mend with confidence to builders and home makers 
alike, because Bestwall Paints are of the same 
high quality as other Certain-teed products. 


Bestwall Paints are backed by two of the best 
known manufacturers in the building products 
industry—Valspar, with over 50 years of paint 
manufacturing know-how .. . Certain-teed, with 
over 50 years’ experience in building materials. 


Your Certain-teed representative is on his way 
to see you. But, if you want immediate information 
on this sensational new profit opportunity, fill out 
coupon below—mail today. 


PAINTS 


Certain-teed Products Corporation 
Dept. AL-3, 120 E. Lancaster Ave. 
Ardmore, Pa. 


| can’t wait! Rush my copy of catalog giving 
complete facts on new Bestwall Paints. 


hE 





Company ——__ 





Address __.. 





State 
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Report from 


February 25, 1955 


Federal estimates of new hous- 
ing starts this year are put at 
about 1,300,000; a smaller number 
than the seasonally adjusted figure 
based upon the January starts; but 
it is some 100,000 more than the ac- 
tual starts in '54. No need to say 
much more about the argument 
that has been going on for weeks 
behind the scenes, and which has 
been mentioned a time or two on 
this page, over the question 
whether the government should 
tighten up on mortgage rules to 
guard against a runaway building 

oom, 

Two arguments are frequently 
advanced in favor of tighter rules: 

The first is that the failure of 
the FHA buyer to own a substan- 
tial equity in his home increases 
the liability of the government and 
is an unsettling element in the real 
estate field, since it encourages 
families to buy homes they can’t 
afford. 

The second is the Census Bu- 
reau’s statement that only about 
700,000 to 800,000 new families are 
formed each year. This looks like 
too small a market for the number 
of houses produced. 


Overproduction Not Serious 


The opposing argument is that 
the overproduction of houses really 
isn’t serious. The country hasn’t 
yet caught up with the housing 
shortage that developed during the 
recent war. Population is not only 
increasing but is shifting; people 
in cold climates are retiring to 
warmer states; farm people are re- 
tiring to towns; and down-town 
residents are moving to the sub- 
urbs. Houses wear out beyond the 
feasibility of restoration; and 
some are destroyed by fire. The 
Census Bureau is said to be under- 
taking a vacancy study; which 
should throw some light on the 
i if we’re overdoing or un- 

erdoing the building of new 
homes. 

The National Association of 
Home Builders argues that the 
American economy can handle eas- 
ily the increase in mortgage debt; 
also that appraisals are sounder, 
assuring the buyer more value for 
his money. Also a good many hid- 
den costs are eliminated. 


This page remembers, years ago 
before the new financing policies 
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were developed, that a certain state 
boasted of the best of all possible 
methods of financing howe owner- 
ship. The buyer had to invest 20% 
of the cost, from his own funds. He 
got 50% in a first mortgage at 6% 
or 7% interest, and a second mort- 
gage for the remaining 30%. The 
second mortgage drew some 8 % 
interest; ran for but three years; 
and drew a sizeable service charge 
in the form of a discount each time 
it was renewed. 

When all these things were in- 
cluded, the borrower paid 10%- 
12% interest on his borrowings 
and could make payments on the 
principal only once a year on inter- 
est days. That financing method 
kept many people from buying 
homes who, under present formu- 
las, could have paid out like a 
breeze. The high interest cost usu- 
ally kept the owner from adding to 
his equity. In fact many an owner 
never paid out unless or until Aunt 
Tabitha left him the necessary sum 
in her will. 


Fewer Mortgage Defaults 


The NAHB points out that fore- 
closures last year ran at the rate 
of about three per 1,000 pieces of 
mortgaged properties, as compared 
with 11 per 1,000 in 1940. The FHA 
and the VA report low rates of de- 
fauted loans. In January the Vet- 
erans Administration received 51,- 
917 home loan applications from 
private landers on behalf of vet- 
erans; nearly two and a half times 
the number received in January of 
’b4, The agency last month received 
appraisal requests on 46,204 pro- 
posed new homes, and on 29,289 
existing homes. 

The Title I program of FHA will 
be up for extension at the present 
session of Congress. The NRLDA 
reports that the industry advisory 
committee met in Washington on 
February 10th and 11th to discuss 
this home improvement loan insur- 
ance paserse. It was the consen- 
sus of the advisory group that the 
program is now subject to fewer 
abuses by fly-by-night operators 
than before, and that the Title I 
program is filling a need in the 
field of home imporvement financ- 
ing. 

Most members of the committee 
felt that the program would better 
serve the need of home owners if 
the maximum term of the loan were 
increased from three to five years, 
permitting lower monthly pay- 


WASHINGTON 


ments for major improvements. 
There was objection to the provi- 
sion in the law requiring six 
months occupancy of a new house 
before it becomes eligible for a 
Title I home improvement loan. 


Material Supplies Adequate 


About the supply of building ma- 
terials, in view of the Govern- 
ment’s forecast of 1,300,000 new 
homes: the Department of Com- 
merce specialists think that sup- 
plies of most building materials 
will be adequate. 

Some analysts think there may 
be some shortages of cement; 
largely because of the big road- 
building program. While cement 
people have steadily increased pro- 
duction facilities, there’s been 
more or less of a cement shortage 
ever since the end of World War 
II. There should be ample supplies 
of steel products, lumber, Prick, 
plumbing and heating supplies and 
electrical equipment. 

Of course, with this big pro- 
gram, any dealer may find himself 
695, pen out of certain items. 
... You may be interested in know- 
ing that the FHA has reinstated 
venetian blinds as a proper item 
in its home loan improvement pro- 
gram. The agency threw them out 
last summer, along with many 
other items, after Congress got 
belligerent over the Title I per- 
formance. But the FHA now thinks 
the blinds are essential home im- 
provements; and they can be in- 
cluded in a guaranteed loan. 


Capitol Churches Expand 


Within a mile of where your cor- 
respondent lives in Washington are 
quite a number of new churches 
Among them is a Reformed Church 
of Latter Day Saints, a Greek Or- 
thodox Church, a Synagogue done 
along modernistic architectural 
lines, and a Mohammedan Mosque. 

The Mosque, said to have cost 
more than a million dollars, was 
built for the benefit of diplomats 
from Arabic countries. It is one of 
the few Mosques, if not the only 
one, in the United States; a beau- 
tiful building. A few blocks away 
is the Protestant Episcopal Cathe- 
dral which has been many years in 
building and which, when com- 
pleted will have cost more than $20 
million. 


R. Y. Kerr 
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FOR SUMMER COMFORT, 
the U. S. National Bureau of Standards rates 
multiple layers of aluminum FIRST 


among all insulations it tested, as reported in its booklet, 
“Effect of Ceiling Insulation upon Summer Comfort,” BMS52. 
(You can get it at our expense.) 








This advertisement has appeared in Architectural Record; Pro- 
gressive Architecture; American Builder; Practical Builder; 





T o be comfortable in summer you must ward 
off unwanted heat rays or radiation. Most heat 
flow thru a roof space in summer is by radiation. 
There is no convection down, and little conduction 
thru low density air. 


Temperatures can reach over 140° F. in some 
attics. With an absorptivity for heat rays of only 3%, 
reflectivity 97%, and emissivity 3%, multiple accor- 
dion aluminum is an effective shield against summer 
heat. The slight mass of its components, air being 
preponderant, makes it very low in heat storage. 


COST OF AIR-CONDITIONING REDUCED 


This shield against radiant heat lifts part of the 
load from house-cooling equipment, reducing in- 
stallation and up-keep costs. But the building, which 
is mot artificially cooled, needs this shield even more! 


Multiple accordion aluminum is also markedly 
effective against radiation through a wall space. 


Air of higher outside temperatures will support 
more vapor than the cooler air inside a building. 
Often vapor flows from the outside to the inside of 
the house, obedient to the law of physics that vapor 
travels from areas of greater to less density. 


Multiple aluminum has long, continuous metallic 
sheets on both sides which are almost impervious to 
water vapor. Infiltration under the flat, stapled 
flanges is slight. The scientific construction of mul- 
tiple layers of aluminum, fiber and air spaces, mini- 
mizes condensation formation on or within this type 
of insulation. Timber rot, crumbling plaster, peeling 
paint, etc. are minimized. 


Heating & Ventilating; Heating, Piping & Air-Conditioning. 


CAUTION: We do not recommend that vapor 
barriers be placed on both sides of all insulations. 


IN WINTER, NEED FOR INFRA EVEN GREATER 


The low conductivity, the slight heat ray absorp- 
tivity and emissivity of multiple accordion alumi- 
num, and the retarding of inner and outer con- 
vection by the multiple layers of metal and fiber, 
amazingly effective in summer, assume paramount 
importance in winter when this 3-fold bar to out- 
ward heat flow cuts fuel bills and increases comfort. 


To obtain MAXIMUM, uniform-depth protection 
against heat loss and condensation formation, it is 
necessary to use the new edge-to-edge multiple 
aluminum’, each sheet of which stretches from 
joist to joist, and also all through the flanges for 
further vapor protection as well as permanent at- 


tachment of each sheet. Patent applied for, 


Pe ee ereeee2@ 


COST OF EDGE-TO-EDGE INFRA 
Multiple Aluminum Insulation 


installed in new construction between ee 


INFRA INSULATION, INC. 

525 Broadway, N. Y. C. Dept. U-3 

(© Send Bureau of Standards Booklet 
BMS52. () Send Infra samples. 





wood joists, material and labor 
Firm 





Type 6-S under 9'2¢ sqft. 


Address 





Type 4-S under 726 sq ft. 


le dedekal| 


INFRA INSULATION, INC., 525 Bwoy., Wew York, ¥. Y. 
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+ UNITED: - 
KITCHEN CABINET. TOPS 
ee 


» 


+: 


As Good As It Looks... 
And Nothing Looks Better! 


Smooth, streamlined and contour-formed, with great seam-free work 
areas up to ten feet long! That's unrrep, the new kitchen 
cabinet top that all America is looking for! 


Formica and steel are wedded together and contour-formed for life 
in big one-piece counters — seamless all the way, from rounded 
front to swing-up backsplash in unique UNITED construction! 


Housewife Mrs. Mary-Alice Eaton says: 

“I was one of the first to have a uNnitTED top in my 
kitchen, and I couldn't be more pleased! 

It’s not only lovely, but a dream to work with!” 


Mary -Akice kalou 








UNITED TOPS ALONE CAN SELL A KITCHEN! 


UNITED tops offer more than any other kitchen cabinet 
surfacing! Exclusive, patented UNITED end-capping is 

the most effective ever devised—water and grease 

just can’t seep in! UNITED can never warp, crack, 

buckle or separate! Further, this 

versatile end-cap allows you to FORMICA 
enlarge kitchen assemblies any- 

time after initial installation. 


UNITED tops install easily on all ; “ | Roe Wice. Re Qure. Buy United 





standard-sized kitchen cabinets and 

are available in straight lengths of up to 

ten feet. Sinks and fittings can be installed 
wherever required, and UNrrep features special 
corner units for L-shaped or U-shaped kitchens, 





THERE ARE A FEW LOCAL FRANCHISES AVANLABLE TO QUALIFIED DISTRIBUTORS. WRITE TODAY TO: UNITED METAL CABINET CORPORATION 
168 SEVENTH STREET + BROOKLYN 15, NEW YORK 
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Tip a full can like this; no spill. Or check any of 
the label-facts. See why householders want 


this new kind .of paint. And why you'll add 





profit by becoming headquarters for JEL. 
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x Won't Settie in Can 
x Don't Stir or Thin 

x Always Ready to Use 
XX Won't Drip or Drool 
YK No Mess or Guarding 
x Goes on Smooth, Easy 


ALKVYO-BASE WASHABLE 


the rest of 
t, ond price you 


INGREDIEHTS 
PIGMENT 67% 
VEHICLE 43.9% 
100.0% 
55% 


17% 
108% 


XK Use Brush OR Roller 


fiet woll point, promptly return 


x Covers Well, Low Ode 


you don't ogree that it serves os well ond more 


where ond when you bought 


DRIPLESS ThicohopicPAINT 


[COCOA BROWN | 


XK Washable, Dries Fast 


Tell us 


¢ sh, if 


W Full Range of Colors 


ty thon any quolity 


Xx Costs No More Than 
Ordinary Paints 


MONEY-BACK WARRANTY Ate: oppiying 


poid. WE Will REFUND WHAT YOU PAID FOR JE 


ve to co pew o 
thes con of JEL 





FIDDES-MOORE 4 CO., Chicago 


GENTLEMEN: 


a Show me what JEL can do for me. 


Cc] Send me your Introductory Offer on JEL, priced about $55 (varying 
on local freight). 


[] Tell me about your Dealer-Profit Program. 


Dealer 


k Ask 


how it w 


LIMITED SUPPLY 

















This is the FIRST GENERAL OFFER of JEL 
Here’s what TEST-DEALERS discovered 


if “Introductory order of JEL sold out before your bill came due.” 


READY TO USE . ‘ WITH THIS 
nw’? STIR or THIN 
vereennn'®* VN INTRODUCTORY 
erie AeA ) orper OF JEL 


2 gal. White 3 qts. White 
3 qts. each of I5 popular colors 


_—J 
DISPLAY AD-MATS STUFFERS 
This basic assortment delivers to you for about $55 
(depending on freight in your area)—brings you up to $80 
Feature JEL and see how much you CAN make; you'll re-order promp 


Postage No 

Will Be Paid Postage Stamp 
Necessary 

by If Mailed in the 

Addressee United States 





Word Plywood Co 


BUSINESS REPLY CARD 


FIRST CLASS PERMIT No. 34598, Sec. 34.9P.L.&R. CHICAGO, ILL. 











Northern Plywood 
& Door Company 


FIDDES-MOORE & CO. 


Fiddes-Moore & Co. of W. Va 


Chicago 6G, Illinois 
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SCREEN YOUR BEST CUSTOMERS 
... WITH ALUMINUM! 


A Luminum SCREENING brings you your best cus- 
tomers because they are ready to pay more... 
giving you a higher markup — more profits! 

Aluminum screening sells easier because it offers 
your customers benefits no other material can 
match. It keeps its handsome appearance indefi- 
nitely. It can never cause ugly red rust stains on 
window sills or siding. It needs no paint or mainte- 
nance. It can’t burn. 

While we do not make finished screening, we do 
supply the leading screen manufacturers listed be- 
low with Kaiser Aluminum Wire . . . wire that is 











nationally recognized for outstanding quality. Made 
of strong, durable, clad aluminum, Kaiser Alumi- 
num Wire meets or exceeds commercial standards 
and federal specifications. 


Kaiser Aluminum & Chemical Sales, Inc. General 
Sales Office, Palmolive Bldg., Chicago 11, IIL; Ex- 
ecutive Office, Kaiser Bldg., Oakland 12, California. 


Keiser Aluminum 


setting the pace—through growth, quality and service 








Ltd. 
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Alabama Wire Co., Inc. 
American Wire Fabrics Corp. 
Clark Wire & Supply Corp. 
Donald Ropes & Wire Cloth, 


Hanover Wire Cloth Division Phifer Aluminum Screen Co, 


Continental Copper & 


Steel Industries, Inc. Seneca Wire & Mig. Co. 
Cloth Co Spargo Wire Co. 
Heystone Wire Coe V8, Standard Wire Cloth & 
New York Wire Cloth Co. Screen Co. 
Pennwoven, Inc. Wire Products, Inc. 
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we you 
Thus exciting oe decorating idee called 
piysculpture” ee developed for use with wondertul wow 
Weldwor ‘by Don Brann, Hes ‘oo eT square inch of Weldwood panctin’ 
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that helps you sell more Plywood! 


Here are the details— find out how you can 
get in on this big Weldwood promotion 


Read this consumer ad—note how it sells the idea of new Plysculpture* 
designs for hardwood plywood and Novoply* panels. This 4-color ad will 


ii be seen by 6,120,000 readers, thousands of them in your trading area. 


| >> Don’t miss this chance to tie in with two of the biggest names in the 
far do-it-yourself field—Weldwood plywood and Fasi-Bild* Patterns. 


- cause of this ad anc cause this idea will receive important publici 
Be f this ad and be this id Il tant publicit 

tng in newspapers and national magazines, you have the opportunity to identify 

, § yourself as the plywood “idea man” in your community. You can demon- 


strate these new Plysculpture designs in adult education craft courses, with 
decorators, with builders as a new traffic-builder for their model homes 


—you can cash in on it in a hundred ways! 


——— ee 


Send the coupon now for free Plyscuplture brochure. Get all the infor- 
mation... then you'll see why we're excited about its possibilities for 
increasing plywood sales! 

*T.M. Key., Bani-tild Pattern Co 


Be the first Plysculpture dealer in your area— 
send coupon today! 








o re Perr eee eee eee ——— 
; Tak, United States Plywood Corporation 


We i diweu a ® Pattern Dept., Pleasantville, N. Y. 


I'd like more details on Plysculpture patterns. Rush free brochure 


BEAUTIFUL REAL WOOD PANELING by return mail. oni 
A product of 
UNITED STATES PLYWOOD CORPORATION 
World's Largest Plywood Organization NAME 
Weldwood Building, 55 West 44th Street, 
Hl New York 36, N. Y. ADDRESS 
city STATE 
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Since 1880, when the first set of Richards- Wilcox 
door hangers and track were manufactured, 
unexcelled quality of product has been our 
steadfast goal. Not once, in the 75-year history 
of R-W, has there been any compromise with 
quality, no matter what the circumstances. 


Quality is our watchword today as it has been 
for three-quarters of a century. You can rely on 
R-W to maintain leadership in quality... 
quality that is never sacrificed for price . . . 


quality that backs up your reputation 
for dependability. 










“Lock-Joint” Track and Trolleys for Farm 
and Industrial Buildings, Warehouses, 
Garages, etc. 





There’s a “‘Lock-Joint’”’ Track and Trolley 
for any size door weighing up to 3,000 Ibs. 
“Lock-Joint”’ Track mounts with self-lock- 
ing brackets that join track lengths to- 
gether as one piece. R-W Hangers are 
available with roller, ball or Oilite self- 
lubricating bearings. 


“Silver Streak"’ Vanishing Door Hard- 
ware for residential sliding doors 


Precision made i 
ball-bearing \ 

hangers with ~~ 
bakelite wheels 
and extra-hard 
extruded alumi- 
num track. Gives 
smooth, silent, ef- 
fortlessoperation. 
Specifically de- 
signed for instal- 
lation in standard 
2x4studded walls. 





"999" Garage Door Hardware 





Packaged hardware for overhead garage 
doors. Designed and engineered for single 
doors weighing up to 200 lbs., double doors 
up to 375 lbs. Gives perfectly balanced 
operation, dependable action, maximum 
service. Easy to install... ideal for the 
do-it-yourself customer. 


of QUALITY and SERVICE '\ 


ta 
RICHARDS - WILCOX 
AunORA, LUNOKS 


DOORS & FIXTURES © GARAGE DOORS & 


SLIDING DOOR HANGERS FIRE 
226 W. THIRD STREET, AURORA, ILLINOIS ©  — FQUuipmEnT s INDUSTRIAL CONVEYORS A CRANES © SCHOOL WARDROBES & PARTITIONS 
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Ctrikingly New! 
SLIDE-TITE 










» A Dozen Different Extra Value Features 


Winter Seal—leading extruders-manufacturers of aluminum products 
for the home—now introduce an outstanding new horizontal sliding 
prime window—SLIDE-TITE. As the name implies—it operates 
smoothly, easily, quietly—yet is sturdy, snug-fitting and weatherproof. 





This horizontal window is a must for modern living—and Winter 
Seal SLIDE-TITE is a must for top quality at low price. Check the 
advanced features at the right and then check with your jobber. If 
he doesn’t yet handle SLIDE-TITE, write Winter Seal at the 
address below--TODAY. 





EXTRUDERS—MANUFACTURERS 
ean At ) Sad on enh storms 
and screens for all window types — 
Conventional 





and Storm Panels—Prime Slide-Tite 
Gliding Windows — Jalousie Win- 
dows and Doors. 


WINTER SEAL CORPORATION ¢ MEYERS ROAD © DETROIT 27, MICH. 
WINTER SEAL OF CANADA, TORONTO 15 
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For Hardware Week! 


Cash in with these 3 self-selling screen door selling 
kits, timed just right for Hardware Week. 


Features They Want... 
A Name They Trust... SARGENT! 


The Powerful Sargent Closer No. 2000. 

Adjustable for light and heavy screen and storm 
doors. Easy to apply to either right or left- 
hand doors, WITHOUT CHANGING PARTS. 
Large 1%" diameter tube gives 20% more 
checking capacity than usual 14” tube. Easily 
operated hold-open device opens up to 120 
degrees. Packed with both jamb and soffit 
brackets. Attractive design, beautiful brass finish. 


The All-New Sargent "One-Bore” No. 2010... 
Easy, “Do-it-yourself” application. No mortis- 
ing. Popular. Convenient. Push-Pull action. Posi- 
tive, “jiggle-proof” locking. Rustproof metal. 


The newly designed Bored-In Catch No. B5777. 
Easy to install. Top quality. Attractively designed 
in solid polished brass. Rugged forged brass 
handle. Tough drop-forged spindle. Stainless steel 
slide stop for positive “‘jiggle-proof’’ locking. 


Get the free goods, the free attractive, sales- 
producing mounts, the free literature, the extra big 


profits. Call your supplier, or write us, Dept. 3C. 








SARGENT & COMPANY 


New York « NEW HAVEN, CONN. « Chicago 
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KIT No. 15-S. 
6 Screen ye 
& Storm Door oo. 





Closers _ 
No. 2000. = 
6 One-Bore 
Screen & Storm ° 
Door Catches 
No. 2010. 


‘ 


* Aa 











on self-selling display. Consumer 





Fi REE! 1 One-Bore Catch 


No. 2010 on attractive display. 
Consumer literature. Total retail value 
—$36.83. Dealer cost—$21.07. 













KIT No. 16-S. 
12 
One-Bore 
Screen 
& Storm 
Door 
Catches 
No. 2010. 


FREES 


1 One-Bore Catch No. 2010 












literature. T'otal retail value— 
25.78. Dealer cost—$15.87. 












KIT No. 17-S. 
12 
Bored-In 
Screen 

& Storm 
Door 
Catches 
No. B5777. 


FREE! 


1 Bored-In Catch No. B577 
on eye-catching display. 
Consumer literature. Total 
retail value—$30.40. Dealer 
cost —$18.70,. 
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o “Packy” Says ‘If its Qualitized — its 
‘_ BETTER ENGELMANN SPRUCE” 









S te \y ae nd here om two big 
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» hs ae Ml % £SaTuRe's WeLP 
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ngelmann Spruce grows in a number of 
states and provinces, but the area being har- 
vested by “Packy’s” mills is just halfway be- 
tween the northern and southern extremes 
where the trees grow — the optimum locatien 
for the finest, biggest trees which have grown 
to maturity under best conditions. 


- EXPERIENCE AND KNOW-HOW 


Engelmann Spruce is a relatively new wood 
on the market. The first substantial harvest- 
ings of this high altitude tree were by 
“Packy’s” mills. Their men were pioneers in 
discovering the best methods of milling, dry- 
ing and planing Engelmann to insure a prod- 
uct of uniformly high quality. They — and we 
— are proud of this leadership. 


YOU CAN CONSCIENTIOUSLY RECOMMEND “PACKY’S” 

QUALITIZED ENGELMANN SPRUCE TO YOUR CUSTOMERS. 

SO — STOCK SPRUCE IN ‘55, BUT BE SURE IT’S 
gil QUALITIZED ENGELMANN SPRUCE. 


Wud OF ie : : 
S. “Packy’s” other woods - - Idaho White Pine, 
Ponderosa Pine, Inland Cedar, Fir and Larch, and 
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ACK RIVER SALES CO. 


SPOKANE, WASH. °.0. 80X64 © TELETYPESP.105 © TEL, MAdison 0121 
Managing Sales For 


PACK RIVER LUMBER CO NORTHWEST TIMBER CO. THOMPSON FALLS LUMBER CO. 
Sondooint, idoho Gibbs, Idaho Thompson Falls, Mont. 
e CRESTON SAWMILLS, LTO. Creston, 8. C. © 
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Finger-tip Operation that lasts a lifetime is built into every 
Curtis Silentite double-hung wood window unit. The sash are bal- 
anced by coiled springs housed in the junction of jamb, sash and 
stop. The sash are factory-fitted to the frames and the side play 
permitted by the sliding bars and double Z spring weather-strips 
provide for ease of operation without affecting weather-tightness. 
In effect, the sash “‘float”’ in the opening. Silentite ease of operation 
is a powerful sales talk for dealers. There are many other exclusive 
features, too, which make Silentite the “‘easiest window to sell.” 
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Made to Order for Profit-Minded Dealers 


These Guaranteed Silentite Windows 





So advanced in design that they are patented—so excellent in mate- 
rials and workmanship that they are guaranteed—Curtis Silentite 
double-hung window units mark the better home. For the homeowner, 
they mean extra value; for the lumber dealer, they mean quick sales 
and profits. And because Silentite is a complete unit consisting of 
frame, window, sash lock, interior trim, screen and storm sash, it 
offers big advantages to builders. Your customers know Silentite—for 
it’s been nationally advertised for more than twenty years. For top 
profits, sell the top window line, Curtis Silentite. For complete infor- 
mation, write any of the offices listed below. 





Superior Weather-Tightness is an out- 
standing feature of Curtis Silentite double-hung 
windows. They have withstood the supreme test 
of sand storms, blizzards and floods, and have 
retained their weather-tightness and ease of oper- 
ation unimpaired. Here, Silentite double-hung 
units are shown in an attractive living room bay. 
Silentite is made in 11 different designs and in all 
commonly used sizes. 


Heart 





CURTIS WOODWORK 


Many Beautiful Combinations using 
standard Silentite frames, jamb liners, stops and 
windows are possible, and the variations are prac- 
tically unlimited. In smaller sizes, these window 
units are useful in fabricating ‘“‘ribbon’’ windows. 
Used in multiples, larger sizes are often used for 
enclosing porches and breezeways. The slender 
mullions provide the wide glass areas so desirable 
in homes of today. 





CurtiS 


WOO OWORK 


SILENTITE 





pae-vey 


Home Insulated’ 


the 





Curtis Companies Service Bureau 


Clinton, lowa 


A Department of Curtis Companies Incorporated 


Clinten, lowa « W. , Wi 





in @ Chicago, Illinois © Sioux City, lowa © Lincoln, Nebr. 


Topeka, Kan. # Minneapolis, Minn. ¢ New London, Wis. 
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LOOKS 
LIKE THIS 


SHIPPED LIKE THIS 


HERE'S HOW NEW DESIGN, 


BRING 


ew Style 1955 Steel Door! 


EASIER SALES, 


The new Shutter Window model 
shown above is another good reason 
why style-minded customers show 
quick preference for Taylor Made 
Garage Doors. Notice how the archi- 
tectural Shutter Window—combined 
with modern horizontal lines — fits 
naturally into garage design. All 
Taylor Made models 
designed appeal. 


have garage- 


Taylor Made Garage Doors have built- 
in dealer advantages, too! All models 
are packaged so that they can be 
shipped direct from the factory, Only 
14 bolts are required for quick, ten- 
minute assembly, And packaged doors 
not only climinate shipping damage, 
but are easier to handle, easier to 
stock, easier to deliver to the site. 


NEW PACKAGING 


BIGGER PROFITS 


Rugged, smoothly operating hardware 
assures easy installation, eliminates 
servicing problems. Exclusive hard- 
ware includes: X-type bracing, nylon 
rollers, cam-action shock absorbers, 
adjustable track strap, and grab-action 
latches. 


Dealers receive complete merchandis- 
ing support. Sales aids include news- 
paper mats, counter literature, posters, 
envelope stuffers, ete. A special 
“Garage Plan” program is available to 
produce additional sales in the “do-it- 
yourself” market. Complete plans for 
the 5 attractive garages shown at left 
—including lists of building materials 
—are available to dealers. You can ob- 
tain a set of these, along with a Taylor 
Made catalog, by writing today on your 
letterhead to the address below. 


GARAGE 
DOORS 


12430 Evergreen Rd., Detroit 28, Michigan 
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Ked Taggs é Y 
Merchandising Lips: 


How a Spring promotion on 


CYCLONE LAWN FENCE 
makes extra sales for you 


When you feature Cyclone “Red Tag” 
Lawn Fence you immediately turn a back- 
room item into one of the most powerful 
traffic builders your store can have. For 


personal selling—should really produce re- 
sults. If your stock is low, your regular 


Cyclone jobber can quickly take care of 
your aie . He can supply you with Erec- 


every foot of this top quality fencing you 
sell means more business up front. While 
your fence customer is in the store, you'll 
find it easy to sell him fence posts, staples, 
tools, seed, fertilizer and the innumerable 
other yard and garden supplies a proud 
property owner needs this time of year. 


ARRANGE DISPLAY— 
OFFER FREE ERECTION FOLDER, TOO! 


An eye-catching display of such Cyclone 
Hardware Products as Lawn Fence and 
Gates, and Flower Bed Border and Trellis 
—plus erection instructions and a little 


tion Instruction Folders, too. Don't delay. 
Call him today. 


QUALITY YOU CAN SEE AND FEEL! 


Straight, parallel wires . . . even picket 
tops ... and a durable galvanized finish 
make Cyclone a better-looking, longer- 
lasting fence. It is available in both woven 
and welded styles . . . single and double- 
loop styles .. . in heights of 36, 42 and 48 
inches. And there's a complete line of 
matching Gates, as well as Flower Bed 
Border (16”, 22” and 28”) and Trellis (18”, 
24” and 30” wide). 


CYCLONE FENCE DEPT., AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION 
WAUKEGAN, ILLINOIS + SALES OFFICES COAST-TO-COAST + UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


See “THE UNITED STATES STEEL HOUR’ —Televised alternate weeks—Consult your local newspaper for time and station. 


USS CYCLONE ‘ped oq" 
HARDWARE PRODUCTS 
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GOLD SEAL TILE-O-MATIC gives you self-service tile department 
of floor space. Holds up to 432 9” x 9” Gold Seal tiles. 


in 5 aq, ft 


GOLD SEAL VINYL-MATIC stocks, displays and sells 4 rolls (about 
30 lin. yds. each) of Viny!lTop in 6 sq. ft. of floor space 


Nationally advertised .. . guaranteed* ... Gold Seal Tiles, Congowall® and VinylTop will make 
the booming Do-It-Yourself market boom for you. Set yourself up to make the most of this 


great market with the Gold Seal Vinyl-Matic, Tile-O-Matic and a 


Complete line of tiles! 


Only Gold Seal gives you a perfect tile for 
every floor even over radiant heat. Lino 
Ranchtile® 
Linoleum for on-grade concrete construction. 
VinylTile for on or above grade. Vinylbest 
Tile for the perfect all-purpose floor, even 
below grade. Rubber Tile and new, improved, 
more soil-resistant Cork Tile for a luxury look 
on or above grade. Low cost Asphalt Tile for 
use in basements. Suggested retail prices 
range from approx. 15¢ sq. ft. for \\’’ Asphalt 
Tile to 69¢ aq. ft. for 4%" Cork Tile 


leum Tile for use above grade 





Viny!Top suggests sales! 
Viny!Top is so acid-and-alkali-resist- 
ant as well as mar-resistant, it suggests 
dozens of remodeling improvements: 
shelves, table tops, facings. Perfect 
for beautiful, seamless countertops 

.. itis easy to handle, cut and cove. 
Highly resilient and long-wearing. 
Now in 17 patterns including light, 
glamorous, exclusive Bermuda Hues 
and smart marbleized patterns. 30’’, 
36"' and 42” wide. Extra discounts 
on unit shipments. 


For further information write to Congoleum-Nairn Inec., Kearny, N. J 


*You and your customers are assured of satisfaction by the Gold Seal Guarantee 


satisfaction of your money back 


INLAID LINOLEUM . RANCHTILE® LINOLEUM . 


LINOLEUM, VINYL 


AS aN 
You get the finest choice of all in... Ja 


: 
ne 


VINYLBEST . 





smart Congowall display. 


Congowall sells itself! 


Customers know the one and only 
Congowall . . . the finest, the most fa 
mous enamel-surface wall covering in 
America. Show them how it goes up 
in a jiffy ...a wall at a time instead 
of a tile at a time. Show them the ex- 
clusive two-level construction. Suggest 
the big improvements they can make 
at little expense .. . in every room of 
the house. 24 decorator patterns in- 
cluding brand new “‘Brick.”’ 54” wide. 
Extra discounts on unit shipments 


eto) § oR) 7. \5 


FLOORS AND WALLS 





RUBBER, CORK AND ASPHALT TILES + VIIVYLFLOR « VINYLTOP - CONGOLEUM® AND = 
CONGOWALL ® ENAMEL -SURFACE FLOOR AND WALL COVERINGS 
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Editorial 


Precepts For Particular People 





First of a Series 


Foresights, hindsights and insights from 50 
years of study of lumber dealers and their prob- 
lems. 

+ + + 


Planning requires analysis, synthesis, creative 
thinking and—most important—attention to de- 
tail. 

+ ” + 


In any industry at any time there is always 
somebody operating in the red and someone mak- 
ing good money. Q: What is the difference? A: 


Management. 
: + + 


One of the great lessons in business is that 
almost every new or expanded project requires 
more time than originally planned and costs more 
than originally figured. 

In borrowing money for such a new program 
or project, it is well to borrow a little more and 
for a longer time, than needed. 

+ + * 

Henry Ford said, “There is no problem which 
cannot be solved if it is broken down into enough 
parts and the parts solved one at a time.” 

* > + 


The success with which any problem is solved 
depends to a large extent on the clarity with which 
it is stated, and how deep we dig for the real prob- 
lem that underlies the apparent one. In the final 
analysis the solution of a problem resolves itself 
into a clear statement of the (detailed) objectives. 


* * * 


We could do well to adopt Michelangelo’s 
motto: “ancora imparo,” which is to say “I am 
always learning.” 

+ + * 

Obstacles are those gremlins we see when we 
take our eyes off our goal. 

* + + 

A man who won’t take the time to read is no 
better off than the man who can’t! 

* o + 

Retail managers should fight for package sell- 
ing time, delegating to others every activity that 
someone else can do as well or better. 

* * + 

A profit-sharing principle: In sharing profits 
share only that part of profits which is beyond 
6% on the investment and after management has 
paid itself 4% of sales in salary. 

* - . 

Most good merchants are avid students and 

readers of merchandising papers. 
* + * 

Management’s job is to get the greatest possible 

number of profit dollars on sales made to satisfied 


customers. 
- + - 


Profit and proficiency have the same root. 
* * ” 


You can actually create waves of prosperity in 
your own business. 
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_We should periodically apply the law of effi- 
ciency to every process. This law asks and an- 
swers: “Is the action being taken necessary?” 


and “Is it being done in the easiest, quickest and 
best way?” 
* * ” 


Policy is the moral 1.Q. of management. 


* + * 


We should always try to get at the real problem 
that underlies the apparent one. 


* + + 


_ They profit most who serve best—if their serv- 
ice involves asking a fair and profitable price. 
+ + * 


If too many people want a bigger slice of cake, 
the only thing to do is to bake a bigger cake. 
+ + a 


Don’t let your financial statements control you. 
Set out to control your financial statements 
through sound planning and budgeting. 

* + * 


With careful planning you can set up next year’s 
income tax report right now and keep it under 
control throughout the coming year. 

a * + 


Interpreting the evolution of the retail lumber 
business : 


1928 Theme: The future of this business is in 
the dealer controlled sale of complete end use 
package direct to the consumer properly financed. 

1955 Theme: That dealer’s future is assured 
who establishes himself (by selling their services 
for them) as the best customer of the contractor 
and the building mechanics in his trading area and 
who maintains that position. 


1965 Theme: The provision of the best (com- 
petitive) value for the least money will force the 
establishment by the dealer of a single local man- 
agement overhead for the warehousing, assembly, 
fabrication, construction, sale and delivery, of 
homes and other merchantable construction pack- 
ages to consumers. 

aa * + 


Charles Kettering says “If you are doing any- 
thing the same way you have been doing it for the 
past ten years, the chances are you are doing it 
wrong.” 

* + +o 

Mr. Kettering also said “Research is finding out 
what you will be doing when you are not doing 
what you are doing now.” 

” * * 

The job of management is to assure maximum 
profitable use of all assets—monetary, material, 
machinery and manpower. 





nail. Looking for a way to nail 


down new business? Then why not take 
advantage of the $6 billion a year spent 
on building supplies by the 60 million 
Americans who do their own home repairs 
and improvements? You can get a bigger 
share of this great new market by featur- 
ing the products advertised in The Saturday 


Evening Post. Americans have more con- 
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The film is especially 
suited to show at the 
meetings of plumbers, 
approval authorities, 
builders, sanitary engi- 
neers, architects, county 
agents, trade schools, 
dealer groups, etc. 
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Orangeburg Dealers! Send for the 


ORANGEBURG 
MOTION PICTURE 
"Pipe Dream Come True 


COLOR AND SOUND=16 MM 





SEND THE COUPON 








Fascinating entertainment is a good way to describe 
this 18 minute motion picture which shows the ap- 
plications and advantages of Orangeburg Pipe and 
Fittings. Send for this interesting story in sound, 
color and motion —it makes a valuable contribution 
for you to use at important meetings which always 
take place in the early days of the New Year. We 
will give you prompt service. 
ORANGEBURG MANUFACTURING CO., INC, 
Dept. AL-35, Orangeburg, WN. Y. 
West Coast Plant: Newark, Calif. 


ORANGEBURG MANUFACTURING CO., INC. 
Dept. AL-35, Orangeburg, N. Y. 


Please loan us — no charge — your new film, “Pipe Dream 
Come True”. State desired showing dote: 


Se 
Name 


Address 


(To obtain more data on advertised products see page 166) 51 

















“Big Mill” quality makes 
SOUTHWEST Ponderosa Pine easier to sell 


Take 25 years experience, modern machines and 
the desire to give better service. Add choice logs from virgin 


high altitude forests, rigid grading standards, scientific kiln We ship 
drying, plus “BIG MILL” manufacture. And you get — 6,000 cars 
Souruwest Ponderosa Pine — definitely a better product. 

Always quick delivery on either straight or mixed cars. Write wl roe 


today for the name of your nearest SOUTHWEST representative. 


Southwest LUMBER MILLS, INC. 








ie - BOR 9O8 © PHOENIX, ARIEZONA 
SIDING ° SHEATHING * SUB-FLOORING * ROOF DECKING * PANELING c) INTERIOR FINISH 
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d-Wakefield 


Only in appearance is this delightful 
floor expensive! Alternate 24” and 3h” 
widths, beveled edges and walnut pegs 
give Bruce Ranch Plank Floor the beau- 
tiful decorative effect of costly random 
width plank. Yet the cost is only a few 
dollars per house more than plain strip 
floors. That's 


possible because it’s 


Beautiful peqged oak floors arent expensive now! 


pegged and finished at the factory and 
laid just like strip flooring. The infor 
mal beauty of Bruce Ranch Plank with 
its decorator-approved “Scratch Test” 
Finish is always in style . . . for modern 
or traditional homes. See our catalog in 
Sweet's. Write for color booklet. 


E. L, BRUCE CO,., MEMPHIS 1, TENN. 


Bruce Ranch Pliank Flcor 


Naturally Beautiful ! 

















the dealer’s salesman said: 
“TRINITY WHITE 
ice } would look good on 


that job...” 











<7 












TRINITY WHITE 
TRINITY WHITE 


TRINITY WHITE 
TRINITY WHITE 






Fos like white .. . just for the same R, 


reason your wife likes white household 






linens .. . or you like a white shirt. 





And it’s the same way with Trinity White 
—the whitest white cement. And by far 


the best cement for color jobs. * So put } 


TRINITY WHITE 






in a stock of Trinity White and suggest 

it to householders, builders, contractors 

—it won’t stay in stock very long! 

Trinity White is a true portland 

cement. It meets all Federal and ASTM 

specifications. ¢ Let Trinity White j 

build sales and profits for you. Widely 

advertised to architects, contractors | 

and the building trades for many years! 
| 


Whit 


Meets all Federal and 
A.S.1T.M. specifications 





* 
A Product of GENERAL PORTLAND CEMENT CO. ® Chicago © Dallas © Chattanooga © Tampa ° Los Angeles 
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1. LOK-TAB REPRINT DISPLAY 
A sturdy cardboard frame 
for displaying Lok-Tab re- 
prints. 


“An 
ree 


3. SHADOWBOX PHOTOS 
Two beautiful mounted col- 
or photos of Lok-Tab appli- 
cations. 


5. LIFE LOGOS 
Imprinted od LIFE into 
your Lok-Tab displays. 
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2. LIFE LOK-TAB BANNER 


A colorful 8” x 30” banner 
for window or wall display. 


4. TRANSPARENT LIFE STICKERS 
Made of clear plastic for 
door or window use. 


6. A 22” x 31” blowup of 
the 4-color Life ad. 


7. Ad Mats and Radio TV 
copy for your own tie-in ad- 
vertising. 





YOUR FIRST BIG ‘55 
SALES OPPORTUNITY 


March is the month for Lok-Tabs. On 
March 10th, the 5% million families who 
read LIFE will see the dramatic 4-color 
page announcing Lok-Tabs. It’s the big- 
gest single promotion ever put behind a 
roofing shingle . . . it’s Ruberoid’s first big 
’55 profit opportunity for you. 
b 


Also .. . LOK-TAB announcement ads 
will appear in the March issues of —Better 
Homes and Gardens, Farm Journal, Sat- 
urday Evening Post (Show House), Cap- 
per’s Farmer, and in the April issues of 
Successful Farming, Living for Young 
Homemakers (Show House), and Progres- 
sive Farmer. 


Check the merchandising elements avail- 
able to you .. . it’s a dynamic promotion 
package on the hottest new roof shingle in 
20 years. Make your plans now to tie in 
with this Lok-Tab advertising . . . make 
March pay off in big profits for you. 


The RUBEROID Co. 


ASPHALT AND 
ASBESTOS BUILDING MATERIALS 
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COVER: This is the checkout counter 


of the Channel Lumber Co., Springfield, 
N. J., which uses super-market selling 
methods. 








SCENE in Stebbins Anderson's base- 
ment store, Towson, Md. 


Why Self-Service is 
important to Your Business 


How can you increase your 
volume and net profit without 
jumping your operating costs? 


That is the $64 question, a 
question which an _ increasing 
number of dealers can answer 
in one sentence: 


Self-service with a checkout 
counter. 


The whole answer is not quite 
as simple, but the truth is that 
self-service with a _ checkout 
counter is one good answer that 
works. 


Self-service is the most sensa- 
tional new development in retail 
shopping in the last decade. 
More and more retailers, includ- 
ing building materials dealers, 
are sold on this type of merchan- 
dising. Here are some of the 
reasons why: 


1. Store traffic is speeded up 
—faster customer turnover 
means more parking space 
available more often. 


2. Mass display of merchan- 
dise steps up sales per cus- 
tomer (One survey reveals 
52% are impulse sales). 


83. Fewer walkouts because of 
faster service. 


4. More time for customers, 
who need personal atten- 
tion. 


5. Fewer returns — customer 
sells himself. 


6. Lower delivery costs— 
more customers carry their 
own merchandise. 
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Retailers who keep abreast or 
ahead of this self-service trend 
are most likely to increase their 
net profits. Those who don’t may 
suffer. Two good examples are 
the drug and hardware stores, 
both of which have lost business 
to the chain grocery stores, the 
first retailers to adopt and de- 
velop self-service to the nth de- 
gree. 


The drug and hardware people 
are waking up. It’s about time 
more lumber dealers took a closer 
look at this merchandising pat- 
tern, too. American Druggist 
magazine (February 14, 1955) 
reports the number of self-serv- 
ice drug stores has doubled in 
two years until 17.97% of all 
drug stores are operating this 
way. 


(Self-service in the drug field 
is defined as a store in which 
50% or more of the selling area 
is completely accessible to the 
customer.) 


Just last month, one of our 
editors bought a good quality 
hand saw, equipped with five 
blades, at a big, self-service gro- 
cery store. Of course he hadn’t 
intended to buy a hand saw when 
he went grocery shopping, but 
. .. impulse buying, again! 


Obviously, many building 
products and projects cannot be 
sold on a self-service basis. Self- 
service demands a better quality 
salesmanship; salesmen must 
know when to sell and when to 
leave the customer alone. News- 
papers, magazines and TV have 


already done a good job of pre- 
selling. 


Many customers know exactly 
what they want when they come 
into your store. They are likely 
to come back again, if they can 
find what they want quickly, pay 
for it without delay and be on 
their way. 


Faster shopping is the trend 
in this fast-living age. But cus- 
tomers also like to look around 
without being bothered by a 
salesman. Self-service does both 
these things: faster service for 
the man in a hurry; leisurely 
shopping for the browser. 


Text and pictures on the fol- 
lowing pages will show you how 
retailers in this and other indus- 
tries are selling the self-service 
way. For additional information 
about this important trend, be 
sure and read every issue of 
American Lumberman. 


Index to Self-Service Section 


1. Why Self-Service is Important 
to Your Business............................56 


2. Store Sequence for Successful 


| SESS TOE | | 
3. Packaging and Pricing.................. 58 
4. Self-Service Items ..............00000 60 
5. Efficient Display Fixtures............ 62 
6. Use of Checkout Counter.............. 64 
7. How to Build a Checkout 
a caneconees 66 
8. Identify Your Store for Self- 
EN NR Ss a 68 
9. Question and Answers About 
IU UNIIY  cekcatentin eikeschanclsiccenvsisnace 70 
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Store Sequence 


For Successful Self-Service 


Whatever you call it — quick 
service, self-service or semi-self- 
service—it all boils down to one 
purpose: 

More customer traffic, higher 
volume and net profit at the same 
ratio of expense to sales. 

Hundreds of building materials 
dealers now have open displays 
of many items, which are packaged 
for the self-service customer (see 
page 60). 

To make self-service pay off, 
however, it is necessary to forge 
every link in the sales chain: 
packaging and pricing; use of the 
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most efficient display islands; use 
of the checkout counter; store 
identification and departmentaliza- 
tion; sales training. 

Dealers can learn the best les- 
sons in self-service mechandising 
by studying the examples of suc- 
cessful practitioners in the art— 
supermarket food stores, Wool- 
worth stores, drug stores and auto 
accessory stores. 

The store of the future will be 
largely self-service for the hobby- 
ist and homeowner trade. One 
prognosticator says that one area 





4. Checkout Counter 


of the store will be devoted to pre- 
packaged items; another area to 
products which can be pre-selected 
and still another area to goods and 
services, which require personal 
service, 

Stores will open with a skeleton 
staff in the morning. Evening 
hours one or two nights a week will 
be the rule rather than the excep- 
tion. 

Self-service can be adapted to 
the small store as well as the large 
store. It’s a trend that every dealer 
will want to study carefully and 
put to use for his benefit. 
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Two more important elements 
are necessary to provide quick 
service for customers: 


1. Packaging of small items like 
nails, bolts, nuts, screws and 
hinges. 


2. Adequate price marking. 


Many dealers are now packaging 
nails themselves or having them 
packaged for them. (Write Ameri- 
can Lumberman, 139 North Clark 
Street, Chicago, for details on 
popular nail packaging system.) 
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Guideposts for Successful Self-Service 


1. Packaging and pricing 


Packaging and Pricing 
for Self-Service 


Several manufacturers are pack- 
aging hardware items. Be sure and 
see the illustrated page of pack- 
aged products for self-service in 
this editorial section. 

In some cases, customers are 
encouraged to bag their own items 
like garden bulbs. The customer’s 
honesty is relied upon. 

Every item must be priced at the 
time it is packaged or before it is 
placed on display; otherwise, the 
quick service system falls apart. 
Individual items like plumbing and 
electrical accessories must be indi- 





vidually price-marked in addition 
to being placed in price-marked 
compartments and bins. This sys- 
tem prevents price confusion, espe- 
cially when there are several small 
items in adjoining bins, and 
strengthens the customer’s belief 
that the item is priced correctly. 

Dealers are price marking self- 
service merchandise with rubber 
stamps and ticket printers before 
it is placed on the shelves. Hech- 
inger’s uses a shopping basket to 
advantage for this purpose. (See 
picture on these pages.) 


SIX SIZES OF CELLOPHANE BAGS 
are used to package hardware items at 
the Keith Brown Lumber Co., Salem, 
Ore. Each bag is price marked, then 
stapled. “Customers have always 
wanted to select their hardware items 
without having to wait,” comments 
manager Willard Miller. 


NAILS ARE ALSO BAGGED at the 
Oregon firm as another step toward 
self-service, which is credited with im- 
proving the profit picture in that store 
by 25%. Each island is numbered. 
Ceiling signs say, “Need help? Call our 
fella in the yellow jacket.” 
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DUAL-PURPOSE SHOPPING CART is used at Hechinger'’s 
Georgia Avenue store, Washington, D. C. Piece of plywood 
converts top of shopping cart into a small table, where small 
hardware boxes are price-marked with rubber stamp before 
being placed on shelves. 


CUSTOMERS ARE INVITED to count out their own bulbs 
at Hechinger’s in Washington, D.C. Many dealers say there 
is less pilferage with self-service because customers must 
pass the scrutiny of the checkout clerk 


THIS KITCHEN HARDWARE item is 
already packaged and Bob Ebenreiter, 
Ebenreiter Lumber Co., Sheboygan, 
Wis. is checking it for this housewife. 
“Changing to mass displays,” declared 
Bob, “has given us the equivalent of 
one more sales clerk. This self-service 
has really taken a large burden off our 
sales people.” 


SMALL HARDWARE ITEMS are bag: 
ged at the Keith Brown Lumber Co., 
Salem, Ore. Cellophane bags are used 
for hinges with just the right number 
of screws; also door latches, pulls and 
hangers. Each bin is price-marked and 
identified. 
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Guideposts for Successful Self-Service 


1. Packaging and pricing 


Self-Service 
Requires Good Packaging 





oe & Wetordry 
t Sand paper 


' - OR FASTER, EASIER SANDING! 





(| \ a HARDWARE 
WOOD DOWELS 
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It's all new 


ekcept these custom features 
that make How-ell-dor 


1 a fast seller 


In its new, modern plant, How-ell-dor 
entkrs a new mass-production era with 
cudiom features in garage doors at 
malls-production prices. 


When you’re a How-ell-dor Dealer 
you offer these built-in, custom-door 
features: 

51 stock models, pre-fabricated 
for fast, easy installation. Head- 
room range — from a 14%” mini- 
mum to accommodate practi- 
cally any building condition. 


strength where strength is needed 
. . . heavy-duty bottom rail for 
maximum door stability ... 
famous How-ell-tite Track... 
premium hardware ... extra- 
heavy hinges. 


assurance of customer satisfac- 
tion through proven perform- 
ance, the direct result of over 30 
years experience as door manu- 
facturers. 





within delivery, stock doors shipped 


witpin 24 hours. 


Fod fast turnover, good profit and de- 
perilable performance, it’s How-ell-dor 
—the union-made door. Get the full 
stofy, send for catalog and price lists. 


bt hy 


1ss 


It’s all new! 55,000 square feet of space in the new How-ell-dor 
plant in Paoli, Pa, Devoted exclusively to the designing, man- 
ufacturing and warehousing of How-ell-dors. Assembly-line 
production with specialized new high-speed machines that 


The Howell Manufacturing Co. plane and saw at the same time, that drill 17 holes at once, 


that sand both sides of lumber at the same time, that speed 
manufacturing time and help maintain the quality that has 
made the How-ell-dor a leader in the field. 


Paoli, Pa. 
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Guideposts for Successful Self-Service 
2. Display 


Efficient Display Fixtures 
Stimulate Self-Service Sales 





Courtesy The Bulman Company, Inc. 


MASS DISPLAYS attract the eye and lead to impulse buying. Perforated hard- 
board, also perforated steel is in wide use for flexible mounting panels. Notice 


clearly identified departments 


Mass displays of merchandise 
require special fixtures. It’s a well- 
known axiom that you will sell 
more items if the customer can 
see them. 

(There are several manufactur- 
ers who specialize in self-service 
fixtures. rite for your free list 
today. Address American Lumber- 
man, 1389 North Clark Street, Chi- 
cago 2, Il.) 
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Signs are fluorescent lighted. 


Tests show that the most potent 
visual selling area is eye-level to 
hip. The right fixtures will do two 
things to increase your volume: 


1. Display the greatest number 
of items in the least space. 


2. Guide store traffic to areas 
which will bring customers 
face-to-face with new prod- 
ucts and impulse items. 
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SHOPPING !S EASY and browsing 
is encouraged at the Springfield 
(Mass.) Lumber Co., where lumber, 
plywood and moldings are brought 
right into the store, price-marked and 
neatly displayed. 


Fixtures should not be so high 
as to obscure visibility across the 
sales floor. 


REMEMBER: regardless how 
big or how small your store, it’s 
still possible to re-arrange it for 
more sales and higher net profits. 

















NEWLY-OPENED self-service store is found at Lieber’s, 
Appleton, Wis., where the most popular self-service items 
are found to be lumber, hardware, paint, wallboard, insula- 
tion and roofing. Lumber, wallboard and moldings are up 
on A-shaped frames so customers can see and select easily. 


» 


PLUMBING AND HARDWARE fixtures are among the 
dozens of items dealers are selling on the quick-service 
basis. Here is a self-service six-foot shelving unit built of 
perforated board and steel uprights and used for displaying 
plumbing accessories by Gee Lumber and Coal Co., Chicago. Courtesy The Bulman Company, Inc. 


EVERY ITEM is price-marked in this hardware shopping 
center. Successful self-service dealers make it their busi- 
ness to visit the food, drug and chain variety stores, which 
have developed self-service to a high state of efficiency. 


Courtesy Lumber Dealers Merchandising Institute 


“a ’ 


LUMBER AND MOLDINGS are just two of the items being : ee ™ 
sold self-service by the National Lumber Co., St. Paul, Minn. 
Damaged flush door and wrought iron legs are used to make MERCHANDISE SET UP on frames can be kept neat and 


attractive and sell more readily than items lying flat, says 


an ideal display table, lower right. Neatly bundled and 
dealer Otto Lieber, Jr., who is converting the second of his 


displayed on perforated hardboard, these items take the 
appearance of luxury merchandise. five yards to self-service, 
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at Guideposts for Successful Self-Service 


3. Checkout 


Checkout Counter is 
Necessary for Self-Service 


HERE ARE FOUR CHECKOUT COUNTERS found in retail building material dealers’ 


stores. 


ED. VON TOBEL LUMBER CO., Las Vegas, Nev. Double 
checkout counters are used here. Ed. Von Tobel, Jr. says 
the checkout system has increased the unit sale; that 
shopping carts have increased sales; that self-service has 
eliminated the “peak period turmoil.” 


ae = F 
_ — sar opel 


Rigi «SP ve 


negation - 


il 


WHITING-MEAD COMPANY, San Diego, Calif. Two of its 
stores are operated on a self-service basis. Note “Quick 
service—cashier” sign, also clearly labeled and numbered 
department signs. Wrapping as well as charge-outs are 
made at this counter. 
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THE HECHINGER CO. (Georgia Ave. store), Washington, 
D. C. Shopping carts or shopping bags are available for cus- 
tomers’ convenience. Dual checkout counters are operated 
during busy periods. Firm has an orientation manual for 
cash register operators. 


SMALL STORES can use checkout counter just as 
successfully as large ones. Here is the checkout 
counter which is used by J. T. & E. L. Eliason, Inc., 
New Castle, Del. 
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Pouring floor slab for 5,000 homes being built at Thornton, 
Colorado, by F & S Construction Co., Phoenix, Arizona, for 





Tested all leading makes... 


chose Jaegers for 210,000 yd. iob 


Thornton, Colorado is a new city of 5,000 
homes, each requiring 42 yds. of con- 
crete. That’s a total of 210,000 cu. yds., 
not including curbs and gutters. Homes 
are currently being built at the rate of 
8 a day. 

To handle this large volume efficiently, 
Western Concrete, Inc. set up a dry batch 
plant right on the job site. By doing this, 
however, hauls became extremely short 
..-from just across the street from the 
batch plant to less than a mile... posing 
the problem of thorough mixing in 
transit in limited time. 


To do this job, Western Concrete se- 
lected Jaeger “Mix Plus” truck mixers. 
“We have tested all prominent makes of 
truck mixers and settled on Jaeger,” says 
Fred T. Hoppe, President. Three 614-yd. 
Jaegers are used to haul 8 yd. batches. 
An average production of 50 yds. per hr. 
is maintained, despite the fact that each 
8-yd. load has to be charged through a 
l-yd. weigh batcher, requiring approxi- 
mately 10 min., and that two placements 
must be made at each location, requiring 
an additional 8 to 9 min. 

Thorough mixing on these short hauls 





Hoffman Homes, Inc. Each home requires 42 yds. of 4” slump 
concrete, Shortness of hauls calls for thorough mixing, fast. 


is accomplished with Jaeger’s exclusive 
“dual mix” drum. The deeper, contin- 
uous spiral blades and patented throw- 
back reversing blades insure positive 
end-to-end mix, uniformly high strength 
concrete and fast discharge. 

Operation has been so satisfactory 
that Western Concrete has ordered a 
fourth “Mix Plus” mixer. 

See for yourself how Jaeger truck 
mixers can put more pay into your pay- 
loads. Your Jaeger distributor can give 
you complete facts, or write for speci- 


fication TMB-4. 


THE JAEGER MACHINE COMPANY 


FRONT END LOADERS . 


COMPRESSORS @ 
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PUMPS ° 


CONCRETE MIXERS 


160 Dublin Avenue, Columbus 16, Ohio 


. PAVING MACHINES 
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Guideposts for Successful Self-Service 


3. Checkout 
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~ REAR VIEW oo 
List of Materials 

1— 4%," S'x10’...... AC resin sealed fir 

plywood 
1," Bnd’... .... AC resin sealed fir , 

plywood ' 
1—Y," Wx’. ...... AC resin sealed fir 

plywood 
1— 4%," T'x3’....... mahogany plywood #3 
21" x1" 10"... . FAS hard maple 
ly ie FAS hard maple 
1— 4, "04 Vg"——12'.... 71 pine or soft 

maple 
Oe ie ee | a hardboard 
t,t. tempered Duolux 

Nalls, glue, screws, paint and mis- 
cellaneous. - 
4 FRONT VIEW 
Sketches Courtesy National Retail Hardware Association 


How to Build a 


Checkout Counter for Quick Service 
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Self-service is not enough. You 
must have a checkout counter 
equipped with a cash register. This 
means, of course, that every item 
of self-service merchandise must 
be clearly priced; also, that you 
preferably have a cash register 
that itemizes, departmentalizes 
and totals each sale. 

The checkout counter makes it 
possible to serve more customers 
during peak periods with the same 
number of salesmen. Salesmen 
have but one function —to sell; 


they handle no money, wrap no 
merchandise. All that is done at 
the checkout counter. 

Other advantages: checkout 
counter reduces pilferage; helps 
eliminate traffic congestion; opens 
up larger store areas for mass 
displays. 


REMEMBER: checkout counter 
should be manned whenever a cus- 
tomer is in the store. It must be 
located near the exit. 
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right in 


your customer’s hand 


When you're in the business of supplying ma- 
terials for America’s builders, it’s all-important 
that your company and your trademark be kept 
in mind by customers. Here’s how to do it — 


Have your trademark or firm name engraved 
in rich color on the satiny surface of a Zippo 
—as a business gift, or special award within 
your firm. 


Then your message will flash into view 20 
... 40... 60 times a day —just as surely as 


the Zippo flashes into flame. The superb quality 
of Zippo will faithfully reflect the quality of 
your company. Zippos are fully windproof... 
work always under any conditions... become 
treasured lifetime companions of those who 
receive them. 


What's more, Zippos are guaranteed to 
work — or we fix them free! That means con- 
tinuing impact for your message — at modest 
cost! Send coupon below! 


ALWAYS WORKS—OR WE FIX IT FREE 





ZiIPPO MANUFACTURING COMPANY, BRADFORD, PA. In Canada: Zippo Manufacturing Co., Canada Ltd., Niagara Falls, Ont. 
eeeeeoeeeeeeeeeeeeeeneeeneneeeeweaeeeeeaew ee eeeeeeeeneeeeeeeaeaeeaaee 


ZIPPO MANUFACTURING CO., Dept. AL-21, Bradford, Pa. 


























* 
- . 
* * 
> * 
H | . . 
agpegsegyepeney |||} . . 
{ | / . Please give me full information about business gift Zippos—prices in large . 
Id thr : or small quantities, time of delivery, opportunity to use color, and the heip ° 
| - ’ r" : your design department wil! give us in making a beautiful and distinctive gift. . 
wlll studded ’ : 
- Name eee . . ; 
. * 
WY » © . . 
y Y// y, ° Firm a : 
Uy . . 
} YY : Address "2 : 
. . 
o o 
o * 
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Guideposts for Successful Self-Service 
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4. Promotion 


: Identify Your Store 
for Self-Service 


More than the usual number of 
store signs are needed to promote 
quick service. These signs should 
not only identify the departments 
by number or alphabetical letter, 
but volunteer a salesman’s help, if 
required. 


Flame rere TA 


CUSTOMERS ARE ENCOURAGED to serve themselves at the Rutland 
Lumber Co,, Albany, N. Y. Products are price-marked and departmen- 
talized, but a big sign volunteers the services of a salesman if needed. 


SIGNS TELL THE STORY at Hechin- 
ger’s self-service store in Washington, 
D. C. Tools are identified and price- 
marked and customers are advised to 
carry their purchases to the cashier. 


SELF-SELECTION IS THE FIRST STEP in self-service. Help the cus- 
tomer find what he wants as soon as possible. This self-selection board 
is found at Grossman's in Wellesley Hills, Mass. 


ABC SYSTEM of identification is used 
by the Glick Lumber Co., Burbank, 
Calif., to promote quick service. Big, 
yellow placards identify the depart- 
ments by letter and name. Sales of 
hardware, plumbing and _ electrical 
supplies have picked up 25% since 
these items were displayed on 5x12 
islands. 
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factory warehouse system 


A FULL LINE of aluminum 


windows to meet al! your needs 


PROVEN VALUE that's paying 


off year after year in thou 


sands of installations 


coast to coast 
PROMPT, DEPENDABLE 
SERVICE from Ware's 


strategically located ware- 
houses 


from 


in Newark, 
Chicago, Houston, and 


Atlanta—backing you 
up with an ample in 


ventory of hundreds 
of stock sizes! 


a @e 


THE 
QUALITY 
LINE 


The soaring sales potential of aluminum windows 
plus the extra service and value which Ware 
offers adds up to a deal you can hardly afford 


to overlook. Why not get ail the profit- building 
facts today? Write Dept. AL-3. 


Ware Laboratories, Inc., 3700 N.W. 25th St., Miami, Florida 
Member of the Aluminum Window Manufacturers Association 
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Questions and Answers About Self-Service 


Dealers who participated in answering the following questions included 
Sidney Hechinger, president; Richard C. Lykken, advertising manager, 
M. O. Cohen, general manager and John Hechinger, personnel director, all 
executives of the Hechinger Company, Washington, D. C.; Otto Lieber, Jr., 
president, The Lieber Lumber & Millwork Company, Neenah, Wis.; Ed. 
Von Tobel, Jr., Ed. Von Tobel Lumber Co., Las Vegas, Nev.; Robert H. 
Ebenreiter, president, Ebenreiter Lumber Co., Sheboygan, Wis. 


Here are their composite answers to questions about their experience 
in self-service merchandising : 


9. What advantages have you found in self-service? 

A. We find we have the equivalent of one more sales clerk. Makes it easier 
for people to buy, since they can see the item and also the price. We 
have definite proof that cost per dollar volume is lower in our self- 
service stores. We have eliminated the “peak period turmoil.” 


What items do you sell self-service (quick service)? 

A. Everything but lumber and millwork. The most popular items are 
hardware, paint, lumber, wallboard, insulation and roofing. Every- 
thing we can possibly package or display for customer convenience. 


How do you control self-service traffic? 
. Combination of turnstiles and one-way entrance and exit doors.. Custo- 


mers enter through two turnstiles and leave through a double checkout 
stand. 


Do you use shopping carts? 

. Yes, but we do not think they have necessarily increased the average 
ticket sale. The use of shopping carts has extensively added to individ- 
ual ticket sales. No, but it looks like a good idea. 


Do you use shopping bags? 


. Yes, we use store-labeled shopping bags. We use canvas bags with 
metal bottoms. 


— increased the average consumer ticket 
sale 


Yes. We know definitely that the checkout system has increased the 
unit of sale. Possibly, I have no definite evidence. 


Does self-service increase inventory problems? 

. No. The only difference is that stock that was normally carried in the 
warehouse is now carried on the floor. No, it has made it easier. Every- 
thing is out and exposed and easy to count. 


How do you rice-mark self-service items? 
. Combination of rubber stamp and ticket printer. 


Has self-service increased pilferage? 

. It’s no more of a problem than a conventional type store. We have no 
definite proof, but we feel there is less pilferage. Sauins by a checkout 
counter, where the customer is under direct observation works psycho- 
logically to keep pilferage down. 


What is the customer's reaction to self-service? 

. They like it vey much. gg seem to enjoy browsing. Adverse com- 
ments are in the minority. Customers like it because it speeds up their 
shopping; they aren’t bothered by salesmen unless they need them. 


How did you train your cashiers to handle self-service? 

. No special training as we have been doing this type of selling for a long 
time; we’ve just made it easier for ourselves. National Cash Register 
maintains a training course in this area. They will send men to train 
our cashiers anytime we ask them. 


What types of fixtures are best for self-service? 
. We made our own. All fixtures are on casters, so we can move them 
around and use them for window displays. We designed our own check- 


out stands and use National Cash Register Class 6,000 itemized receipt 
and slip registers. 
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Does your PRESENT Plywood 
Distributor offer you... 


V IMMEDIATE DELIVERY — with his own modern COMPANY-OWNED trucks 
from modern warehouses conveniently located to insure you p:ompt service? Can he 
provide a ONE-STOP service for mixed shipments of plywood, doors, hardboards, 
plastic laminates and many other items? 


V COMPLETE STOCK — of Hardwood plywoods; Fir plywoods in exterior or interior; 
Knotty and White Pine; Sea Swirl; Shadowood; Plyweave; Hardwood and Fir doors; 
Tempered and untempered hardboards; Homasote products; all species of plywoods in 
a wide assortment of widths, lengths, and thicknesses? 


VA LUMBER DEPARTMENT — instituted specifically to relieve you of the problem 
of locating suitable carloads of lumber? Excellent connections for Douglas Fir, Pine, 
Hemlock, Spruce, White Fir, Cedar, Larch, Redwood and mouldings for quick 
shipment in straight or mixed carloads from the finest West Coast mills? Can he 
arrange for mixed cars of plywood and lumber? 


I - N Oo T, you had better contact us today, because 
AND DO feature these services from 14 completely stocked we 
cated where the EDU BEST. Phone, Wire or Write 


“KOCHTON 


PLYWOOD ano VENEER CO.. INC 


Roosevelt Road 
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Insulite product 
first chance 
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First wood-fiber insulation board 
rolled out of Insulite’s mill in 1914 and marked 
the creation of a new industry. (This early ship- 


ment, shown above, provided shelter for victims 


of disastrous 1918 forest fire.) Since then, Insulite has created and 
introduced virtually every new product in the business. Such 
big volume items for dealers as 


First asphalt-impregnated insula- 
tion board opened new markets. Insulite was 
now waterproofed throughout . . . could be used 
or stored anywhere in any weather. The first 

25/32” insulation board sheathing followed in 1936 and the big 
shift from wood to fiberboard sheathing was on. Other firsts fol- 
lowed. Among them... 


another example of 


Se 














now MISULITE.....- 


INBULITE AND BILORITE ARE REGISTERED TRADE MARKS 
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and easier sales. Dealers now had an easy-to the year and made low-cost exposed beam ceil- 

handle and stable-priced shingle undercourse. ing construction practical anywhere because of 
What's more, official approval of this new way to apply insulation its exclusive built-in vapor barrier. This new 3 in | product was 
board undercoursing over insJation board sheathing created an instant success and again created new sales opportunities for 
more chances for dealers to sell Bildrite Insulite dealers. 


First approved Shingle-Backer First Roof Deck with vapor barrier 
19 5 System created new opportunities for more 1954 was one of the big new product developments of 


Pirst crack at new markets has historically gone to Insulite dealers since Insulite has 

pioneered virtually every successful insulation board product on the market. Today, most of these 
products (even the newest) are big volume, high turnover items for Insulite dealers. We'll be happy 
to send picture-literature describing them. Just write Insulite, Minneapolis 2, Minnesota. 


vou en IMISULITE 


{ Made of hardy Northern wood 


INSULITE DIVISION, Minnesota and Ontario Paper Company, Minneapolis 2, Minnesota 
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ORNAMENTAL IRON COLUMNS, supporting a 100-foot-long portico 
in front of the showroom, attract the attention of passing motorists. 


How Displays Sell Ornamental Metalwork 


Arkansas dealer uses the 


interior and exterior of her 
showroom to effectively dem- 
onstrate many uses for alumi- 
num and ironwork. 


Recognizing the trend toward 
ornamenting low-cost homes with 
iron columns, rails, planters and 
other metalwork, ay Carroll, 
owner of the Twin City Lumber & 





ORNAMENTAL LAWN FURNITURE is demonstrated by Kay Carroll in the 


recently-remodeled showroom, 
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Moulding Co., North Little Rock, 
Ark., decided to capitalize on this 
market with aggressive promotion 
and displays. 

By remodeling her store and 
making it a showplace for orna- 
mental ironwork, Miss Carroll is 
cashing in on the popularity of 
this decorative material with an- 
nual sales of about $15,000. 

“We're cashing in on the revival 
of ornamental! iron,” Miss Carroll 
said. “Last year it was the second 
fastest selling building item in 





the country. National magazines 
showing more homes with orna- 
mental ironwork have helped cre- 
ate interest in the product. 

“People reading about—and see- 
ing—the old homes in New Or- 
leans and Charleston with their 
ornamental iron balconies and 
railings become interested in met- 
alwork. When we show them that 
it is an economical way to dress 
up their old or new home, it isn’t 
too hard to make a sale.” 


Showroom Best Advertisement 


The wide windows in front of 
the store are covered by a 100- 
foot-long portico supported by 10 
ornamental iron columns. 

“My best advertisement is our 
air-conditioned showroom we re- 
modeled last year,” Miss Carroll 
added. “The wide windows, plant- 
er boxes and lacy iron columns 
catch the eye of passing motor- 
ists.” 

The effectiveness of the orna- 
mental iron columns in front of 
the store as silent salesmen was 
demonstrated recently when Mr. 
and Mrs. Allen Leonard of Bates- 
ville, Ark., drove by on a week-end 
trip. They became interested in 
the columns and returned the fol- 
lowing week to inquire about 
ornamental iron. Subsequently, 
they bought iron columns and 
railings for their home. 


Speakers Promote Metalwork 
To promote ornamental iron, 
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Miss Carroll, a manufacturer's 
representative or one of the firm’s 
two outside salesmen act as speak- 
ers to tell of the many uses of 
decorative metalwork to garden 
clubs and other groups. 

The staff of the four-year-old 
Twin City Lumber & Moulding 
Co. always explains to potential 
customers that ornamental iron 
installations qualify for easy- 
payment. FHA Title I loans. These 
terms are also stressed in news- 
paper and radio advertising. 

Another effective selling point 
is a free design service offered by 


an ornamental iron manufacturer PORCH RAILING AND COLUMNS were purchased by this homeowner after he 
for customized installations. became interested in ornamental iron after seeing it displayed in the showroom. 





Remodeling Market 


“The best prospects for orna- BRAND NEW! elite 4 PROFITS! 


mental iron improvements are 


homeowners of low or medium- wety 

cost homes who have gotten from ee, 

under the first big load of buying c Kaba F 7 N pn 

a home,” Miss Carroll said. “They we 

welcome ornamental iron to im- offers outstanding opportunity 
prove the appearance of the front fi 

or side entrance, and ornamental TO M A 4 a MO NEY 
iron railings are becoming popular ; 
for use on retaining walls for selling HOMESHIELD ALUMINUM SCREENS 
houses built on hillsides. 

Seeing the various ways orna- 
mental iron is being used on their 
neighbors’ homes and the attrac- 
tive displays at the Twin City 
showroom has led many home- | SE Va 
owners to thinking about using | It's easy to make money selling Homeshield 
decorative iron or aluminum in ; > easy-to-make Screen Kits to the big replacement 
remodeling their homes. This has | market for window screens. Nearly every home- 
stimulated home remodeling and owner is a prospect! 
led to increased sales of other 
building materials. ALUMINUM : ; ; 

Ornamental metalwork is find- FULL-FRAME * A dealer can get into the screen business with 
ing general acceptance for both NO PAINTING a Display Merchandiser, at low cost, without 
interior and exterior uses. Cast RUST PROOF big, expensive, space-consuming inventory. 
aluminum panels are becoming | STAIN PROOF * 90% of normal screen requirements can be 
popular as room dividers and or- ‘nine handled with a Display Merchandiser. 
namental columns, planter boxes FIBERGLASS Frames are Aluminum FULL-FRAMES, 
and metal furniture are being SCREENING light-weight, strong, rust proof, stain proof and 
used for home interiors. ange burn proof. 


Besides residential uses, orna- | yy ny * Screening is FIBERGLASS, strong, rust proof, 


stain proof, burn proof. 


Fast turnover. No tied-up investment. No dead 
numbers. Small inventories. 








Dealers, look at these advantages: 


mental metalwork is being used in 
commercial installations to dress 
up gas stations, drive-in restau- 
rants and other buildings. 5 ? c 
Churches are using more orna- acnnne Write for complete details on Screen Kits, Dis- 
mental iron for communion rails yes play Merchandiser and AETNA’S great profit- 
and other decorative purposes. Sh making offer, Return coupon TODAY! 


To keep up with the demand, the MAIL TODAY 
firm maintains a $2,000 inventory i AETNA PLYWOOD & VENEER co 


of ornamental metalwork. Miss 
Carroll estimates her 1954 sales 1732 N. Elston Ave., Chicago 22, Ill, 


will pass $15,000, and with aggres- 
sive promotion she hopes to hit 


Please send me AETNA’S profit-making offer with complete 
the $30,000 mark in 1955. : | 
| 


details on Screen Kits and Display Merchandiser. 





More Dealers Than Ever Company 
Are Now Reading 


American Lumberman 


Address 


l 
| 
| 
| 
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| 
| 
I 
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LINE 


® 


GUARANTEED QUALITY 





You make a connection that makes you tough 
competition, when you line up with CRESLINE. 
Your only “‘comebacks"’ will be in the form of re- 
peat orders — and bigger orders at that — be- 
cause CRESLINE Plastic Pipe is made to keep your 
customers sold on its genuine excellence. You'll 
find CRESLINE sales are made easier, too, whether 
you're a distributor or dealer . . . through service 
that's unmatched plus sales support to match! 


Every Coil of CRESLINE 

Guaranteed RIGHT .. . In Writing . . . because its quality 
is insured by the industry's strictest production standards. 
Fabricated of 100% VIRGIN MATERIALS, every coil is pres- 
sure-tested and fully inspected before it leaves the factory. 


Every Order for CRESLINE 

Handled as a “Rush Order” . . . SHIPPED WITHIN 24 HOURS 
. enabling you to guarantee deliveries far faster than can 

your closest competition. 


Every Foot of CRESLINE 

Measured and Marked . . . and every 
10-foot interval, too . . . a CRES- 
LINE EXCLUSIVE thot speeds your 
sales and installations as well. 









Write for New Literature and Nome of 
Your Nearest CRESLINE* Representative 


CRESCENT PLASTICS, INC. 


May IS NATIONAL 


WATER SYSTEMS MONTH “Made to Specifications of the Thermoplastic Pipe 


Division of the Society of the Plastics Industry 
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= Chamberlin’s 


Zip ‘em out! Then ZIP 


hee re in again! 











New Weather Strip 
for Removable Sash 


Sash removal is a cinch—they literally ZIP OUT... 
ZIP IN! Flexible, floating full width metal runways hold 
sash weather tight—avutomatically adjusting to frame 
expansion or contraction. Sash slide easily but won't 
creep or drop. No home adjustments. Add this more 
modern, more efficient weather strip feature to your 
present line of windows. 


Has Unequalled Advantages 
for the Mill for the Builder 


1 Designed to save materio!l ond 1 Sash can be primed, stored and 
labor costs ot the mill. kept clean during construction. 
Gloss breakage reduced. 


2 Designed to insure satisfied cus- 2 Roughing-in is as af as ABC 
tomers and minimum service. —no special blockin 





3 Balances and all weather strip 
3 Chamberlin stands behind it. installed at the mill, 


for the home owner 


1 Zip-in Zip-ovt Chamberlin | 4 No need to remove stops and 
equipped ‘windows ore fully mor woodwork ... ever. 
weather stripped. 


2 Sash give ond take with the | 5 Zip out the sash and it’s a cinch to 


weather like a cushion. Slide eas- 
ily. Won't creep or drop. 

3 Window washing becomes oan 
“nside’ job. Press sash left and it 


interchange and wash combination 
storm windows and screens. 


6 Sash can be taken out and con 


Dept. L-5, 955 Diamond Ave., Evansville 7, Ind. 








rolls ovt. Zips back in place. veniently painted. 


Another product of Chamberlin’s 57 years of 
engineering and manufacturing experience 


g\A) ie 


logr' CHAMBERLIN COMPANY OF AMERICA 








C- 
Writ c , CHAMBERLIN COMPANY OF AMERICA 
wad Direct Merchandise Div. 
infermation 


1284 La Brosse St., Detroit 32, Mich. 


Chamberlin products for the millwork and hardware field include: Automatic 
Door Bottoms—Thresholds—Dor-Seals—(all types) Weather Stripping. 


‘ 
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UNTREATED 


SILICONE TREATED 


WATER RUNS RIGHT OFF SILICONE-TREATED 
K&M “CENTURY” NU-GRAIN SIDING SHINGLES 


Make this test. Place one of the new silicone-treated 
“Century” shingles beside any untreated asbestos- 
cement shingle. Then sprinkle both with water. 
See how the water “balls up” instantly on the 
surface of the K&M Nu-Grain shingle, then runs 
right off! 


This means that water-borne dirt which causes streaks 
under window sills and other trim doesn’t readily 
gain a foothold to mar the beauty of these shingles. 


KEASBEY & MATTISON company © AMBLER * PENNSYLVANIA CK MD 


America’s first maker of asbestos-cement shingles ® 


“Century” Nu-Grain shingles are as permanent as 
stone itself. They won’t burn, rot or corrode, They 
never need protective paint. The distinctive Gray, 
Brown, Whitetone, Green, Red and Sepia colors... 
and the realistic wood pattern are in to stay. 


Ask the K&M distributor in your area to show 
you this new line of silicone-treated _ K&M 
“Century” Nu-Grain siding shingles. Or write us 
for further information. 


(To obtain more data on advertised products see page 166) 
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PRECUT MATERIALS are strapped for speed in handling and protection against 


theft at the site. 


PRECUTTING Pays Off for Canadian Dealer 


“Better job with less waste,”’ is how Mel Finkbiner, 
Calgary, Alberta, explains advantages of new setup. 


You have all heard what hap- 
pens to the man who builds a bet- 
ter mouse trap, but perhaps less 
about the fellow who follows a 
service-plus policy in his retail 
lumber business. 

Mel Finkbiner of Calgary in the 
province of Alberta, Canada, rec- 
ognized a few years ago the waste- 
ful horse-and-buggy method of 
hauling unfinished material to a 
building site and cutting it on the 
job, Finkbiner not only recognized 
the problem, but he did something 
about it. 

Mel’s Lumber & Building Sup- 
plies Ltd, became the pioneers in 
this part of the country in precut 
housing and prefab installations. 
Proof that the precut service fills 
a long-felt need, is borne out by 
the fact that this firm supplies 
about 30 contractors and many in- 
dividual home builders; about 400 
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complete housing units were sold 
in 1954, 

“We believe we can do a better 
job and with less waste, right here 
in our own mill, than could pos- 
sibly be done on the building site,” 
says Mr. Finkbiner. “We have 
modern machinery and a qualified 
staff to handle it.” This is how 
this service works out in daily 
practice beyond the blueprint 
stage. 

Basement forms are, of course, 
the first to go out. Supplies of 
carefully selected material for 
each phase of building operations 
are delivered in proper sequence. 
This means the contractor and his 
men are never held up for want of 
supplies at the site. All material 
is precut, even notched and mor- 
tised where necessary. Further- 
more (and here is where the plus- 
service comes in), all packages are 


CHIEF EXECUTIVES are Mel Fink- 
biner, general manager, who is active 
in the Western Retail Lumbermen's 
Association, left; R. T. (Jack) Barker, 
sales manager, who has helped double 
sales for the company in the past two 
years. 


steel strapped and packaged to be 
shipped as needed. Prepared in 
this way, erection of the unit goes 
on at a fast pace. 


Fast Installation 


Closets, cupboards and _stair- 
ways are prefabbed in Mel’s mill 
and delivered ready for installa- 
tion. Window units are also pre- 
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THIS LOAD of 440 pieces of 2x6, 16’s will all be stamped with Mel's 
stamp designating quality lumber. 


assembled. Even the first coat of 


paint is applied to the basic layer 
of outside wall covering. 


Precut sales account for about 
14% of the overall volume. The 
completed homes run from $8,500 
to $13,000. 

Farmers and other home plan- 
ners (usually not expert carpen- 
ters) have found the precut service 
and advisory assistance invaluable 
in solving their building problems. 
The home builder picks his own 
design and material is cut accord- 
ing to specifications. This service 


is offered at cost. While guarding 
a uniform price structure in this 
highly competitive field, Mel’s 
Lumber keeps posted on month-to- 
month fluctuations. 


Good Financing Setup 


In the field of home improve- 
ment, Mel’s Lumber has a special 
service to offer. Regardless of 
what renovating the homeowner 
may have in mind, life-insured 
loans from $600 to $3,000 are ar- 
ranged to suit his budget. The 
home buyer has 36 months to pay 


UNITS PREFABED at the mill include broom and linen closets: milk chutes; 
basement stairs; medicine cabinets; window and door frames. 
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and the agreement includes labor 
and materials. All negotiations 
under this plan are strictly confi- 
dential. This plan is the first of 
its kind in Calgary. 

Mel’s Lumber keeps their custo- 
mers well posted on materials and 
services through the daily news- 
paper, weeklies, farm papers and 
radio, 

Summing up the situation from 
a service angle, Mr. Finkbiner 
said: “Our policy is to provide the 
contractor or homeowner with 
what he wants, even if we have to 
go out and buy it retail.” It’s this 
sort of service that helps explain 
the numerous repeat orders. 





More Dealers Than Ever 
Are Now Reading 
American Lumberman 








Bring the builders 
your way with... 


Roddiscratt 


STOCK 
HARDWOOD 
MOLDING 


Now available from stock 


*® Birch °e Oak 
* Mahogany © Walnut 
Ww N builders want hardwood molding 


and trim, they want it fast, You can 
bring builders your way with Roddiscraft 
hardwood molding and trim because you 
can supply it immediately at amazingly 
moderate prices, It's ready and waiting at 
your nearest Roddiscraft warehouse. 

For added economy, Roddiscraft molding 
and trim is available packaged, cut-to-size. 
It is also available by the lineal foot. Hard- 
woods other than he mentioned above 
may be obtained on special order, Call your 
Roddiscraft warehouse or mail the coupon 
below for all the facta. 


Roddiscraft 


WAREHOUSES IN PRINCIPAL CITIES 


RODDISCRAFT, RODDIS PLYWOOD CORP. 
Marshfield, Wisconsin 

Please send me full information on Roddis- 
eraft hardwood trim 

Name 

Firm Name 

Addrens 


City Zone State 
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Copy Machine Saves Cost 
of a Full-Time Typist 


A new-type copying machine, 
which more than paid for itself in 
the first few months, is saving the 
cost of a full-time typist at the 
Wright-Bachman Lumber Co., In- 
dianapolis, Ind. 


“The machine makes 200 copies 
an hour,” says J. Ralph Wedel, 
home planning department man- 
ager. 

“We're using it to reproduce 
price break-down sheets, direct- 
mail advertising and more and 
more of our office records that 
must be copied. We can reproduce 
all the specifications and plans for 
a house for a cost of only 28¢,” 
says Ralph. 

The machine is about the size 
of a standard typewriter. It will 
make copies of letters on trans- 
lucent paper for a cost of about 
114¢ each. 

Material to be copied must be 
on translucent paper. On the aver- 


age, about eight out of every ten 
letter heads and other business 
forms used in an office are trans- 
lucent and suitable for copying 
with the machine. 

Wright-Bachman keeps a file of 
master copies only because addi- 
tional copies can be made quickly 
as needed. “This saves consider- 
ably on our filing space and labor,” 
explains Ralph. 

Here’s how the machine works: 
The original to be copied is placed 
on a sheet of sensitized paper and 
both are fed into the machine. In 
a few seconds, both come out and 
the copy is made. The copy is a 
positive, and clear, exact and read- 
able as the original. 

Price of the machine is $410. 
You can secure the name and ad- 
dress of the manufacturer by writ- 
ing American Lumberman, 139 N. 
Clark St., Chicago 2, Ill. Please 
mention this page number and the 
date of the issue. 
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or curved pieces? 


L-O-F Window Glass cuts ec ause i 
more slowly, more patiently. That makes it less brittle and 
more “even” in structure. You'll have fewer bad cuts, less 
waste, more profit! oe agp seg od pe Distributor— 
he’s listed under ‘ s”’ in the yellow pages of phone books. 
Ask specifically for L-O-F “easy te-eal” hedew ai 


LIBBEY-OWENS- FORD — 
GLASS COMPANY 
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OPEN BEAM CONSTRUCTION, fluorescent lighting and vinyl tile 
floors are interior construction features. 


Walk into Mr. Jacobs’ New Store 


“Eureka!”’ you’ll exclaim. And you’re 
so right, because you can find every building 
material you need in this bright, new store 
in—you guessed it—Eureka, Calif.! 


Designed to meet the growing needs of the city of 
Eureka and Humboldt County in northeastern Cali- 
fornia, the George C. Jacobs Co. opened a new store 
late last fall to celebrate the 40th anniversary of the 
firm. 

New power and hand tool departments were added, 
also a paint department and products for the home 
decorator. Customer services range from blueprints 
to parking facilities. 


Construction Details of New Store 


These are some of the construction features of the 

new building: 

FLOORS—heavy duty vinyl plastic tile laid on 
concrete slab. 

EXTERIOR WALLS—entire store front, except 
flagstone pylon, consists of plate glass; east side 
and rear wall finished with asbestos shingles. 

INTERIOR WALLS—sheetrock with an applied 
texture finish. Offices paneled with various ply- 
woods: oak, Philippine mahogany, knotty pine 
and vertical grain fir. Acoustic tile used above 
door height. 

ROOF—supported by system of posts, girders and 
beams spaced 32-inch on center; deck of two- 
inch insulating roof slab covered with an asbes- 
tos built-up roof; exposed beam-type ceilings. 

WINDOWS— offices fixed-pane type with adjoining 
louvers to provide ventilation. 

DOORS—interior doors solid core flush type with 
veneer face matching paneling of various offices; 
two pair of plate glass doors, one set operating 
automatically for convenience of customers with 
packages. 








; 
; 
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AUTOMATIC DOOR, super-market style, makes it easy for 
customer loaded with packages. 
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FLOOR PLAN 


STORE LAYOUT DETAILS of new George C. Jacobs Co. retail estab- 


lishment in Eureka, Calif. 


HEATING—three gas-fired heaters suspended from 
ceiling; offices, radiant type, hot water through 
copper tubing embedded in concrete slab. 

LIGHTING—fluorescent tubes in simple fixtures 
suspended from beam ceilings with remote mul- 
tiple breaker panel to give good control. 

SPRINKLER SYSTEM — store, warehouse and 
planing mill are protected with sprinkler system 
for protection against fire. 

CONTRACTORS’ ROOM—for use by contractor in 
selecting hardware and building materials. Bul- 
letin board posted with construction jobs. Phone 
available, also large table for plans and computa- 
tions work. 

DISPLAY ISLANDS, COUNTERS — no islands 
higher than eye-level. Counter faces covered 
with plasticized hardboard. 

SHELF SPACE—adjustable, uses perforated hard- 
board, including large sheet at main counter for 
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featured items and emergency literature for 
phone calls. 


LITERATURE RACK—bold “Information Please” 
rack has 112 sections for large pieces of litera- 
ture and 40 pieces of stuffer size. Literature in- 
ventory stored in separate compartment with 
name and number on price tag molding. 


COMMUNICATIONS—teletype to branch store and 
manufacturers gives fast, accurate service, helps 
control inventory; flat, up-to-date type of tele- 
phone switchboard with three incoming trunk 
lines. 

OTHER GOOD FEATURES—plastic ventilating 
bubbles in hallway and inside office gives com- 
fort and light. Rolling ladder speeds service in 
12-foot high storeroom. Raised platform for in- 
coming freight has several hundred divisions for 
numerous 12-foot items; 12-foot high slotted 
racks ideal for board materials. 
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LUMBER INVENTORY CONTROL is charted daily by means of vari- 
colored golf tees. David Rabener is making the inventory changes. 


Lumber Inventory Control the Easy Way 


Wisconsin dealer’s system is inexpensive, simple and, 
what is more important, accurate. Here’s how it works. 


Important savings in_ time, 
money and energy are being racked 
up at the Pine Lumber Company, 
Milwaukee, Wis., through a re- 
cently installed inexpensive per- 
forated hardboard lumber inven- 
tory control system. 

Credit for developing this ingen- 
ious, yet relatively simple check on 
lumber supply goes to Graham 
Holt, president of the firm. He says 
it enables him to tell at a glance, 
almost to the foot, how much of a 
certain size of lumber is in stock. 

The board also tells whether the 
inventory is enough to meet normal 
needs and whether replacement 
stock has been ordered; and, if 
ordered, whether it is already en 
route from the supplier. 

Prior to the adoption of the in- 
ventory board, an intercom system 
was used to check with yard em- 
ployes against office records when- 
ever inventory information was re- 
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quired. This method proved cum- 
bersome and inefficient, since yard 
workers had to drop whatever they 
were doing to check the bins. 

Today, a long distance call from 
a lumber salesman, which may 
often lead to sizeable savings on 
distressed carloads, can be proper- 
ly answered in a matter of seconds. 

Presently, the inventory control 
system is limited to listings of lum- 
ber in the 2x6 and 2x12 sizes. Says 
Graham Holt: 

“These are very important sizes 
for our contractor accounts, and 
keeping an accurate tab on this 
particular category is very neces- 
sary for us. We purposely did not 
start this new system with listings 
of 2x4’s, for example, since in those 
sizes we only have five lengths to 
worry about. But, in the 2x6’s and 
2x12’s, we list 38 dimensions on our 
board.” 

Holt says he would like to list 
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other items, but due to cramped 
office space he is forced to limit the 
listings at present to what he feels 
are the most critical lumber sizes 
his firm handles. 

Red painted lines divide the 
board into six sections. Every sec- 
tion has 10 holes, each represent- 
ing 10 pieces of lumber in a specific 
size. At the extreme left end of 
the board the listings begin with 
2x6x10 and through a total of 
38 sizes. Colored golf tees fit into 
the board, each tee denoting spe- 
cific information based on its color 
and location on the board. 

To begin with, a complete survey 
of sales totals for the past three 
months was taken to find out the 
average amount of sales in each of 
the 2x6 and 2x12 categories of lum- 
ber. To arrive at what Graham 
Holt considers is a “good stock” 
to have on hand, the three-year’s 
sales averages were divided by 
quarters. This “good stock” aver- 
age figure is represented on the 
board by yellow golf tees. Red golf 
tees indicate the amount of stock 














actually on hand at any given time. 
These tees constantly are shifting 
back and forth on their line as the 
inventory shrinks and grows. The 
distance between red and yellow 
tees gives Holt a quick reading of 
his lumber inventory situation. 

The last section of the board 
keeps track of lumber shipments 
from the suppliers. In this section 
white tees represent cars of lum- 
ber in transit; yellow tees show 
cars on order for which notices of 
shipment have not yet been re- 
ceived. 

David Rabener, Pine Lumber 
Company’s inventory control 
staffer, revises the board each 
morning after he checks through 
the previous day’s sales receipts. 
Sales of lumber, in sizes covered 
on the board, are reflected in the 
shifting of yellow “stock-on-hand” 
tees. Shipments arriving at the 
yard and notices of cars on the 
way and placing of orders are 
promptly recorded on the peg 
board. 

Each Monday morning Graham 
Holt makes a careful check of the 
golf tee locations. The first day of 
the week, he feels, is the proper 
time to transpose the inventory 
message from the board to a sheet 
of lined paper on his clip board. 
He notes down the various items 
he will keep in mind when doing 
his ordering throughout the week 
ahead. 

To check the peg board inventory 
control system and to insure the 
validity of the yellow stock-on- 
hand golf tees, a thorough bin 
count is taken every two months. 
So far, the board totals have proved 
to be close to 100% accurate. 

Any shortcomings? Graham Holt 
reports only a few. 

“We often wish that we could in- 
clude a lot more things on the 
board. But, in the long run, per- 
haps it is better to use it just for 
the more important, fast moving 
items in our inventory.” 

The problem of keeping this im- 
portant information on the board 
from salesmen or competitors was 
solved by hinging a three-inch wide 
strip of board on the end where 
the sizes are listed. When the board 
is not being viewed by Graham 
Holt or one of his employes, the 
figures can be covered up by the 
hinged flap. 

An old, established firm, Pine 
Lumber Company’s volume of busi- 
ness has outgrown it’s present yard 
and office space. Plans are cur- 
rently being considered for a move 
to a larger location. 

There its inventory control sys- 
tem will be more cOmprehensive 
and valuable than ever. 
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HANDY LITERATURE BOX contains an alphabetized file on suppliers and prod- 


uct pamphlets. 


Long File Box Makes 


Literature Easy-to-Find 


A six-foot-long, 18-inch wide 
file box provides a convenient stor- 
age place for plenty of manufac- 
turers’ literature at the H. C. Boyd 
Lumber Co., Coraopolis, Penna. 

Designed by Richard Boyd, man- 
ager and co-owner, the front half 
of the box contains an alphabetical 
file on suppliers with information 
on the products they handle. Rear 
half of the box contains an alpha- 
betical file on product literature. 

The file is used by office person- 


nel only, but customers’ requests 
for literature are supplied from it. 

File folders are supported by 
metal mechanisms which slide 
along tracks on each side of the 
interior of the box; as a result, 
the folders always stand erect. 
tach file folder is equipped with 
an identifying tab. 

The box is mounted on wooden 
legs with castors. It is equipped 
with a hinged lid to keep dust out 
when not in use. 





How to Merchandise Building Materials for Most Profit 


Learn how to merchandise build- 
ing materials in the form of the 
“end-use packages” which the con- 
sumer is really interested in buy- 
ing. 

See the 55 major building pack- 
ages for 55 dealer selling. Theory, 
methods, practice, plus material 
lists .. . this new material] will 
precede the 24 product sections in 
the big Dealer Products File issue 


of American Lumberman, out April 
4, 1955. 
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BUILD THE VIEW INTO THE HOME 


THE VIEW BECOMES A PERMANENT PART 
of homes your contractor-customers build with 
Andersen WINDOWALLS. Here Architect Carl 
Graffunder takes advantage of a wooded site by 
using Andersen Gliding Windows. They frame 
the view, bring in sunshine and fresh air. Yet they 
close tight to give weatherproof protection so 
vital in regular or air-conditioned homes. 

For further information see your WINDOWALLS 
distributor or write Andersen. WINDOWALLS are 
available from distributors throughout the coun- 
try including the Pacific Coast. 





Andersen 
Windowalls: 


COMPLETE WOOD WINDOW UNITS 


ANDERSEN CORPORATION « BAYPORT, MINNESOTA 


PTRADEMARK OF ANDERSEN CORPORATION 














STARTING NEXT ISSUE— 


important Materials Handling Series 


American Lumberman is proud to announce the 
first in an important series of definitive articles on 
the subject of materials handling starting with the 
March 21st issue. 

Many articles have been written on materials han- 
dling for the lumber dealer, but never have these 
articles been presented in orderly sequence. In 
American Lumberman’s series, a dealer can examine 
his own yard with the editorial yardstick we provide 
and see exactly what needs to be done to make his 


yard efficient from a handling and storage standpoint. 


The series will cover such important subjects as 
materials handling fundamentals, yard layout, equip- 
ment selection and use of equipment to the maximum 
efficiency. 

For example, the first article gives you a check list, 
which will enable you to rate your own yard and 
equipment in terms of efficiency. 


Watch for this series! It’s another American Lum- 
berman “first.” 


Written by a Specialist in This Field 


Irving M. Footlik, the author of 
American Lumberman's new series on 
mechanical handling, is president of 
Irving M. Footlik and Associates, ma- 
terials handling consultants. 


Most dealers know Footlik as a co- 
director of the technical sessions on 
materials handling at the first annual 
NRLDA convention in New York last 


and has surveyed the materials han- 
ding problems of many yards in the 
mid-west. 


Footlik is co-author of the text 
book, “Industrial Material Handling.” 
He is an instructor at Northwestern 
University and Illinois Institute of 
Technology and also a guest lecturer 


fall. 





He is consultant to the Cook 
County Lumber Dealers Association 


at the University of California train- 
ing course for men studying materials 
handling. 
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LEAD-SEAL 


Lead Is under the head 
and down the shank. 
When the nail is driven, 
the hole cround the 
noll is plugged with 
lead and the break in 
the gps is 
completely covered, 
to form o perfect 
double seal. 


TRIPLE-LOCK 


As the “bump” is 
forced through the 
sheet, the sheet springs 
back over the bump— 
this effectively pre- 
vents the nail he 
working out. The nail, 
lead and sheet ore 
solidly locked to- 
gether 


DRIVE SCREW 
SHANK.... 
+ «+ makes the noil turn 
and hold like a screw. 
tt holds with a power- 
ful, unyielding grip. 
Threods are deep and 








AVOID ROOF LEAKS 


with DENISTON 


Triple-lock...Lead-seal Roofing Nails 


Roof leaks are not just an annoyance . .. they rob farmers b 
damaging stored crops, equipment and muadhlneny. , 
The time to avoid roof leaks is when the new metal roof is bei 
applied. And the Deniston Triple-Lock Lead-Seal Roofing Nails 
have proved their efficiency in helping to avoid roof leaks since 
they were first introduced in 1926. Here is the reason why—when 
the hammer strikes the nail the lead is forced into the hole around 


the shank, insuring a permanent seal through which no moisture 
can penetrate. 


Deniston Nails are manufactured under rigid specifications, from 

ney — & g, Galeed pr a AR ee oulemee’ assurance that 
u i i 

they are intended—A OID ROOF LEAKS” —— 


FOR GALVANIZED AND ALUMINUM ROOFING 





The DENISTON COMPANY in Canada 

49th & South Western Avenue Eastern Steel Preducts Co., Ltd. 
Chicago 9, lillnols Preston, Ontarie 

Please send me without cost: 


0) Directions Bookiet 
ayers © Complete price information [) Pallet and other 
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It’s easy to Cash in on 
Big New Profits with 
an Exciting, Sales-Inviting 


HOMECRAFTS 


oylon Foam 
RUEFEER CENTER 










U. S. 





Here’s a wonderful way to cash 
in on a profitable line that gets 
bigger each year! YOU DO NO rs : 
BUILDING—MAKE NO PREP. \\ 2 en 
ARATIONS—all the selling units, ; 
all the promotion materials are 
ready and waiting. All you do is 
choose the set-up that will best 
fit your needs, 

We have a large selection of 
complete unit cabinets, self-help 
islands and foam easels and racks 
available at low cost. Remember, 
your customers need no special 
tools to work with U. S. Koylon 
Foam Rubber—just hammer and 
scissors. Don’t delay—phone 
your “U.S.” Representative 
today, or write for full details. 








Ask your “U.S.” 
Representative about 


Custom-make your own a 


a eee 
Use these fim low-cost complete cabinets 


or racks to fit your store. 











‘ : Pam. 


US UNITED STATES RUBBER COMPANY 


Rockefeller Center, New York 20, N. Y. 





US. oylon 
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Millor J Giesler 
GROUP1 


SECONDS 


Joseph N. Thurston | 
GROUP 1. 


‘THI 


William oh T 


ohn 
Nowaid M Alymann Richard HDi 


BUILDING 24 


\PRIZES: 


bcher Harry V. Sisson. 
GROUP 3. 


PRIZE S: 


EDWARD H. KANN holds up his grand prize certificate at Carr, Adams 


& Collier’s open house celebration. 


Customers Benefit from Employes’ Thinking 


Contest sponsored by Carr, Adams & Collier is just one 
phase in company-wide program aimed at sound industrial- 
customer relations. 


EMPLOYE KANN, a gang rip saw operator, is shown at work at his machine. He 


was one of four grand prize winners. 


90 March 7, 


High level thinking by employes 
as well as top management is en- 
couraged at the Carr, Adams & 
Collier Co., one of the world’s 
largest manufacturers of wood- 
work with headquarters in Du- 
buque, Iowa. 

This 89-year-old firm offers its 
employes a profit-sharing plan, a 


SEEING NEW YORK, Mr. and Mrs. 
Kann pause in front of the United Na- 
tions Building during their five-day all- 
expenses-paid trip. 
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cash-prize suggestion system; a 
program of accident, health and 
general insurance; a company 
credit union; an incentive pay pro- 
gram and an employes’ Mutual 
Benefit Society. 

These and other benefits offered 
by the company are rarely exceed- 
ed in any industry. But Carr, 
Adams & Collier officials are not 
content with just helping workers 
help themselves. They are also 
interested in stimulating workers 
to think for the benefit of the 
products they make and its ulti- 
mate users. 

One tangible result of manage- 
ment’s thinking for the benefit of 
buyers of their products was a re- 
cent contest for employes titled, 
“The Customer is King—Long Live 
the Customer.” ; 

The purpose of the contest, 
which was open to 850 employes of 
the main plant, was to encourage 
workers to think how they could 
do a better job to create a higher 
consumer satisfaction and accept- 
ance. In a letter to employes last 
October, president L. G. Wendt 
wrote in part: 

“ .. let us put ourselves in Mr. 
Customer’s shoes and determine 
just how we can serve him best 
... by answering a letter a little 
faster ... by being more courteous 
in our personal contacts ... by 
utilizing our material to better 
advantage . if we do these 
things, the results for all of us 
will be tremendous. Mr. Customer 
will be pleased and will without 
doubt show his appreciation in the 
best possible way increased or- 
ders. Increased orders, of course, 
mean more work and more pros- 
perity for all of us.” 

Contestants were asked to write 
300 words on the subject, “What I 
Can Do to Help Mr. Customer.” 
The four grand prizes were five- 
day all-expenses-paid trips to New 
York City for the winner and wife 
or husband. Some 60 additional 
prizes were offered and every con- 
testant received a cigaret lighter. 

In the early stages of the con- 
test, employes received another 
letter from the president contain- 
ing 12 questions and answers about 
the contest, which concluded last 
December 11 with an open house 
at the plant at which employes and 
their families were invited. 

Approximately 350 contest en- 
tries were received. Here are ex- 
cerpts from two grand prize letters: 





my machine and changing saws 


when necessary; by being very 
watchful for defective core; by 
making repairs speedily; by having 
core boxes, where I need them and 
putting out the full quota or more 
each night, I’m doing my part as 
a link in the chain in which each 
employe joins to put out the best 
possible products.” — Edward H. 
Kann, 


Appraising the results of the 
contest, a Carr, Adams & Collier 
executive said: 

“It has given the company a 
springboard to approach many in- 
dustrial problems such as waste, 
service, high costs, absenteeism, 


safety and others. It has provided 
the impetus for an overall pro- 
gram of good, sound industrial 
relations.” 





More Dealers Than Ever 
Are Now Reading 
American Lumberman 


dehy | a ... the Best 


Salesman Dealers 


fd. Ever 


f 
) 





Had! 


t 


.». because Rosie is the 

symbol of QUALITY... ROSEBURG 
QUALITY...GRADE and TRADE 
MARKED LUMBER and PLYWOOD. 


Rosie stands for CUSTOMER ASSURANCE of 
Flexibility, Size, Grade and Specia in both LUMBER 
and PLYWOOD, TEXTURE ONE-ELEVEN, 
architectural siding in 8, 10 and 12-ft. lengths, Exterior 


100% KILN 


PLYFORM...4 x8’ BB oil and edge-sealed. 
So, you see, Rosie is the dealers’ best friend... his 


shipments assure repeat orders with no kick-backs, 


ROSEBURG 
LUMBER CO. 


For complete customer satisfaction, 

be wise... REMEMBER ROSIE. 

His stamping ground is the big timber 
region named for Douglas Fir, Douglas 
County, Oregon...the U. S.’ Largest 
Stand of Virgin Timber. 


ROSEBURG LUMBER CO., Roseburg, Oregon 


Please send us name of the nearest ROSEBURG 
Lumber Wholesoler or Jobber. 


“What Can I Do to Help Mr. 
Customer? I can continually 
search for a better pattern of set- 
up bundles, which would speed-up 
packing, bundle hauling, dipping, 
warehousing and eventually car- 
loading, thus allowing better serv- 
ice and possibly lower costs.”— 
Merlin R. Folger. 

“I am a core-saw operator. 
feel that by oiling and adjusting 


For all needs: 


Please send us name of the nearest ROSEBURG 
Order from your neorest Piywood Wholesaler or Jobber. 
ROSEBURG WHOLESALER 
or JOBBER 
(if you don't heave his 
nome and address 
ee 
the coupon) 


I it State 
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TELEPHONE OPERATORS at the Grand Rapids credit bureau are always on duty to 
immediately answer dealers’ questions about contractors’ current credit standing. A 
special file is reserved for this information. 


30 Michigan Dealers 


Slash Bad Debt Losses to 1/10 of 1% 


NOTE: This is the second of two 
articles in the American Lumber- 
man’s exclusive series on credit and 
collection problems. The first article, 
which describes the six basic steps 
in a successful credit operation, ap- 
peared in the February 7 issue. 


AL HIMES, credit bureau representa- 
tive who calls frequently on the 30 
dealer-members so the bureau can 
keep in constant touch with dealers’ 
problems, examines contractors’ Who's 
Who 


92 


Until they joined forces with the local credit bureau, 
some dealers were losing as much as 2.4% on bad debts. 


Here’s how their successful credit program works. 


Thirty retail lumber dealers in 
Grand Rapids, Mich., have reduced 
their bad debt losses to an aver- 
age of less than 1/10th of 1% at 
a cost of about $25 each per month. 
The dealers achieved this suc- 
cess by joining forces in a special 
building materials division of the 
local credit bureau. 

“If a building materials dealer 
today loses $500 on a contractor 
who goes into bankruptcy,” says 
Pete Brouwer, general manager, 
Wyoming Park Lumber & Fuel 
Co., “he must sell $5,000 worth of 
materials at a 10% profit in order 
to make up the loss. Before our 
program was established two 
years ago, some dealers were los- 
ing as much as 2.4% on bad debts,” 
he adds. 

Another dealer chimes in: “Our 
program with the credit bureau en- 
abled me to act on a collection 
just before a contractor went into 


bankruptcy, and I saved enough on 
this single deal to repay me for 
the cost of the credit services for 
several years,” says Clarence Zeil- 
stra, Miller-Zeilstra Lumber Co. 


In brief, here is how the credit 
program works for building ma- 
terials dealers in Grand Rapids: 


1. CONTRACTORS’ WHO’S 
WHO: Around the first of each 
year, the building materials divi- 
sion of the Grand Rapids credit 
bureau publishes a directory cov- 
ering 21 different classifications of 
local contractors. The catalog, 
which goes only to dealer-mem- 
bers, affords several obvious ad- 
vantages, including the implement- 
ing of decisions by dealers on 
who is entitled to contractors’ dis- 
counts. 

2. WATCH SERVICE: This is 
a simple procedure whereby deal- 
ers inform the bureau each month 
about accounts that are more than 
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OFFICE STAFF at the bureau can rapidly furnish dealers complete, written reports 
on both contractors’ and consumers’ credit and bill-paying habits. The staff also helps 
prepare the annual “who’s who of contractors.” 


45 days past due. This informa- 
tion goes into a special watch serv- 
ice file. Dealer-members may call 
the watch service operators at any 
time and get a report on a cus- 
tomer’s immediate credit standing. 


8. THE BUYER’S BULLETIN: 
This is a list compiled each month 
by the bureau and sent to all deal- 
er-members. It lists each contrac- 
tor’s number of past due bills, so 
dealers get a continuing picture 
of who’s in debt. 


4. PERSONAL CONTACT 
SERVICE: Each month, represen- 
tatives of the bureau’s building 
materials division call on dealer 
members to inquire first-hand 
about credit and collection prob- 
lems. This also gives the bureau 
an opportunity to prod dealers a 
bit in the interest of.promptly in- 
forming the bureau about past- 
due accounts and accounts that 
have been cleared. 


5. CLOSE COOPERATION: 
Grand Rapids is fortunate in hav- 
ing cooperation-minded dealers 
who are willing to do their part 
to see that the credit program 
works. This cooperation is abetted 
greatly through the efforts of the 
suilders and Traders Exchange, 
which is headed by secretary 
Frank Ederle. 

The Grand Rapids dealers’ cred- 
it program is set up primarily 
for contractors and other volume 
buyers. Dealers check on consum- 
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ers’ credit through the bureau’s 
regular reporting service. 

1. Contractors’ Who’s Who 

In January of each year, the 
30 lumber dealer-members of the 
special credit division send in a 
list of all their contractor cus- 
tomers. This information is com- 
piled in the annual Building Con- 
tractors’ Catalog, a listing of cor- 
porations, partnerships and indi- 
viduals affiliated with the building 


industry. The catalog is a verita- 
ble “who’s who for contractors” in 
greater Grand Rapids (pop. 260,- 
000), 

Contractors are listed in 21 dif- 
ferent categories, such as: Build- 
ers—home; industrial, remodeling, 
carpenter-contractors, etc.; cement 
contractors; plastering contrac- 
tors; roofing and insulation con- 
tractors, etc. The book is cross- 

(continued on next page) 





























CREDIT RATING SLIPS are filled out by dealers each month to show 
which contractors have accounts that are more than 45 days past due. 
These slips are used in the “watch service” and in making up the 
monthly list of “who's who in debt” for the dealers’ convenience, When 
the account is cleared, the dealer uses another copy to complete and 
send to the bureau 
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QUALITY HOME 






BUILDERS 
specify 


SPIREX 


SPIRAL SASH BALANCES 


inal 7 Good 


Reasons 
1. QUICK, EASY INSTALLATION! 


Anyone con install the SPIREX in 
minutes. 


CAN BE INSTALLED WITH SASH 

IN FRAME! So you save valuable 

time and costly labor, AND re- 

duce errors in installation. 

3. SMOOTH, QUIET OPERATION! A 
lifetime tubrication insulates 
SPIREX springs against noise and 
rust, 

4, POSITIVE LIFTING POWER! High 
carbon finely tempered flat wire 
springs and patented new design 
insure permanent lifting power. 

5, DURABLE STEEL TUBE FITS STAND- 
ARD GROOVE! Rigid zinc coated 
steel tube fits any standard size 
groove, either round or square, 
Ye x Ve oF Ve", 

6, PERFECT, EASY TO TENSION BAL- 
ANCE FOR EVERY WINDOW! Ad- 
justment after installation, without 
removing bracket arm, assures pre- 
cise balance for each window. 
Three or four turns of tensioning 
wire needed for the average sash. 

7. IMPROVED PROTECTIVE CARTON! 

Our precision pockers guarantee 

that the heavy jute board protects 

SPIREX from loss or damage in 

transit or on the job. 
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CALDWELL MFG. CO. 
LIFE-OF-THE-BUILDING 


GUARANTEE 
Every balance carries the 
Caldwell LIFE OF THE BUILD- 
ING GUARANTEE of smooth 
trouble-free operation. 
ee 


aes. 


Remember HELIX SPIRAL SASH BALANCES 
specifically designed for Institutional 
and Commercial sash weighing up 
to 70 ibs. 


CALDWELL MFG. CO 





65 COMMERCIAL ST., ROCHESTER, N.Y. 
SS eT 


94 








indexed by alphabetical listing and 
by type of contracting. Last year, 
the plastic-bound catalog con- 
tained more than 100 pages and 
5,000 names. Dealers are constant- 
ly amazed that there are so many 
contractors in building in Grand 
Rapids (city pop.: 176,000) which 
points up the fact that individual 
dealers could not hope to keep 
track of all of them. 


The catalog does not contain 
credit information or information 
on the financial worth of contrac- 
tors. It lists only the contractors’ 
names, addresses and types of 
business. 


The book, of course, goes only 
to the 30 dealer members. Dealers 
may use the book in any way they 
choose; primarily it is used for 
checking on individuals, who ask 
for the contractors’ discount. Some 
dealers use it as a direct mail list 
when they wish to cover both 
individual and broad contractor 
markets. 


2. The Watch Service 


The watch service operated by 
the credit bureau provides deal- 
ers with a spot-check on contrac- 
tors’ credit. Here’s how it works: 


Dealers are furnished triplicate 
rating slips by the bureau. The 
dealers use the slips to report all 
past due accounts that are over 
45 days old. The first two copies 
are mailed to the credit bureau. 
The dealer retains the third copy 
until the past-due account is paid 
in full; then the copy is mailed 
to the bureau to close the account. 
Dealers’ bookkeepers easily can 
fill out the slips in their regular 
course of business and mail them 
to the bureau in the special en- 
velopes provided. 

The information on past-due ac- 
counts is kept in a special “build- 
ers’ file” at the credit bureau. 
Dealers may call anytime to in- 
quire whether a customer has any 
old bills. The credit bureau, which 
has 92 employes, has 13 telephone 
operators who can handle these 
spot-check calls. 

Poor credit rating information 
is given by the operators in the 
following manner so creditors’ 
names need not be disclosed: 


“Customer Jones has a $227 ac- 


count at a sand and gravel dealer 
120 days past due.” 


Brouwer points out that charges 
for the overall dealer-membership 
in the program are based on the 
size of the dealer. This charge 
amounts to about $25 per month. 
Extra nominal charges are made 
each time a dealer uses the watch 
service or requests a fully detailed 
credit report. 


3. The Buyers’ Bulletin 


Dealers turn in their past-due 
rating slips to the credit bureau 
on the 15th of each month. After 
the 16th, the bureau prints a list 
of all contractors who have two 
or more past-due accounts. The 
list shows the buyer’s name, ad- 
dress and his number of past-due 
accounts. The list is mailed each 
month only to dealer-members. If 
a dealer wants additional informa- 
tion on an individual or company, 
he can call the watch service or 
request a regular credit bureau 
report, oral or written. 


4. Personal Contact Service 


“For our program,” says Brou- 
wer, “the credit bureau agreed to 
have a contact man make personal 
calls on dealer-members. It would, 
of course, be impossible for them 
to contact each member every 
month; but a number of calls are 
made each month so the credit 
bureau is familiar with and on 
top of the current credit prob- 
lems.” 


5. Close Cooperation 


“Grand Rapids is fortunate in 
having an energetic Builders and 
Traders Exchange (composed of 
retail lumber dealers, hard mate- 
rials dealers, concrete products 
dealers and sand and gravel deal- 
ers),” says Brouwer. “The Ex- 
change, which is headed by Frank 
Ederle, was highly instrumental in 
helping establish our successful 
credit program. 


“Credit is like fire,” says Brou- 
wer, “it can burn you or keep you 
warm. Our credit program will 
continue to ‘keep us warm’ as long 
as our dealer-members continue to 
do the good job they are now do- 
ing.” 





A Directory of Manufacturers’ 
Literature Available for Dealer 
Distribution .. . another exclusive 
new feature of the 1955 Dealer 
Products File issue of American 
Lumberman, out April 4th. 


This new '55 feature, suggested 
by dealers, describes the three top 
ecent pieces of sales literature 





listed manufacturers have avail- 


able for retailers’ local use. 
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YALE : SPECIAL FOR HARDWARE WEEK 
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Cros dey 4 3 
, BARGAINS 


Your opportunity to stock up on fast-moving 
Yale door closers and catches at extra profits! 












" BARGAIN, ep me 
+1. gy: — 


BUY 5S GET =z 
1 FREE Die Famous YALE 506 AIRLINER CLOSER 


Deluxe quality...long-lived dependability 





‘BARGAIN 
#2. 


BUY 11 GET New YALE 
1 FREE , 


Ps 


" BARGAIN - 
#3. 


BUY 11 GET 
1 FREE 


FIVE-O-SEVEN CLOSER 
Priced to suit every budget 












Order all 3 now! Be ready for big 1955 
Hardware Week demand for the finest in 
combination and screen door hardware! 


= =) You'll be selling these YALE favorites 
~ @nyway —so why not take advantage 
right now of this opportunity to make 





YALE 1011 extra profits. You'll be ready for custo- 

mers who like to buy early —and you'll 

PUSH-PULL CATCH be able to please all your customers. 
Can be deadiocked Call your local YALE Distributor now for 
prompt delivery. Lock & Hardware Div., 





VALE REG. U.8 PAT OFF The Yale & Towne Mfg. Co., Stamford, 


YALE & TOWNE ii 
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EZ GLUoer 


GLASS TRACK 





#4814 Upper Guide for “4” 
Sliding Glass Doors 


@ Eliminates chatter, smooth silent 
* operation 


@ Available in 4, 5 and 6’ lengths. 


@ No facing necessary — simple 
installation. 


@ Made of Poplar Wood with Fiber 
divider——will take stain or any fin- 
ish to match other woods, 


#3814 Fiber Track for 4" 
Bi-Passing Class Doors 


@ Silent finger tip operation. 


@ Simple low cost installation — 
brad holes at 6" intervals. 


© Durable—rust and corrosion proof. 
@ No beveling necessary. 


@ Available in 4, 5’ and 6’ lengths. 


Listed in A.1.A. File No. 27A 





Ww 
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CLASSICAL SIMPLICITY characterizes this wood house. Its sound construction 
has defied obsolescence and Oregon weather for 18 years. 


Quality Materials are Good Investment 


Oregon home cited as example by National Lumber 


Manufacturers Association. 


That building lasting beauty and 
quality into a home is a practical, 
long-term investment is aptly il- 
lustrated in the home of the Glas- 
sow family in Bend, Ore. 


The National Lumber Manufac- 
turers Association points out this 
wood home, which carries its 18 
years lightly, demonstrates that 
sound construction and careful se- 
lection of materials will create a 
house that will be a pleasant home 
for generations. 


Wood Creates Harmony 


Using wood in various combina- 
tions creates a series of harmoni- 
ous effects. First, a fine propor- 
tion is given to the front of the 
house by using two types of sid- 
ing. Bevel siding is used for the 
upper and lower portions. Be- 
tween runs, a narrow band of flush 
boards creates a flowing horizontal 
line to give a finished look of unity 
and proportion. 

A further natural effect comes 
from staining the lower portion a 


chocolate brown, so the stained 
wood offers a contrast in texture 
and color to the white portion of 
the house. The house has required 
only two painting-staining jobs in 
its 18-year lifetime. 


Beauty Mellows with Age 


The interior of the Glassow 
home grows more beautiful with 
age. There is a liberal use of wood 
paneling, built-ins and modern 
cupboard storage space. Where 
the wood has been left its natural 
color, it becomes richer in tone 
with the years. All the paneling 
is clear ponderosa pine boards 16” 
wide, C and Better grade. The 
house siding is No. 2 common pon- 
derosa pine. All millwork is also 
ponderosa pine. Roof shingles are 
cedar and oak flooring is used 
throughout the house. 

In planning a home of unfading 
charm, the Glassows relied on the 
merits and character of wood itself 
to achieve the type of beauty that 
defies obsolescence. 
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Hit the Do-It-Yourself Market HARD! 
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Youngstown Kitchens in 
GO-TOGETHER COLORS 


are a natural for the handyman 


Steel Youngstown Kitchens are easy to install—your do-it-your- 
self customers will go for that. 


and there’s 
NO EXTRA 
COST FOR COLOR 


And now—you can offer them foolproof color-planning. They'll 
go for that, too. 
These all-steel, prefabricated kitchens are made-to-order for 
homeowner and builder installation. They go in quickly, 
easily. Require no special tools or skills. 
YOU get big profits, FAST! 

Prospects are pre-sold .. . by national advertising. 

Units are delivered in cartons, ready to install, 

Choice of 4 Go-Together Colors: 










DO-IT-YOURSELF BOOK 
Big 16-page edition and a 
4-page planning sheet. Your 
distributor has copies for dis- 
tribution by you—or write for 
your copy 


* STAR WHITE * MERIDIAN BLUE 
* DAWN YELLOW * SUNSET COPPER 


Get the facts. Contact your nearby distributor. Or write: Builder 
Sales Department, Mullins Manufacturing Corporation, Warren, O. 


CABINETS 

TEEL 
Fag Sold in the United States, Conada and most parts of the world 
APPEAL MULLINS MANUFACTURING CORPORATION + WARREN, OHIO 
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BUILDING PAPERS 


n—/-74 Hang “ 
(7 C Lidtiyp " 
‘Stiver C. Ulan ; 


+ 7 * * 


HAME 


MANUFACTURING COMPANY 





MAIL THIS COUPON TODAY! 





Stocker Manufacturing Company 
102 Old Flanders Roed 
Netcong, New Jersey 


Please send me additional information on 
The “CHAMP” Line of Building Papers. 











MODERN HOME CATALOG of the Forrest Lumber Co. was sent to 50,000 people 
and resulted in $70,000 worth of new home sales in a matter of months. Catalog 
was designed to compete with mail order houses by offering hometown financing 
on everything from a piece of lumber to a complete house. 


Dealer’s Catalog 


Brings $70,000 in Home Sales 


A mail order catalog, gadgets on direct mail and a 
cartoon character are among the methods used by the Forrest 
Lumber Co., Lubbock, Tex., to get the most from their ad- 


vertising investment. 


Last fall, a 36-page building 
materials catalog was mailed out 
to 50,000 people by the Forrest 
Lumber Co., Lubbock, Tex. By 
mid-summer, the catalog was cred- 
ited with $70,000 worth of new 
home sales plus hundreds of addi- 
tional product sales. This is how 
systematic, planned advertising 
pays off for this west-Texas dealer. 

This article gives you a rundown 
on the firm’s imaginative tech- 
niques in direct mail, radio, TV 
and newspaper advertising. 

“We believe that a consistent 
and flexible program of advertis- 
ing brings the best results,” says 
Mark Hailey, vice-president and 
advertising executive. “We start 
the year with an idea of what we 
will spend for advertising in vari- 


I a iain os eS - -hagae 
ous media, but we insist on keep- 
(OEE Ee ing our plans flexible. For ex- 
ample, our budget was elastic 
city. STATE enough to enable us to invest more 
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when the drought eased so we 
could cash in on the healthier 
economy in our region,” he adds. 

The 10-line-yard firm invests 
more than the average amount of 
gross in advertising and promo- 
tion. Advertising planning ses- 
sions are held regularly. The 
firm’s major direct mail piece, the 
Modern Home Catalog, is a prod- 
uct of cooperative effort by the 
management, advertising and sales 
staffs. 


Modern Home Catalog 


The catalog was conceived to 
allow 50,000 people in a 100-mile 
radius of Lubbock (trading area 
for the 10 yards) to purchase 
building materials on time by 
mail. Of course, all merchandise 
in the catalog also is available at 
the yards. 

The inside cover tells customers 

(continued on page 158) 
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- +. ata truly hot item! It answers a tremen- 
dous, unsatisfied demand for an efficient, low- 
cost garbage eliminator that needs no plumbing 
or electricity. This Bard-Matic Garbage Elim- 
inator works like a dry septic tank — dissolves 
garbage silently, continuously — solving odor 
and insect problems, too. 


YOU'RE 
CHEERING 





. because every home or cottage owner in 
suburban, rural or resort area is a prime Bard- 
Matic prospect, Dealers report that one profit- 
able sale invariably snowballs into others when 
the customer tells his neighbors how well 
Bard-Matic works. And remember — a Bard- 
Matic sells for less than installation charges of 
electrical disposal units — still pays a hand- 
some profit to you! 


YOU'RE 
SELLING 





Bard-Matics in '55 even faster than last year 
because they're backed by powerful national 





advertising, liberal local ad allowances and ex- 
tensive dealer aids. First national ads break 
in March House & Garden and in April House 
Beautiful. We'll supply you a complete kit of 
coordinated promotional material including 
large tic-in window banners, envelope stuffers, 
illustrated booklets and newspaper mats, We'll 
credit a gencrous amount per unit for your own 


promotional activities, Better stock up now! 












BARD-MATIC GARBAGE ELIMINATORS... 


now offered to vast, untapped 
market via national magazines .. . 
easy to sell at $39.95 

. . » high dealer profit and liberal 
local promotion allowance, 


BARDMATIC 


men 2 2en 2 Benen, 


Muskegon, Michigan 
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YOUR AD OF THE WEEK 





ADservice 





No. 30 in a series 


HOW MUCH FOR ADVERTISING? 


Recently we saw national figures showing percent- 
ages of sales invested in advertising by retail stores. 
Lumber and building materials dealers were at the 
bottom of the list with 0.6%. Hardware stores aver- 
aged 1.2%, auto accessory stores 1.6%, shoe stores 
2.4%, appliance-radio-TV stores 2.5%, women’s 
ready-to-wear 3.8%, furniture stores 4.5%. 


Actually, our industry is not as far out of step 
as these figures indicate, since a large percentage 
of lumber dealer volume is not retail in the strict 
sense of the word. We refer to the discount business 
to contractors, which naturally does not require the 
type and amount of advertising necessary for promo- 
tion of regular “over the counter” business. 


“Where and how much” dealers should invest in 
advertising is so completely an individual problem 
that no common formula can be applied. The answers 
depend largely on the relative proportion of busi- 
ness you do with contractors and with the general 
publie. 


If your sales are principally to contractors, most 
of your promotion is likely by personal contact, rather 
than advertising. 


On the other hand, dealers seeking to build and 
maintain a direct-to-homeowner business must take 
advantage of advertising media that tell your sales 
story to many people at the same time and at low 
cost. That’s where your local daily or weekly news- 
papers, radio station, and direct mail fill the bill. 


254 EXCLUSIVE 
MAT ILLUSTRATIONS 
FOR DEALERS ONLY 


Send now for your free copy of 
this 48-page book showing the 
complete series of ADservice 
mats, plus layouts and practical 
ideas that will help you prepare 
better ads. 








(please print or type) 


AMERICAN LUMBERMAN 
139 No. Clark St., 
Chicago 2, Illinois 





Rush my free copy of the 48-page ADservice book. 








DED Sh eRe dines vecc cee bctp cde bsben ehebeePeeeeeeenes paees hae 
ADDRESS i -_ R_ o_o eeeeee eee  ee e e e e e | eereeee 
DP listthivessccnvesersctgunn ZONE.... STATE......... ‘ 
100 


This suggested 3-col. ad is illustrated with ADservice 
mats. The ADservice book (see coupon) offers these 
mats also in smaller size, and shows one- and two- 
column layouts. 





Yes—an up-to-date, convenient, cheerful kitchen is No. 1 
on the Hit Parade of Home Improvements! The reason? 
Simply that modern women know that the entire house is 
j the ap of the kitchen . . . and that an 
t kitchen will save time, work, make the days 
more enjoyable! Come in today! our model kitchen 
its featuring (mame brands and types) cabinets and 
other equipment. 
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INSULATION BLANKET, stapled to sheathing, is being moved to the sidewall 
where the sheathing-insulation unit will be nailed into place. 


New Insulation Blanket Applied to Exterior Studs 


A new insulation blanket which 
can be applied rapidly from the 
outside of a new house was intro- 
duced recently by Kimberly-Clark 
Corp., Neenah, Wis. The new prod- 
uct—Kimsul “48” sheathing blan- 
ket—is applied to the exterior side 
of the studs rather than in the 
conventional manner from the in- 
terior. 

The new product is a reflective 
insulation blanket, precut to the 
size needed on the job and pack- 
aged in compressed form. Each 
carton contains an amount suffi- 
cient to insulate the walls of the 
average five-room house. 





SHEATHING BLANKET has been 
placed on outer side of studs before 
ship lap is applied 


BUILDING Propucts MERCHANDISER 


Primary advantages of the prod- 
uct are: 

1. Speedy installation. One 
builder reports reduction of insu- 
lation application from eight man 
hours to one man hour. 

2. Non-interference with duct 
work, electric wiring and plumb- 
ing. 

3. A sealed cocoon around the 


exterior walls. 


4. An excellent thermal per- 
formance caused by the combina- 
tion of the reflective cover and a 
low-density fibrous insulation. 

The new combination of material 
and method may be used success- 
fully in the four common methods 
of frame construction. In the ma- 
jority of cases, the blanket is 
stapled to the sheathing board 
which is then nailed to the exterior 
side of the wall studs. By this 
time-saving operation, the insula- 
tion becomes a part of the wall ina 
matter of minutes. 

The product and method of in- 
stallation meet, or exceed, FHA 
and VA minimum property require- 
ments for conventional construc- 
tion. 





Top Designers Create 
Sharp-Looking Awning 
A revolutionary fiberglass awn- 


ing—the first designed by an inde- 
pendent industrial designer — wil! 





be placed in production soon by 
franchised manufacturers. 

Designed by Raymond Lowey As- 
sociates, the awning is result of 
intensive effort by a team of de- 
signers and product engineers. In 
commissioning the design firm, 
Ray-O-Lite Corp., Atlanta, Ga., 
gave it free rein to apply all mod- 
ern design techniques to produce 
a design of functional beauty. 





Encased in an aluminum frame, 
the new awning has a crisp mod- 
ern finish devoid of exposed edges. 
This newly designed awning gives 
Ray-O-Lite a complete line of cus- 
tom-made awnings and patios. The 
firm has also stepped up its use of 
visual sales presentation materials 
to assist its salesmen and dealers 
throughout the country. 





AUTOMATIC FIRE ALARMS were in- 
stalled recently in the 88 retail outlets 
of the Thompson Yards, St. Paul. 
Thompson installed 300 of these 
alarms which UL tests show can be 
heard more than 500 feet. The self- 
powered Fyr-Alarm is operated by 
harmless Freon gas. When tempera- 
tures in the vicinity of the alarm reach 
136 deg. the fusible metal seals are 
melted and the Freon flows from the 
cylinder through a horn which pro- 
duces a high-pitched warning sound 
for 15 minutes. 


(continued on next page) 
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WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Your Western Wholesalers are "set 
up” for service. With many long- 
established mill contacts, knowledge 
of mill's specialties, resources, manu- 
facturing and shipping facilities and a 
thorough understanding of buyer's 
requirements, the leading Western 
Wholesalers below can help you take 
the worry out of your lumber buying. 
Tell them your needs. Let them supply 
your complete requirements. 





CURTIS LUMBER COMPANY 
700 PITTOCK BLOCK, PORTLAND 5, ORE. 
FOREST PRODUCTS 
Telephone: AT 659! Teletype: PDS72 





WALES LUMBER COMPANY 


SPOKANE - - ~- WASHINGTON 
Our 33nd Year 


HALLINAN LUMBER CO, 


628 S$. W. Harrison St. Portiond 1, Ore. 
MANUFACTURERS DOUGLAS FIR 
Alwoter 9236 Teletype PD 457 


564 Market $1, Sen Francisco 4, Collf, 














VAN VALER LUMBER COMPANY 
Radio Central Bidg., Spokane 4, Wash. 
Phone: Timple 2743 TWX SP 19. 
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RIGHT-ANGLE STACKING in six-foot 
aisles helps Inland Steel Products Co., 
Milwaukee, metal fabricating firm con- 
serve storage space. The Transveyor 


is manufactured by the Automatic 
Transmission Co., Chicago, to handle 
palletized loads up to 2,500 pounds. 
Three-point suspension provides con- 
stantly balanced wheel action on un- 
even floors. 


Store Modernization 
Must Promote Profits 


“Good store modernization 
should not only decorate the store, 
improve working conditions, re- 
duce overhead and win customer 
approval, it must also promote big- 
ger profits, and in so doing, pay 
for itself,” says William W. Gor- 
don, sales manager, Panelyte divi- 
sion of the St. Regis Paper Co., 
decorative laminate manufacturer. 

“Decorative laminates have rev- 
olutionized the entire concept of 
store modernization by making 
possible counter, wall, wainscoting 
and other working surface instal- 
lations that withstand the tests of 


time and heavy use and retain 
their individual beauty,” Gordon 
added. “Gone are the days when 
even the most expensive type of 
remodeling would have to be done 
over in a relatively short period 
of time.” 


Replace Wood Nail Kegs 
With Tough Fiber Boxes 


Tough, compact, corrugated nail 
boxes offering numerous advan- 
tages to manufacturer, jobber and 
carpenter have replaced _tradi- 
tional wooden nail kegs at Wilson 
Steel & Wire Co., Chicago. 





The Wilson 
three-piece telescope box designed 
for the best and most economical 
use of 350-pound fiberboard. The 


“Nail Pak” 


is a 


boxes are shipped in palletized 
loads which occupy 30% less space 
than formerly required for nail 
kegs. 

Opening is made easy and posi- 
tive with a convenient tear tape 
and hand holes provided in top and 
bottom halves aid in carrying. 





Santa Anita Mfg. Corp. Buys Plaster-Master Rights 





Santa Anita Mfg. Corp., Los An- 
geles, has acquired the exclusive 
national sales and manufacturing 
rights to the Plaster-Master Ma- 
chines from Lee-Mart Mfg. Co. 

This complete line of gun appli- 
cation plastering machines has 
proved a boon to the plastering 
industry. Each machine handles a 





wide range of work such as in- 
terior finish, interior acoustic, 
interior brown coat, fireproofing, 
and exterior finish. 


An instantaneous control at the 
gun head enables the operator to 
control the volume of material at 
the nozzle. 


The new ownership offers un- 
divided responsibility for produc- 
tion and sales of the machines. 
Santa Anita Corp. is now setting 
up national distributors for this 
line of plaster gun application 
machines. 


Santa Anita’s engineering de- 
artment interpreted the early 
ee-Mart patents into production 
designs and the firm actually has 
produced the majority of Plaster- 
Master machines for Lee-Mart. 
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COMPANIES ANNOUNCE 





Get This 


afi 
Shana Mfg. Co., Inc., Chicago, an- i-eahil: 
nounces the appointment of J. Austin 

yao 4 as vice-president in charge of - 
franchises and sales for the firm’s line 

of heating and air-conditioning equip- TT LLL 
ment. 

series of promotions recently. Ralph 

F. Freeman has been named operations STA | D 
manager, Louisiana div., and will be 
in charge of all operations, other than 
sales for the firm in Louisiana. His 


successor as works manager is William 
M. Lehmkuhl. 

Mengel Company, Louisville, Ky., 
announces the establishment of an 
eastern division in New York City. The 
new division will be responsible for 
sales of the firm’s line of flush doors 


and wall closet products. C. Burt Mac- 
Keehan has been appointed eastern ' 
sales manager. Three area distributors of Extra Cost! 
will work out of this office to call on 
distributors in the region. 


A ~“) Ge 
Coleman Co., Inc., Wichita, Kan., with purchase of 4 


in a bid for a larger share of the resi- 


dential heating and air conditioning fast-selling Cummins power tools a). 


Celotex Corp., Chicago, announces a 











n= 





market, announced it would market in 


1955 completely new lines of gas and and get all this besides ee 


oil fired forced air furnaces, 11 new % 4-Color Ads With Your Store Name Listed 
cooling units and major improvements —Right In Your Local Newspaper 


in gas water heaters and space heaters. d+ eee Glestey aaa 
¥% Store Handouts For Your Customers 
%& Plus Powerful National Ads 


Cummins Model 3052 Port. 
able Electric Workshop. 
Drills, saws, sands, grinds, 
buffs, polishes, mixes 
int, Cabinet-style cose. 

5 pieces....... $39.95 


Johns-Manville this month becomes 
co-sponsor of the well-known Sunday 
television show, “Meet the Press.” J-M 
will sponsor the program on an alter- 
nate week basis with Pan American 


Airways. . 4 _» \ 
ath fie-= oo 
Ralph L. Smith Lumber Co., Ander- ee’ N 
son, Calif., announces that it has pur- — ee 4 
chased the Wildwood Lumber Co. 






plants at Red Bluff and Wildwood, 
Calif., in a deal involving more than 
$500,000. 


as 













Eastern Machine Products Co., Bal- Cummins Model 3042 Port- 


: : . Cummins Model 304, 4” Cummins MAXAW 717 For 
timore, Md., venetian blind manufac- Drill, geared chuck and with deeper-cutting, exclu- gto Sears yer sree. 

i i Compact desi Fo- sive magicepivot. Finest opular hip-roof stee 
—— aren See ems of intensive pt shock - = Perm- home power saw. Mokes contains Model 304 Drill, 
research and development announces un 








every cut in 2° dressed saw attachment, over 30 


: ‘ k- 
Align geors can’t be knoc ste + Saga ., $49.95 Uh pieces......... $34.95 


the newest member of its product fam- ed out of line. . . $24.95 
ily, “Eastern Airlume Awning,” to be 
produced from either aluminum or 


plastic by the new machine. You pay only $96.75 





Celotex Corp., Chicago, honored Ira Your profit $58.05 
Lervicg. When he ectived aftes 30 yeas | Right now... get this colorful, sales-winning metal 


: " ” eK wi ini rder 

service with the firm last month. He | ‘splay rack, 24°x 56’, FREE with 6 ee hee 

has headed his department since its | °f only four fast-moving Cummins best-sellers. st 

inception in 1988 you’re in, automatically, on the industry's mo 

ie powerful promotion and advertising program: Your 
Koppers Co., Inc., Pittsburgh, an pag lor oes Peerepep ar ate, aoe oS I 

“4 at a i material, store handou 

qrunees three, appaintments in its | customers! All to help you sell the fnest_ popular 
o : . i tools. one 

Fischer, who was in charge of the divi- jobber Re yo Famer 4 coupon below, NOW! 

sion’s eastern region, has been relieved 


of his regional duties and appointed 
executive representative with respon- 
sibility for special sales activity 
throughout the country. Paul Way- 
man, former assistant manager, east- 


Cummins Model 351, 4" drill. 
Has stamina, power, long 
life of much costlier drills. 
Double-coil, eyangreetty 
bolanced motor. Geore 

chuck ond key. . . . $39.95 







—-——1___------, 


John Oster Manufacturing Co. APT 
5055 N. Lydell Ave., Milwaukee awe 

Gentlemen — Please rush lete details on 
M Al | the big 1955 Cummins Power Tools Program, 
and 


QUALITY PRODUCTS OF 


name of nearest jobber. 








ern region, is now acting manager of COUPON s 
that region. Douglas Grymes, Jr., sales MANUFACTURING CO. Nom 

manager for Koppers Div., has been NOW! elie | 
promoted to the post of executive as- 5055 N. LYDELL AVE. 
: h j or. fe MILWAUKEE 17, WISCONSIN on Sate 

sistant to the general manag CUMANNS 1 CANADA: 5 
will continue as sales manager. 334 LAUDER AVE. TORONTO 10 —Copyright 1955, John Oster Manufacturing Co— 
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Edward Hines Lumber Co., Chicago, { 
announces the election of Ferd 
Hammes as vice-president. Hammes, 
who has been with the firm since 1927, 
will be in charge of the wholesale de- 
partment. Hines operates two large } 
sawmills and a plywood plant in Ore- 
gon and a hardwood mill in Michigan. | 


Simpson Redwood Co. is the new 
name of Simpson Logging Company’s ' 
redwood division, according to E W. 
Larson, vice-president and general 
manager of northern California opera- 
tions for the firm. i 


Wood Conversion Co., St. Paul., an- 
nounces expansion and changes in its 
sales department to keep pace with , 
new market developments. Changes 
include separation of building and in- 
dustrial products sales districts, a 
more intensive sales training program 
and personnel appointments to new 
posts. The new po training depart- 
ment will be headed by John B. Egan, 
former northwest district manager. 
Egan, in 1953-54, served as Snark of 
QUALITY THAT PAYS OFF... the international order of Hoo-Hoo. 


YET YOU PAY NOTHING EXTRA... 7) 


KEYSTONE 


INSECT WIRE SCREENING 






YOU'VE GOT an added and truly profit- 
able sales feature when you use Keystone 
Insect Wire Screening. Every rol, 
every part of every roll 


and 
is absolutely uni- 


form and ——— ..» built for maxi- ’ 


mum strength and longest life. Keystone BETTER SERVICE for the do-it-your- 
Screening makes friends and keeps them self customer is made possible with 
+6”, ail this versatile Hendrick panel saw 
dared after your. -+its S awe product which cuts large sheet stock of ply- 
without premium price. wood, plastics or metal with equal 
Keystone Insect Wire Screening is avail- E | ease. 
able in aluminum, bronze and galvanized 
steel, and in all standard and fractional 
widths. It meets U.S. Dept. of Commerce nounces that Norman M., Cornell, for- 
Commercial Standard 138-49, Order Key- mer vice-president in charge of mar- 


stone from your regular supplier for top keting, has moved to the presidency 
screenin efficiency and the of the firm. He succeeds Harold R. 
ood will that spell eat Allison, who has become chairman of 
, ws di i ae the board of directors. The Gibson- 
yusiness. Homans Co. was established in 1913 
and now manufactures roof coatings, 
calkings, mastics and allied protective 
coatings and cements. The firm also 
manufactures the nationally known é 
Handicalk, calking cartridge. Harry 


Gibson-Homans Co., Cleveland, an- 


E. Hutson, who has been president of \ 
the firm’s Hutson division, will move i 
to Cleveland to take over responsi- 
bilities as vice-president of Gibson- 

Homans. ' 


Acme Steel Co. announces the re- ‘ 
tirement of Chester M. MacChesney, 
chairman of the executive committee. 


k He retires after 38 years of service 
t with the Chicago firm. He holds more 
oe: than 50 patents on industrial develop- 


ment of tools and = ~~ = 

} aes. plying flat steel strapping for ship- 
ee vd Baa ping containers and carload shipments 
in transit. 


Triangle Conduit & Cable Co., New 
Brunswick, N. J., manufacturers of 
wire, cable, conduit, plastic pipe and 
copper tube, announce two new ware- 

(continued on page 106) 








104 (To obtain more data on advertised products see page 166) March 7, 1955, AMERICAN LUMBERMAN & 























THERE’S ONLY ONE 


World's LARGEST exclusive manufacturer of —— 
extruded aluminum combination doors. 


AND IT’S MADE FOR YOU! 







STOR 
coun fill DOOR 


H Only America’ 
factory packaged with , Srica’'s largest 
everything included. oe con mann ret CAPITOL— 
Just right for 


. Uce 5 

MASS marelll ota > ir 
over-the-counter ' OF a MARKET PRICE 
selling. A proven 
best-seller to the 


shoulder trade. 2 : > 


(Installation tho, 
into the BEST complete, nothing man 
Puts YOU ie easily ...PROFITABLY ! nding thing more to buy, eo mn 
DOOR market easily rales stel hard similar dows of pe LY to 
%$ $30 highe rae saa 


’ price, 
Good Housekeeping 
© toy * 


: f training and sales promotion ever 


packaged in blue ribbon 
Just 5 


a’ 
AS avvranistd WE 


Wise business men with that extra spark of success 
are rapidly filling Custom-Craft’s list of dealerships 


Records of phenomenal sales plus a sight of the 
door itself convinces most dealers. That’s not all 
The clincher is the best all-around program of mer 
chandising 





FILL IN THE COUPON BELOW FOR THE MOST 
REMARKABLE SALES STORY EVER RECORDED 


CAPITOL PRODUCTS 
CORPORATION 


Mechanicsburg, Penna 
® ALUMINUM COMPANY Telephone: 4716 — Ext. 185 
OF AMERICA 


* 


FED 


ALCOA) 





Custom-Craft Division 
CAPITOL PRODUCTS CORP. 


*. AL.37 
Mechanicsburg, Pa Dep’ 


“Custom.c, 
aft 
ow, if 
ner Supply centers then? 


Please rush full information on a “CUSTOM-CRAFT” dealership 


Lumber Dealer [] Distributor 


(Warehousing) 
|) Drop-ship Jobber 


Retail other than Lumber 


C) Seles Organization 
% . [) Other: 
If you've ever or never handled alu- 

minum combination doors, CUSTOM.- 
CRAFT’s dealership leaves nothing to 
chance. Hear,the intriguing details today! 














Pamucle 


DIMENSION 
BOARDS 


Pamudr 


BUNDLED 
UPPERS 


GuUwoludlr 


PINE-SPRUCE 
CEDAR PANELLING 


Pamudr 


STRAIGHT and 
MIXED CARS 


Pamudr 


DOORS 
FIR PLYWOOD 


GUwolulli” 


JAMBS-FRAMES 
MOULDINGS 


Representing 


HARDEL MUTUAL PLYWOOD COMPANY 
HOFF LUMBER COMPANY 
STEWART BROWN LUMBER COMPANY 


Prompt Quotations, Good 
Prices, Dependable Deliveries 
Wire or Telephone 


PACIFIC 
MUTUAL 
eleole], meiek 


106 





(Te obtain more data on advertised products see page 166) 


house facilities to speed up its serv- 
ice in the areas around Cleveland, and 
Dallas. 


NAILING MACHINE makes it possible 
to lay T&G floors better and faster. 
Machine developed to be used with 
Screw-Tite flooring nails is manufac- 
tured by Independent Nail & Packing 
Co., Bridgewater, Mass. 


Celotex Corp., Chicago, announces 
that James W. Stubblefield and Julius 
J. Bergman have joined the firm as 
sales representatives. Stubblefield will 
handle the south central Texas terri- 
tory and Bergman will cover New 
Jersey. 


0. T. Swan, secretary-manager of 
the Northern Hemlock and Hardwood 
Manufacturers Association, during the 
past 40 years, in accordance with plans 
developed last May, retired January 1. 
He will be succeeded by Allan S. 
Haukom, who formerly was assistant 


secretary-manager and association for- 
ester. Headquarters of the association 
are in Oshkosh, Wis. 


American Kitchens Div. of Avco 
Mfg. Co., Connersville, Ind., has re- 
tained Beatrice West, well-known col- 
or stylist and decorator as color con- 
sultant and decorator-designer. Miss 
West, who heads her own organization 
in New York, has created a unique 
field for herself in interior-exterior col- 
or decorating. With American Kitch- 
ens she will act as color consultant on 
color schemes for advertising and dis- 
play kitchens, and in addition will pro- 
vide decorating schemes for builders 
and dealers using American Kitchens. 


Home Building Guide 
Offered Dealers By SPA 


A handy, 14-page, pocket-size 
booklet—“A Guide to Better Home 
Building’”—has been developed by 
the Southern Pine Association. 
This handy booklet carries the 
reader through the various stages 
of building a house, the incorrect 
as well as the correct methods are 
described. Full details are given 
on the proper selection and use of 
materials. Essential points are 
clarified with illustrations. 

In addition to outlining the fea- 
tures of conventional wood fram- 
ing construction, the booklet con- 
tains sidelights on items such as 
wall sheathing, flooring, millwork 
and wood paneling. Sizes and 
grades of lumber that should be 
used in each instance are pre- 
sented. 

The booklet is offered free. Re- 
quests should be addressed to the 
Southern Pine Association, Na- 
tional Bank of Commerce Bldg., 
New Orleans, La. 





Plysculpture Designs Introduced By Easi-Bild 


A new form of creative art— 
Plysculpture — offering endless 
possibilities for home decoration 
was introduced recently by Don- 


an aan 


PLYSCULPTURE DESIGN etched on 
hardwood plywood screen complements 
the furnishings of the room. 


ald R. Brann. With this new art 
form, decorative effects are cre- 
ated on the surface of hardwood 
plywood by routing out designs. 

Having noticed that most people 
who have plywood walis in their 
homes usually decorate the bare 
surface with pictures, Brann 
etched landscapes, figures and mu- 
rals into the plywood by simply 
following a full-size pattern. A 
small electric routing tool is used 
to cut the outlined design into the 
wood. 


The selection of full-size pat- 
terns, offered by the Easi-Bild Pat- 
tern Co., covers a wide range of 
furniture, screens, wall plaques, 
built-ins, murals and other fur- 
nishings. 

In view of the vast decorative 
possibilities for industry, Easi- 
Bild has established a special divi- 
sion to handle custom designs for 
Plysculpture. 
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UNUSUAL COMBINATION of com- 
pactness and deep-cutting performance 
has been designed into Dormeyer’s new 
model 700 portable power saw. Eye 
shield protects eyes from flying chips. 


Dormeyer Adds Power 
Tools to Appliance Line 


Dormeyer Corp., Chicago, manu- 
facturer of electric table appli- 
ances unveiled its new line of 
iguana power tools recent- 
y. 

The new line includes a wide 
choice in drills and drill kits and 
accessories and portable power 
saws to give the handyman the 
exact tool for his particular needs. 

Dormeyer officials say that one 
of the reasons for the low price 
on the new power tools is due to 
the fact that the firm makes its 
own motors and precision parts. 

“Our entry into the power tool 
field is the result of a careful 
study,” said R. J. Maleomson, Jr., 
sales manager. “We learned that 
a new approach was needed in both 
marketing and merchandising pow- 
er tools.” 

Prior to 1947 the makers of 
power tools had marketed their 
products principally to commercial 
and industrial users, Malecomson 
adds. Of the comparatively small 
percentage of sales made at the 
retail level, the mail order houses 
accounted for an estimated 66%. 

After World War II, veterans 
who had rarely used hand tools 
returned to civilian life and it was 
these men who put the do-it-your- 
self trend to a flying start. These 
men, trained in the use of tools, 
added to the birth boom and 
abundant money created new home 
building records and boomed build- 
ing materials sales as they tried 
their hands at installing new 
floors, building furniture and im- 
proving their homes. 

Satisfied with the existence of 
the need, Malcomson said, Dor- 
meyer then surveyed its own op- 
eration and found it had in its 
present set-up many of the require- 
ments necessary to manufacture 
hand power tools. Plans are now 
being made for a merchandising 
program in 61 cities and full-scale 
production is underway. 
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Clark Equipment Company 
Earnings Set New Record 


Clark Equipment Company’s 
earnings in 1954 were a record 
$5,710,986 compared with $5,177,- 
230 in 1953 despite a decline in 
sales, George Spatta, president, 
announced. 

Increased earnings resulted be- 
cause of expiration of the excess 
profits tax at the end of 1953 and 


a program of economies. Spatta 
said business was good in the 
firm’s industrial truck division 


and in the newly established con- 
struction machinery division. 





Air Conditioning Up 


By 1960, the air conditioning 
industry will be a $4 billion-a- 
year business, predicts Cloud 
Wampler, president, Carrier Corp., 
in Newsweek magazine. 

The largest single part of the 
industry will have become home 
air conditioning, says Wampler, 
and by 1963, it will have leveled 
off at a $5 billion figure. 
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THIS You Should Know! 


WW TARTER, WEBSTER & JOHNSON 


uy i ' ARE MANUFACTURERS AND DISTRIBUTORS OF 
yi j | © Sugar and Ponderosa Pine Shop and Selects 
A ft Sugar and Ponderosa Pine Boards 
‘ j 4 Douglas and White Fir Shop and Selects 
i VY Douglas and White Fir Dimension and Boards 


, incense Cedar Boards 


Redwood Siding and Finish 
Ponderosa Pine and Fir Mouldings 
Pine Sash and Panel Doors 


In Addition 
VWaEd oe actively engaged in the 


procurement and distribution of all West 
Coast lumber products and maintain buying 


offices in producing areas to give the trade 
[ ye a complete and balanced service. 
Aa 
{ vA MORE THAN 20 MILLS TO SERVE YOU 


Tanrer.Wepstrern & Jounson. Iwo. 


M 


SAN FRANCISCO 4, CALI! 


@ 





(To obtain more data on advertised products see page 166) 





107 











aS... 


“Easy-Entry Plate” 
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Placement of plates with top plate 
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Fork entering between units 
and forcing them apart, 


EASY-ENTRY PLATES enable an average-capacity fork lift truck to unload, by 


increments, a five-foot pile of board. 


Gypsum Group Aims for 
Faster, Safer Handling Methods 


“Easy-entry plates” first in series of steps planned to 
speed unloading of board products. 


An aggressive triple-target cam- 
paign has been launched by the 
Gypsum Association to cut dealer 
unloading costs, speed delivery 
service and reduce safety hazards. 

In its efforts to provide more ef- 
ficient service and simplify dealer 
unloading, the gypsum industry 
has pioneered the system of unit 
loading in the building industry 
to capitalize on the growing use 
of mechanical handling. Working 
with its member companies and 
other groups, the Gypsum Associ- 
ation has invited the National Re- 
tail Lumber Dealers Association 
to participate in this movement to 
foster improvements in the tech- 
niques of loading and unloading 
gypsum board. 

To help dealers reduce time and 
expense of unloading, the associ- 
ation’s materials handling commit- 
tee will advise them on the most 
efficient equipment and methods. 
Easy-Entry Plates Reduce Damage 

Among the association’s sug- 
gestions are the use of “easy- 
entry” plates in mechanical un- 
loading of gypsum board. These 
plates are inserted between the 
units on a pile and permit the 
forks to slide between the plates 
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without damaging the boards. 
Their use makes it possible for an 
average-capacity lift truck to un- 
load by units a stack of boards five 
feet high and sharply reduces dun- 
nage disposal. 

The plates are made of 10 gauge 








STRADDLE CARRIER is used by Geauga Lumber Co., Chardon, Ohio, to make 


sheet steel and have 4” flanges 
bent on a 91 degree angle. They 
can be manufactured locally for 
about $5 to $8 for a set of four. 


Dunnage Causing Accidents 


Recognizing the vital impor- 
tance of dealer cooperation in 
lowering materials handling costs, 
Lloyd H. Yeager, general manager 
of the Gypsum Association, asks 
dealers to clean all cars of dun- 
nage and dispose of it promptly. 
Failure to remove and dispose of 
dunnage at the point of destination 
might force railroads to impose 
drastic regulations that would 
nullify the inherent savings in the 
unitized loading system. 


More Special Cars Planned 


Currently there is a shortage of 
the type cars needed to serve 
building materials dealers han- 
dling gypsum products, Yeager re- 
ports. To meet this situation, the 
association is appealing to all 
principal railroads to step up con- 
struction of bulkhead flat cars and 
50-foot double-door box cars which 
are needed for the handling of 
long-length board. Dealers expe- 
riencing a shortage of cars adapt- 
ed for mechanical unloading are 
urged to make known their needs 
to the carriers, thus supplement- 
ing the association’s efforts. 


Machine Teamwork Speeds 
Material to Job Site 


Emphasis on efficient materials 
handling and a straddle carrier to 
make direct, on-site deliveries are 
helping a small Ohio building ma- 
terials dealer meet—and beat— 


the competition from larger deal- 
ers. 

At the yard of the Geauga Lum- 
ber & Millwork Co., Chardon, Ohio, 
lumber is unloaded and stacked in 

(continued on page 110) 


direct on-site deliveries and save time handling building materials. 
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Turn floor “a | Sterling. 


Casement Window 
Hardware 


You bet! 
Use the New = 
& | A K iz Pe T oO W he NO. 61 CASEMENT OPERATOR 


Provides smooth, noiseless operation, 


x A L & 4 Wrought steel housing. Bronze spring holds 


slide shoe firmly against slide, prevents 


M © u H A D ; $ a R t rattle, Crank inserts into bronze worm 14%4",\4 
* eliminating wobble when window is opened + 











or closed. When screen is in place, operator 
is concealed, Easy to install. Reversible. 


Sterling 


HAROWARE 


NO. 190 
EXTENSION HINGES 
@ Provide 4” of space 
Rey through which outside 
of sash can be easily 
f Low for 4 1 9g 
@ Give better ventila- 
: tion. Wind is deflected 
into room from both 
sides of sash, 
@ Support sash at cor- 
ners, prevent sagging. 


STERLING AUTOMATIC PULL-TITE CLOSERS 


NO. 165 
FOR CASEMENT WINDOWS 
AND CLOSET DOORS 


Overcomes warping of 
sash and resistance of 
tightly fitted weather. 
strip. Pull adjustable from 
4 Ibs. to 8 Ibs, Reversible, 
Easy to install. 




















NO. 155 
FOR CABINET DOORS 


Gentle push on door 
closes it firmly without 
rebound. Pull is 4 Ibs. 
Reversible. Easy to install, 





A REAL SELF-SELLER! This is just about the slick- 
est floor display yet devised for faster, easier 
selling. It’s all inclusive — shows actual sample 
cedar shakes, complete with color folders. It’s 
compact— with everything you need in one space- 
saving unit. It’s an eye-catcher with striking colors 
and real self-selling built in! 


CALL YOUR DISTRIBUTOR for full details, or write STERLING HARDWARE MFG. CO. 


The Perma Products Co., 20310 Kinsman Road, Chicago a hy = 
»velz : SEE OUR CATAL IN EET'S: 
Cleveland 22, Ohio. Architectural File © Light Construction File 


VISIT OUR DISPLAYS: Architects Samples Corporation, N.Y.C 
first name Chicagoland Home Byilding Center, 130 W. Randolph St, 
"| Shakertown 
cedar shakes 


ButLp1Inc Propucts MERCHANDISER (To obtain more data on advertised products see page 166) 109 


























DEALERS 
(begins on page 108) 





unit loads and tiered in storage by 
a 6,000-pound capacity fork lift. 
Each unit is separated by 4x4’s to 
allow insertion of truck forks. 


Geauga originally intended to 
buy two new trucks and hire two 
drivers to provide faster customer 
service. Use of the carrier, not 
only makes prompt delivery pos- 
sible, but also eliminates time and 
cost of unloading at the building 
site. 


He added: “In order to meet this 


increased demand we are continu- 
ing to expand our facilities and 
more expansion is planned.” 


When delivery is to be made, 
units are detiered and set on 
wooden or steel bolsters. A 20,000- 
pound-capacity Ross carrier picks 
up the order and takes it directly 
to the job site. Here the load is Can You Top This? 
set down on two pieces of scrap 
lumber which are slightly higher J. C. Proetor Lumber Co., Pe- 
than the bolster, which is returned oria, Ill., has been in business 
to the yard for reuse. continuously for 109 years. 


Profit by the growing need for 
Portable Electric Power... 


add ONAN Electric Plants 
to your rental equipment! 










Model 2BH 
2,000 wotts D.C. 
2-cyl., air-cooled 






Portable electric power is a time- 
saving, cost-cutting necessity to heavy 
construction contractors, residential 
builders and sub-contractors of many 
types. Also in demand by individuals 
building their own homes and garages, 
for floodlighting where highline power 
is not available, and for use in homes, 
businesses and industry during power 
interruptions. 

Onan Electric Plants stand up better 
in rental service. Onan builds its own 
special engines with massive bearings 
and extra-rugged parts throughout to 
wear longer . . . resist more abuse. 

The Onan line gives you a wide se- 
lection from which to choose models 
and sizes most popular with your trade. 
Air-cooled one and two-cylinder gaso- 
line models from 400 to 10,000 watts. 
Water-cooled gasoline units from 10,000 
to 100,000 watts. Diesel models from 
3,000 to 55,000 watts also available. 


Write for information on how to use Onan 
Electric Plants in your rental business 


A size and model for 
every rental need 


4 @ 


Model 15D1L 
1,500 wotts D.C. 


Mode! O7AH 


750 watts A.C. 





Model 305CK 
3,500 watts A.C. 


Model 5CW 


5,000 watts A.C, 





2609 University Avenue S. E., Minneapoliis 14, Minnesota 


110 (Teo obtain more data on advertised products see page 166) 





Southwestern Lumbermen 
Hear ACTION Described 


Five thousand lumbermen at the 
67th annual convention of the 
Southwestern Lumbermen’s Asso- 
ciation last month heard that a 
$220 billion American investment 
is in jeopardy. 

This investment is the value of 
America’s 50 million dwelling 
units. The need to protect these 
homes and apartments from the 
spread of housing blight -was the 
subject of a presentation by AC- 
TION representative, Jack Dosher. 
The new American Council to Im- 
prove Our Neighborhoods was or- 
ganized last year to work with 
existing organizations to conserve 
and rehabilitate slum conditions 
and rehabilitate housing. Dosher 
informed the lumbermen ACTION 
will not attempt to replace any as- 
sociation or council of other or- 
ganizations working toward the 
same goal. 


Liberalized FHA Terms 


Speaking to the group the gov- 
ernment’s top housing official, Al- 
bert M. Cole said the new housing 
program means more homes to 
meet expanding needs and better 
homes to improve our living stand- 
ards. 

“Under this new legislation,” 
Cole said, “we are concerned not 
only with the building of quality 
homes but also with the too long 
neglected rehabilitation of good 
existing housing and the replace- 
ment of costlv slums. 

“The new housing act has lib- 
eralized FHA mortgage insurance 
terms for new housing and opened 
up the private market to a much 
larger number of families who 
need better housing. But in addi- 
tion, it has expanded and provided 
new FHA financing for the re- 
habilitation of blighted housing 
and has nearly equalized down 
payments for the marketing of im- 
proved existing homes.” 


McAllister Elected 


At the final business session of 
the three-day meeting, Chester 
McAllister, Garden City, Kan., was 
elected president of the associa- 
tion. McAllister, president of the 
McAllister-Fitzgerald Lumber Co., 
succeeds Sam M. Arnold of Kirks- 
ville, Mo., for a one-year term. 

Other officers elected are: Jack 
R. Grobmyer, Little Rock, Ark., 
first vice-president; James W. Dut- 
ton, Ponca City, Oklg., second vice- 
president; and William R. Robin- 
son, St. Louis, third vice-president. 
Seven new directors also were 
elected. 
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New England's Jim Kimball 
Sells Yard, Retires 


After 52 years in the lumber busi- 
ness, James H. Kimball, treasurer 
of Geo. E. Kimball & Son Co., Hing- 
ham, Mass., has retired. The lum- 
ber business has been sold to Eliot 
H. Crafts who has been connected 
with P. D. Humphrey Co., Inc., of 
Tiverton, R. I., as sales manager. 

The Kimball lumber business 
was founded in 1882 by Jim Kim- 
ball’s father, George E., and Brad- 
ford C. Wilder formed a partner- 
ship and bought the business. 

Since the death of George Kim- 
ball in 1941, the business has been 
owned and operated by Jim Kimball 
who has become famous throughout 
the United States as an after dinner 
and convention speaker. 

The civic-minded Kimball has 
spearheaded a quality home pro- 
gram in the middle-priced field and 
Hingham’s newer residential devel- 
opments stand as a memorial to 
careful planning and development of 
well-built housing on small lots. 


Ex-Advertising Execs 
Buy Long Island Yard 


Inlet Lumber & Supply Corp., 
Patchogue, N. Y., was purchased 
recently by three ex-advertising 
men and will be known as the 
Maran Lumber & Supply Corp. 

New officers of the corporation 
are: Marvin M. Nathan, president; 
Arthur I. Marshak, vice-president, 
and Seymour B. Marshak, secre- 
tary-treasurer. All the officers 
were former executives of Walter 
Marshak, Inc., Brooklyn, manufac- 
turers of advertising point-of-sale 
materials. 


Redwood Appointments 


Officers for 1955 were elected by 
the board of directors of the Cali- 
fornia Redwood Association in San 
Francisco recently. 

Russell Ells, Willits, Cal., was 
elected president. Ells, president 
of the Willits Redwood Co., has 
been vice-president of the Redwood 
Association for the past two years. 

Kenneth Smith, Pacific Lumber 
Co., was elected vice-president. 
S. J. Sharp of the association staff 
was reelected secretary-treasurer. 

At a later date, it was announced 
that George W. Nelson was ap- 
pointed to the newly established 
position of director of quality 
standards for the association. Nel- 
son has some 50 years’ experience 
in redwood handling, manufactur- 
ing and grading. 

(continued on page 112) 
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WEATHER-BLOC Single Unit 
ALLWEATHER Louver VENTILATOR 


FOR GLASS BLOCK SMALL PANELS 


e CONTROLLED VENTILATION 
e STAINLESS STEEL BODY 


e NO SACRIFICE OF 
BEAUTY OR PRIVACY 


e SIMULATES GLASS BLOCK 
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WEATHER-BLOC 


THE € SSORY FOR GLASS BLOCKS 





al 
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EXTRA PROFITS with SOLID BIRCH OR MAPLE! 


WEATHER-BLOC bilenda with glass block 


and permits ventilation regardleas of outside 
weather and assures absolute privacy no matter 
where it is located. 


3 WEATHER-BLOC MODELS 


IN COMMERCIAL GLASS BLOCK SIZES 


STANDARD — glass louvers outside and 
inside 
UTILITY —stainless steel louvers outside, 
glass louvers inside 


ECONOMY —-stainless louvers outside 
and inside, 6 and 8 inch 
sizes only 


WEATHER-BLOC can be used in 
new panel construction or can be 
built into existing glass block panels 
as easily as replacing a single glass 
block. NO SPECIAL PREPARA- 
TION 18 NECESSARY. 


Purchase Through 

ovr Glass Block Dealer or Distributor 
Also Nationally Distributed by 
WINCO VENTILATOR CO., INC. 

533 Bittner Street, St. Levis 15, Missourt 


ATHER- co., INC. 


3734 N, SOUTHPORT AVE., CHICAGO 13, TL 


READY-TO-PAINT + FULLY ASSEMBLED 
DIRECT FROM FACTORY! 


%, 
COLONIAL 


Beautiful styling, superior 
construction and low, low price 
combine to make the 
Meadowbrook chairs the hottest 
“sell-on-sight” item in your 
store. Only the finest top- 
graded solid birch or maple is 
used and sanded to a satiny- 
smooth finish to make this a 
strong impulse item for the 
finish-it-yourself customer. 

A natural for TIE-IN SALES 
of paints, stains and brushes. 

onl each 
ep 
aa C4 
* Py te a carton < 
rt y S 
OR PROMPT DELIVERY 


nd p 


MEADOWBROOK INDUSTRIES 





‘ ae 


OVER 100 YEARS OF FURNITURE 
MANUFACTURING EXPERIENCE 
BUILT AND PRICED RIGHT TO KEEP 
THE GOOD WILL OF YOUR TRADE 
PACKED IN CARTONS 


PROMPT DELIVERY ON LARGE OR 
SMALL ORDERS 
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Economist Tells Illinois Dealers Ways 
To Maintain Profits, Business Solvency 


About 5,000 dealers, builders, ex- 
hibitors and guests convened in Chi- 
cago last month for the 65th annual 
meeting of the Illinois Lumber & 
Material Dealers Association, Inc. 

Speaking at one- of the heavily 
attended breakfast sessions, Rich- 
ard E. Snyder, economist who has 
studied dealer operations, pointed to 
declining dealer sales and listed 
methods that dealers can use to re- 
verse this trend. 

“During the period 1950-53 while 
nationwide construction was up 
10.5%,” said Snyder, “lumber dealer 
sales declined 44%. How do you 
explain this trend,” he asked. 


Reappraise Distribution 


“One way is to appraise the nor- 
mal trade channels as opposed to 
manufacturers selling direct. The 
fact of direct selling points up the 
need for a study of the entire sys- 
tem of building materials distribu- 
tion,” he declared. 

Snyder listed ten questions deal- 
ers must constantly be asking them- 
selves if they wish to control their 
business solvency and stability and 


still earn a reasonable profit. Here 
are the questions: 


Are our sales keeping pace 
with market trends? 


What is the credit position of 
our business? 


What is the credit position of 
our customers? 


Are we avoiding unrealistic 
credit and collection proce- 
dures? 


Is our cash and credit sales 
ratio out of proportion? 


What would be the effect on 
our business if our sales 
dropped 5%, 10% or 15%? 


If some of our products are 


moving too slow, what are the 
causes? 


Are our prices out of line? 


Is our merchandise too old 
and is more modern, better 
merchandise available? 


Are there any leaks in our 
expense structure? 


“Also, I believe that skillful han- 
dling of inventory can add to the 
dealer’s satisfaction of being in bus- 
iness and staying there,” he adds. 


When to Say “No” 


“A building materials retailer 
must occasionally make snap judg- 
ments, but he must take care to 
avoid becoming a yes man,” he said. 
“The net result of saying yes too 
often is a shameful waste both eco- 
nomically and morally.” 

Snyder concluded by listing the 
occasions when a dealer will profit 
by saying “No”: 

1. When a manufacturer, distrib- 
utor or customer is trying to over- 
load or tax your inventory facilities. 


2. When employes ask for too fre- 
quent or unreasonable pay raises. 


3. When you are tempted to make 
decisions which you know are not 
basically sound from the standpoint 
of economics. 


The following were elected officers 
of the I.L.M.D.A.: Leo R. Allen, 
Flora, president; and Walter A. 
Schmeling, Rockford, vice-president. 
John D. McCarthy, Springfield, was 
retained as secretary-treasurer, and 
Edwin F. Sembell and Donald H. 
O’Connell, were reelected as assist- 
ant secretaries. 





Profit from trend to outdoor 
living with a complete line 
of Portable Aluminum Screen Houses! 


Priced Right . 


. . Built Right. . 


. Nationally Advertised 


and Merchandised to Help You Sell! 
OUTSTANDING FEATURES... 


All-Aluminum Construction 

Fine-Mesh Aluminum Screening 

All Permanent Joints Heliarc-Welded 
“No-Sag” Aluminum Door 

Colorful, Vinyl-Coated, Weather-Resistant 


Canvas Top 


Completely Portable — Sets Up Quickly, Easily 
Anchors Firmly to Ground 

Ideal for Backyards, Fishing Camps, Summer 
Homes, Lakefront Cabanas, Play-Pens, 


Trailer Porches 
® Full Room Size 


WRITE TODAY FOR COMPLETE, COLORFUL LITERATURE, NAME OF 
NEAREST DISTRIBUTOR 


ND SHEET METAL PRODUCTS COMPANY 





CONSUMER PRODUCTS DIVISION 


WERCHANDISE Mant - 
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CHICAGO S54, TLLINGIS 


81 square feet of 
floor space for gra- 
cious, relaxing out- 
door living. Just 
like having a sum- 
mer resort in the 


Ten panels, each 3 
feet wide. More 
than 70 square feet 
of usable s; for 
easy, comfortable, 
outdoor living. 


GRAND 


Fetin 


More than 81 
square feet of 
space. Attaches 
quickly, easily to 
wall of house, ge- 

, trailer. Like 
adding an extra 
room. 
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New Lu-Re-Co Kit 
Ready this Spring 


A new Lu-Re-Co package contain- 
ing engineering and merchandising 
data on eight new house plans will 
be available from the Lumber Deal- 
ers Research Council early this 
spring. 

“The new Lu-Re-Co package will 
cost $150 and will be available only 
to lumber dealers who have pur- 
chased the original package,” Clar- 
ence Thompson, L.D.R.C. chairman, 
reported to the Illinois dealers con- 
vention last month. 

Thompson said that order blanks 
for both Lu-Re-Co packages are now 
available from the council’s Wash- 
ington, D. C. office. The Lu-Re-Co 
system involves the use of modular 
4’x8’ wall panels and roof trusses in 
house construction. The system was 
developed by the University of Illi- 
nois Small Homes Council early in 
1954 for the L.D.R.C. 

“In an effort to develop a fund for 
national advertising of the Lu-Re- 
Co system,” said Thompson, “deal- 
ers are asked to contribute $10 per 
house. Dealers who supply project 
builders with Lu-Re-Co houses are 
being asked to contribute $5 per 
house.” 

Space is provided on the Lu-Re- 
Co package order blanks for dealers 
to note the amount of their contri- 
butions for the advertising fund. 

Thompson also reports that two 
15-minute movie films on Lu-Re-Co 
are now available from the L.D.R.C. 
office. In both color and black and 
white, the sound films are suitable 
for television or for showing to con- 
sumer and contractor groups. Fran- 
chised Lu-Re-Co dealers will be 


GREATEST NUMBER of tree farms 
to be dedicated in one day were certi- 
fied recently at Orofino, Ida. The 106 
new members brought Idaho's tree 
farms up to the 298 mark, making the 
state the uncontested leader in the 
western pine region. California’s 150 
tree farms, however, cover the great- 
est acreage—-1,520,473. 
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able to rent the color film for $65 
and the black and white film 
for $20. 

Order blanks for Lu-Re-Co pack- 
ages No. 1 and No. 2 and the movie 
films are available from: Raymon 
Harrell, Research Director, Lumber 
Dealers Research Council, Dept. AL, 
18th and M Streets, N.W., Wash- 
ington, D. C. 


Two Eagle Yards Join 
J. W. Copeland Line 


J. W. Copeland Yards has pur- 
chased the two operations of the 
Eagle Lumber Yards in Portland, 
Ore., for approximately $250,000. 

Copeland will take possession 
about January 3 and plans to con- 


HIGHER 
PROFITS IS THE.#@ 


To anyone who can read a 
blueprint, Calder's exclusive 
design indicates the way to 
faster, easier sales and higher 
profits. That's because Calder 
overhead sectional garage 
doors feature the famous 
“Wedge Tight" action for built- 
in sales appeal to open and 
shut easier, fit tighter, last 
longer. 


in addition... oF 


...and commercial doors in varied 
styles to meet all door prob- 
lems. And Calder's engineering 
department is always available 
to help you with special door 
applications. 

SOLD DIRECT TO DEALERS 


WAREHOUSES IN: Lancaster, Pa.; 
Chicago, Ill.; St, Paul, Minn. 


KEYSTONE 


MANUFACTURING CO. 
calder LANCASTER 4, PA. 


tinue both operations. This tran- 
sactions boosts to 46 the retail and 
building material yards owned by 
Copeland in Oregon, Washington, 
California and Nevada. Headed by 
J. W. Copeland, the Portland-based 
concern is one of the largest in its 
field in the west. 

Francis Kern, president, and 
Paul Crawford were chief owners 
of the Eagle yards which were in- 
corporated in 1925 by them and 
the late M. H. Kern. 

On the other hand, the market- 
ing outlook for mahogany is very 
encouraging for the first six 
months of next year. Fourth-quar- 
ter shipments of both mahogany 
lumber and veneer have shown a 
steady increase. 


Widely acclaimed as the 
easiest, fastest installing 
door on the 
market. Backed by exten 


sectional 


sive national advertising 


in consumer magazines 


PARALINE 
FLUSH 
TRILINE 


ALL CALDER DOORS 
MAY BE ELECTRICALLY 
OPERATED BY REMOTE 
CONTROL 
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SPECIFIED 
LENGTHS 


ELIMINATES 
CAT AND DOG 
INVENTORY ITEMS 


RECAPTURES 
LOST SALES 


MAKES MONEY 


BUY QUICK “TURNOVER” 
LENGTHS & WIDTHS OF 
WEST COAST DOUGLAS 
FIR FROM AIR-KING... 
THAT INSURES REPEAT 

BUSINESS 


QUALITY assurep 


Air-King's strict standards with 
WCLB grade stamp assures uni- 
formity and customer satisfaction. 


SPEED im DELivery 








by a mill designed for quality and 
fast production. Let us demonstrate. 


Al®=KING 


MFG. CORP. 
TIGARD, OREGON 
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THE LUMBER MARKET 


Steady and Firm 
Prices at Seattle 


SEATTLE — Except for a few 
fluctuations, prices remain steady 
and firm. Green fir dimension is 
described as “wishie washie,” be- 
ing adversely affected by lack of 
ship space here and the slow sale 
of transits in the cold weather of 
the middle west and east. 

The shipping situation has been 
relieved some by the end of the 
sailors’ no-overtime rule slowdown 
strike. But a large backlog of lum- 
ber threatens operation of some 
mills. 

Pines and spruce are steady with 
pine probably in better position 
than fir. Shingles are scarce and 
royals can hardly be bought. Cut- 
ting is hard to buy. Cedar siding 
remains very firm at prices of a 
fortnight ago. 

Log inventory as of February Ist 
is encouraging. The total inven- 
tory for the districts of Puget 
Sound, Grays Harbor and Colum- 
bia river is only 14 million feet, 
or one per cent less than February 
Ist a year ago. This means that 
losses due to the long strike are 
practically made up. 

January was a “no freeze” 
month, the third in recorded his- 
tory of the Puget Sound country. 
The balmy weather has resulted 
in a good input of logs. Cedar 
logs supplies compare favorably 
with those of a year ago. 


Southern Pine Prices 
Stable at Baltimore 


BALTIMORE — The southern 
pine market in this area has been 
fairly stable during the past 
month, with little or no price flue- 
tuation being evidenced. 

Dealers report just enough or- 
ders for this type of lumber to 
keep the market on a fairly even 
keel, without influencing it one 
way or the other. 

Fir has also remained very 
steady during the past 30 days; 
but concerning this, wholesalers 
evince no surprise, They point out 
that fir closely follows the trends 
established by southern pine in 
this area, and if the former re- 
mains stable, the latter also will 
not change to any marked degree. 
No. 1 Common with up to 25% No. 
2 is being bought at the mills for 
around $70 per M; while the deliv- 
ered price in Baltimore is between 
$103 and $104. 

Oak flooring has evidenced con- 
siderable activity during the past 
month, and prices show a slight 
trend upward. Clear, white, Oak 
flooring is now up from $5 to $7 
per M as compared with a month 
ago; while red Oak in the same 





category has advanced from $2 to 
$3 per M. Select white Oak floor- 
ing is up about $3, as is red Oak 
of the same grade. No. 1 Common 
has strengthened considerably; 
but there has been no great price 
change. Yard operators say that 
the bad weather which Baltimore 
has been experiencing lately has 
held back a lot of construction; 
and that once this condition im- 
proves, Oak flooring will become 
even more active. 

Plywood is still in heavy demand 
here, and prices have gone up $2 
to $3 from what they were a month 
ago. 


Inventories Low 
In California 


SAN FRANCISCO—This is time 
for inventory because of Califor- 
nia’s local property tax ($2 per M 
on inventory) and as a result just 
about everyone in the business is 
busy trying to clear things out for 
a low inventory. 

The tax is due either March 1 or 
March 7, depending on locality, 
and sales will remain slow until 
after the deadline has passed. 
Some additional mills along the 
Redwood highway of northern Cal- 
ifornia are coming back into pro- 
duction. 

Weather conditions are improv- 
ing and the home building race will 
be on full speed ahead shortly, jus- 
tifying the current high rate of 
optimism in the industry. 

Studs are averaging $71 at the 
mill, with 2x4’s random at $76. 
Boards 1x6 are weak at $63 or $64 
while the 1x8 boards appear 
stronger, although still selling at 
$64 or $65. 

The market in white fir dimen- 
sion and boards continues strong, 
and the market is very firm in pine 
commons, sugar pine selects and 
shop lumber. 

Although a fairly heavy demand 
exists, most mills as well as retail- 
ers are attempting not to price 
themselves out of the market. Lum- 
ber in general is in short supply, 
essentially because of last year’s 
extended strike. 


Southern Pine 


For the week ending February 
12, 1955, 124 mills reporting to the 
Southern Pine Association barom- 
eter, production amounted to 17,- 
234,000 feet; shipments were 19,- 
295,000; and total orders received 
his week were 19,233,000 feet. 

Shipments for the week were 
3.74% below production; orders 
were 4.5% below production; or- 
ders were .32% below shipments 
for the week. 
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Inclement Weather 
Slows Ordering 


KANSAS CITY — The demand 
for lumber still exists but retailers 
are not putting in their orders on 
a scale corresponding to the rate 
experienced earlier in the year. 

The reason, as explained by mill 


NOW. =. you can sell 
officials headquartered here, is 


WINDOWS 
that weather has been exception- -N . [} 


ally bad for nearly a month and 
this has hit at production, ship- aud 














ments and even the construction of , 
new homes. Retailers do not want <a *VENTO a Al uU MINU rhe 
to buy ahead too far and some of en : 


) : . tinuously manufactured the “Cham- 
\ y peo a eee in January has pion” line of casement, basement, 
; ; commercial and utility steel windows 


for 33 years. 


product in this field is the VENTO automatic 
locking aluminum awning window. Residential 
casement, double hung and complete com- 
We now announce our entry into the modity line# of aluminum windows are now 
The slowup in building, which aluminum window business. Our first being developed. 
has been purely a weather affair, 
has not moved lumber from retail- VENTO 
ers’ bins. When replacements are 
needed the retailer will be calling . 
: for more supplies. ’ , Sell these feat 
Mill officials note that produc- 
tion has been hampered by the 
rains and cold weather and ship- 
ments have been at a very low ebb. 
There is little dry lumber about 
and the kiln-dried stocks are bring- . WEATHER TIGHT 
ing premiums in some grades. t t 


Weather Slows Ordering 


PeVierestial ties me: SO  sallals me, slalelek 2. 


AUTOMATIC LOCKING 


? plus 


UNLIMITED ADJUSTMENT 
No Price Reductions te bee , 


| With production restricted by POWER PLUS OPERATOR not worm 
' the weather there has been no re- —— ~ geared J 

duction in prices on key items. The 
Ix8-inch shiplap boards are still 
bringing $87 on the west side of 
the Mississippi river and 6-inch 
boards are holding at $82. Those 
mills that were on the lower end of 
the $80 to $82 range have raised 
their sights and are no longer of- 
: fering $80 boards. 


EFFORTLESS OPERATION 


ENGINEERED SIZES 





In dimensions, the $85 price for 
2x4’s still prevails for kiln-dried 
stock. The only item that can be 
considered draggy is finish and 
mills are willing to dicker on an 
order for 1x6, a stock that has been 
slow moving in recent months. 


Lumber Nationally 


Lumber shipments of 514 mills 
reporting to the National Lumber 
Trade Barometer were 2% below 
production for the week ending 
February 12, 1955. In the same 
week new orders of these mills 
were 1.6% below production. Un- 
filled orders of the reporting mills 
amounted to 45% of stocks. For 
the reporting softwood mills un- 
filled orders were equivalent to 24 
days’ production at the current 
rate, and gross stocks were equiv- 
alent to 50 days’ production. 

For the year-to-date, shipments 
of reporting identical mills were 
1.2% below production; new orders 


























VENTO STEEL CASEMENT WINDOWS 


All casements drilled and tapped to receive storm sash 
and screens, operator arm guide channels attached 
with screws for easy removal and replacement, if 
necessary; ventilator frames constructed from the 
same heavy sections as the outside frame. This pro- 
vides greater rigidity and stronger ventilators. 


VENTO BONDERIZED 
“CHAMPION” 
STEEL BASEMENT WINDOWS 


Effortless operation gives any of three ventilation 
openings, or sash removal. Sturdy 14 gauge jamb fins 
for easy installation in block or poured concrete 
walls. A redesigned cam latch and slotted opening 
allow greater tolerance, insuring positive operation 
and latching under all conditions. 


Also ask about: 
VENTO “Thrifty” Steel Basement Windows 


VENTO Industrial and Commercial Steel Windows (projected and 
pivoted types). 


VENTO Utility and Barn Windows 
VENTO Formed Steel Lintels (for Block and Brick Construction) 
Write us for full information. Some desirable terri- 


tories are open for representatives and distributors. 
Write for full particulars. 


were 5.2% above production. VENTO STEEL PRODUCTS CO. INC. 


(continued on page 159) 249 COLORADO STREET BUFFALO 15, N.Y. 
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Lumber Prices at Press-Time REDWOOD 























Bevel Siding 
a. r All Heart...... 92.50 
The following index is intended merely as « check on buying practices. It is « compilation : : va. Gear all Heart...... 118.00 
and average of mill prices at press time and should not be considered as current poy day x s V-. Clear All Heart S eoaee 138.00 
a x A. ear @Ort....««- ‘ 
the me is received, The pr ae nad wg - — in pose hy wy pa and as SO YS tees all eert...... 147.56 
check on purchases made approximately ten days before receipt magazine. x10 V.G. Gear All Heart Sawer: 163.00 
%x 6 V.G. Clear All Heart...... 157. 
x 8% V.G, Clear All moses re 182.00 
xi¢ V.G. Clear All Heart...... 210.00 
DOUGLAS FIR WESTERN PINES $28 VG: Clear All Heart...:: 214.00 
/ Note: rade V.G. Redwood iding 
Vevetent Goate WiGaatass * Sle i: ii 6/4 RW $5°00 ieee for %, and % in above 
1x4 mY 165.00 105.00 Selects sizes. | 
me -d0ecceoesens : : ' 82 or 48 “4 4RW 6/4 RW 8/4 RW 
Flat Grain Flooring C&Btr. RL 60.00 265.00 270.00 Ansac Siding 
ee enh eenboedeos 146.00 140.00 90.00 Shop, 828 1 .G. Clear All Heart Pa ees 240.00 
TR et cas econ es 165.00 160.00 120.00 we No.3 ixe3, ane TS Sees 20 een. -*: 250-08 of 
Drop Siding OE Giceabsoccccsceccss se uae Note: Deduct $15.00 for J A Grade 
1x6 (Pat. #106) 160.00 156.00 110.00 Commons, $2 or 48 Finish 
1x6 (Pat. #116) 160.00 166.00 110.00 B&Btr. No.3 No.4 » alge Sip ” 
‘ ix 8 RL ....110.00 71.00 61.00 ix 4 Clear Heart S48 alias «+ 165.00 
Cotting 1x12 RL ....122.00 71.00 61.00 1x 6 Clear Heart S48.. 187.00 
phir tape er gil 195.00 120.00 765.00 sdahe White Pine ix 8 Clear Heart 848 - 208.00 f 
BE crcdevrecde 116.00 110.00 76.00 1x10 Clear Heart S48.. ..+» + 215.00 
honrds nnd abipiay and 2° posts Selects 52 or +. = zie 1x12 Clear Heart S48........... 225.00 : 
a 
BORD COS HED ee tele 1538 C&Btr. RL .270-00 270-00 210.00 276.00 : 
ten 67.00 70.00 68,00. 14,00 oe Wee ds ans 230.00 230.00 230. $0 245.00 
No. 2 _......62.00 64.00 64.00 69.00 Commons, 82 or 48 
No. 8 ....+-+67.00 67.00 67.00 62.00 int ei tek oe 2. WESTERN HEMLOCK 
No. 1 Dimension es) peeeeeeennes tT! i) ) is: 00 100.00 
oe Grain Floort 
sug the he ite site ohh, “MEPS aw ew BABES Sue GP 
x ° 5 . " ° . 
Steph heise Bee fee ie te gallon 
x . e —— + ae veseeu . ‘ ° 
2x10 76.00 77.00 76.00 76.00 76.00 Me Seton 230.00 245.00 246.00 Flat Grain Flooring H 
2x12 76.00 73.00 73.00 76.00 75.00 Shop, $28 Beh 6 ct toorvene --136.00 130.00 85.00 
Ne. 8 Dimension My a at Ne} aie No. 4 DN couse endaes 160.00 156.00 165.00 
os ‘ 73.08 HS r+} if r+} a8 +4 Hy +4 Set -eteerbeane - -162.00 1330 80.00 Drop Siding 
2x 8 14.00 78.00 71.00 72.00 71.00 1x6 (Pat #1)06.150.00 145.00 100.00 
2x10 72.00 74.00 72.00 72.00 72.00 1x6 (Pat. #116).150.00 145.00 95.00 
gg 72.00 70.00 70.00 172.00 72.00 OAK FLOORING comes 
o. Jimension 
Clear Pin 4x2\% xl x2 %xl% %x4 120.00 116.00 75.00 t 
BD becesrcewerocescicneceveces 67.00 White 187.00 1 ee... aa j 15.0 i 
ax ‘ AN TRE My Ee Ss 6.00 Red 195.00 +34 +4 172.00 157.00 BMG ewcecccvese 120.00 1156.00 00 
MAS Velen. 56 isa5 vis cen | Sel Plain Boards and Shipiap and 
MIN dates takdbe > cankinsescrs 42.00 White 179.00 167.00 162.00 147.00 o ee ‘us tun‘ umad tts 
(Add $15.00 for dry lumber ) Red 387.00 173.00 162.00 147.00 et i 4.00 76.00 75.00 78.00 
es #1 Com. RE Miso nad 67.00 69.00 67.00 72.00 
White 159.00 152.00 152.00 135.00 | aarrr 60.00 62.00 62.00 61.00 
RED CEDAR SHINGLES Red 162.00 147.00 152.00 135.00 a en 
oe. ™m silo 
#2 Com, ’ ’ , 
Re ~eart 12’ 14 16’ 18 20 
Pin, White 
°. 24” 4/3 = 15,00-16.26 & Red 105.00 76.00 8 2x 4 78.00 78.00 79.00 78.00 78.00 
No. 2 34” 4/2 = 8.60- 9.00 — 2x 6 78.00 78.00 78.00 78.00 78.00 
No, 8 24 4/2 4.00- 4.25 #1 Com, & 2x 8 78.00 78.00 78.00 78.0@ 78.00 
Pessestions 1: eri 7.00 87.00 90.00 76.00 gxi2 78:00 78.00 78:00 78.08 18.00 
4 26. ve J . xl .00 . . . . 
No. 1 18” = 6/2 11.75-12.00 
ve , 1% 6/2) 7.00- 7.25 No. 2 Dimension 
No, ? 5/2% 5.00 e 
<r pith 3 + tay Brg i400 Hi0g Gees ieee 468s 
No, 1 16” 5/2: 11.26-11.50 Vertical Grain Flooring 2x 8 74.00 73.00 71.00 71.00 76.00 
No. 2 16” 5/2 6.25- 6.76 B&Btr. Cc D 2x10 73.00 74.00 72.00 71.00 76.00 
No, 3 16 5/2 4.25- 5.00 ix4 Heart ...... 250.00 235.00 200.00 2x12 71.00 71.00 72.00 73.00 76.00 
Fiat Grain Flooring No. 3 Dimension R/L Only 
WESTERN RED CEDAR Been Rape cee 2 170.00 160.00 125.00 oy ain v Kdo ee ce seien 60.00 
Se susckseckees 175.00 165.00 1265.00 ea pee SRR BITE yon dba Pi 67.00 
Prices for Western Hed cedar sidin Drop Sidin Ted o< dle wa od ob hob On bee aene : 
‘ , » pete ie OE SESE eae eee ean ies ere 53.00 
> SESS Chem Gow Vascies, © te 5 ix6 #106 ....... 191.00 170.00 140.00 Beer ec sarnestes secoeumues oe 53.00 
Beveled Siding, % tne re el) Gps 191.00 170.00 140.00 
ear ww ‘es “RB” Boards & Shiplap 7 
by ‘ inch. .. 108 00 of 00 60.00 a 1x6 1x8 1x10 1x12 
»y noh.... 00 00 60.00 No. 1 (D 
by ‘ inch... .120.00 116.00 100. 00 Grade) 140.00 140.00 145.00 178.00 ENGELMANN SPRUCE 
y 8 inch 0 146.00 105.00 eM eon 85.00 80.00 87.00 98.00 
Clear Bungalow Siding, % ages Oe Os ccvse 70.00 78.00 75.00 75.00 Boards and ger one oe 
eeeeeseoce 4 5. x x x x 
10 neh ooo. $0.08 g0e.s9 ireeg = "® ) BPnmeiee, ee ow oe No. 24@Btr. 100.00 105.00 103.00 106.00 
ial ' 2x 4 102.00 102.00 106.00 115.00 120.00 No. 3&Btr. 69.00 71.00 70.00 171.00 
yinish Bong Ber, 82 or 48, eee ieee eres Hees 1988 No. 1 Dimension (ate Arte) 
x f : 116.00 6 
SE Se ORE bas coaesadé vide obasae 235.00 2x10 116.00 116.00 116.00 129.00 134.00 i” 4618 ©0618” 
1x19 SUMED sca kaweccuieciwieme 246.00 2x12 132.00 182.00 132.00 142.00 147.00 2x 4 76.00 75.00 75.00 75.00 15.00 
POPP Peer rene eereeeen eens » 276. Ne. 2 Dimension (Dense) 2x 6 75.00 75.00 75.00 77.00 77.00 
orang, 2 oe Foose Band Btr, “ty 4 94.00 94.00 97.00 107.00 112.00 i + + + + RL 
# tol ; ; 2x10 75.00 77.00 75.00 75.00 765.00 
ne" BABtr, C D ses pees ones chee sacs feces 2x12 75.00 75.00 75.00 77.00 77.00 
ee ais behs o cost 136.08 125.00 100.00 2x10 96.00 99.00 965.00 110.00 116. 
ero steane 136.00 126.00 100.00 2x12 91.00 91.00 91.00 116.00 Hoag +4 No. 2 Dimension 
sabingount on mouldings, #10 20" 066 yes wy onty Brg 1488 J08h TAS HEe ee 
Gesten Gane 72.00 72.00 70.00 16.00 70.00 
Listing under 4.00—list plus 36% = i$ +4 HY HH +4 Ha Thee 
Listing 4.00 and over—tist plue 356% $4.00 ated pews! ago 7, , 3 gga 
Clear Lattice, 6/10 =x 1%"—2' to 18 RR a Se F 61.00 and 3 p.. Ma lis _ not grade out 
TOO WR. PRescccecccrvenserscccess 1.50 All prices baced on kiln dried stock. No. 3 dimension as in fr. 


116 March 7, 1955, AMerican LUMBERMAN & 


























Recommended Reading for Lumber Dealers: 


PRACTICAL 
TTT NT NEW IDEAS 
PRODUCTS : IN 
MERCHANDISING BUILDING 
PRODUCTS 
MERCHAN- 

DISING 
Practical case-history examples of how several 
dozen lumber dealers are successfully merchan- 
dising 15 important building products. Over 


40 pages of ideas you can put to use to- 
OP. acderenceens a caguetccesetiaeee 


Recommended Reading for Lumber Dealers: 






16 NEW 

SHOWROOMS EX 
4 ew Noro: 

FOR iar Merc handh vr 

MERCHANDISING din Nia 

BUILDING 

MATERIALS 


NOW AVAILABLE: this 44-page booklet of 
practical new plans and ideas being used by 
lumber and building products dealers to build, 
remodel and improve showrooms. Place your 
order today.......... ccc enen 


Recommended Reading for Lumber Dealers: 


SAVE TIME 
AND MONEY 
WITH 
MATERIALS 
HANDLING 
EQUIPMENT 


Every lumber dealer should read these case his- 
tory articles on what other dealers are doing 
to solve their materials handling problems. 
Here are ideas you ean adopt in your yard 
today cous (o0u teenie cove BOG 








AMERICAN LUMBERMAN 
ROOM 2000, REPRINTS 

139 NORTH CLARK STREET 
CHICAGO 2, ILLINOIS 


Enclosed is 
please send me. copies 
of 
by 
return mail 


WAME 
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ADDRESS 


CITY 
STATE 
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EQUIPMENT for 


removable horizontal 


sliding windows 


Potent Applied for 


® Sash glide easily on round-top tracks 


© Flexible bronze pressure strip at head has two fold purpose 
1. It is good weatherstrip 2. It permits easy sash removal 


© Extruded sill with adequate weep holes and drip pan, pro- 
vides quick drainage with no danger of sill rot 


@ This equipment permits the use of stock windows which 
eliminates the necessity of having special mill work 


Ideal for shoulder high windows . . . in bathrooms, kitchens, bedrooms. 
Horizontal sliding windows equipped with No. 890 ALL-Glide are 
E-X-P-A-N-S-I-B-L-E. Use them singly or in multiples. 


ALLWEATHER Balance Strip 
with FLOCKED COIL SPRINGS 


ALLWEATHER Balance Strips No. 490, 90, 810Z, 812Z and 814Z are furnished 
with FLOCKED COIL SPRINGS. 

Adjustability is built in No. 490 and 90. Balance tube with semi-cantilever 
action insures weatherstrip contact in all kinds of weather. The base section is 
always in close contact with jamb insuring stability. FLOCKED COIL SPRINGS 

- are concealed by a functional part of the strip itself. 

810Z, 812Z and 814Z are a combination of weatherstrip, 
flocked springs and spring covers making effective, economical 
sash balance and weatherstrip combinations. 

Laboratory tests show that ALLWEATHER Balance Strip 
efficiency in reducing air infiltration is far in exceas of American 
Wood Institute Specification Standards. MB, 

Tests made by the University of Minnesota wt % 
Institute of Technology Testing laboratory in 
cooperation with Weatherstrip Research Insti- * 
tute, show that double-hung wood windows, WEATHERS TOW 
when metal weatherstripped show an infiltra- Research 
tion ratio 6 TIMES LESS than non-weather- wmistrnere 
stripped windows. 


A kak: M E TAL Weatherstrip Company 


Nome “ALLMETAL” Reg. U.S. Patent Office SINCE 1915 
2243 North Knox Avenue Chicago 39, Illinois 
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Awning Package 


Northeastern Metal Products Corp. 
is introducing its new do-it-yourself 
package of Breezelume aluminum and 
Breeze -O-Lite fiberglass awnings. 
Telescoping, adjustomatic hardware 
makes these awnings suitable for doors 
and windows and permits adjustment 
for light control. Available in four 
sizes and six popular colors. North- 
eastern Metal Products Corp., Dept. 
AL,6921 Susquehanna St., Pitteburgh 
8, Penna. 

For more data circle No. 1 on coupon, p. 166 





Brush Caddy 


No more sloppy paint cans is the 
claim of the new Brush Caddy manu- 
factured by Ludlow Products. This 
new item snaps on any standard gallon 
can and allows straight edge wiping 
of the brush. Covers can be replaced 
without the usual splashing. The 
Brush Caddy is also an excellent brush 
rest. Ludlow Products Corp., Dept. AL, 
1416 Broadway, Schenectady 6, N. Y. 


For more data circle No. 2 on coupon, p. 166 


Liquid Brush Cleaner 


A new-type liquid brush cleaner for 
the cleaning of paint brushes and rol- 
lers immediately after using varnish, 
house paint, flat paint, enamel or any 
other oil or alkyd-base type paint 
has been announced by the manufac- 
turer. This new material, called Roller 
’n’ Brush Bath, is claimed to make it 

ssible to even wash rollers and 

rushes in the kitchen sink without 
fear of staining or soiling the sink or 
the hands. Thomson-Porcelite Paint 
Co., Dept. AL, 333 Race, Philadelphia, 
Penna. 


Per more data circle No. 3 on coupen, p. 166 
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Aluminum Sliding Windows 


Wisco announces its new Slide-o- 


ramic aluminum horizontal sliding 
window for new construction in two 
styles. They are offered in a full 
range of commodity sizes, including 
the standard two-lite as well as the 
three-lite composite type. Sash are 
glazed with one piece geon and ride 
on a stainless steel track section. Top 
track is spring loaded affording easy 
removal of the storm panel and screen 
vanel sections. Wisco Aluminum Corp., 
Jept. AL, 3945 “A” St., Detroit 16, 
Mich. 


For more data cirele No. 4 on coupon, p. 166 





Ta-Per-Tape 


Ta-Per-Tape is a new, nonperfo- 
rated joining tape engineered by the 
Marvan Corp. Premium quality 100% 
virgin hemp is said to provide greater 
strength, yet Ta-Per-Tape is only one- 
third the weight of ordinary tapes. 
Edges are feathered for flatter bed- 
ding to cement, less cement is claimed 
to be required, and application is 
faster. Marvan Corp., Dept. AL, West 
Hartford, Conn. 

For more data circle No. 5 on coupon, p. 166 


New Floor Tile Colors 


Thirteen new colors in vinyl, rubber 
and vinyl-asbestos floor tiles have just 
been added to the color range of Ken- 
tile’s resilient floor tiles. Five of the 
new colors are in KenRubber tile. five 
are in KenFlor vinyl! tile, and three 
are in KenFlex vinyl tile. All the 18 
new colors are available in precision 
cut 9” x 9” tiles. KenFlor is also avail- 
able by the yard in 27”, 36”, 42”, 45” 
and 54” widths for counter and sink 
top installations in the home. Kentile, 
Inc., Dept. AL, 58 Second Ave., Brook- 
lyn, N. Y. 


For more data circle No. 6 on coupon, p. 166 


Three-inch Fittings 


Orangeburg Manufacturing Co. an- 
nounces a new line of three-inch quar- 
ter bends and tees. Nationally dis- 
tributed and available from both the 
Orangeburg, N. Y., and Newark, Calif., 
plants, the fittings complement the 
company’s three-inch pipe which is 
claimed to adequately handle, at a 
1% grade, the runoff of 822 square 


feet of roof based upon a maximum 
rate of rainfall of four inches per hour. 
Orangeburg Manufacturing Co., Inc., 
Dept. AL, Orangeburg, N. Y. 


For more data circle No. 7 on coupon, p. 166 





Ladder Offset 


Ladder Products, Inc., has an- 
nounced a new idea in a ladder offset. 
This is an aluminum device, said to 
be adjustable to any ladder width and 
easily fastened in less than two min- 
utes. The basic purpose of this device 
is to save time, particularly in the in- 
stallation of windows, gutter repair, 
roofing, painting, glazing and general 
repair. Ladder Products, Inc., Dept. 
AL, 31 Smith Place, Cambridge, Mass. 


For more data circle No. 8 on coupen, p. 166 





Drill Bit Holder 


No more mislaid, lost or broken 
electric drill bits, when you keep them 
in the Bitzgo Drill Bit Holder. This 
new, all-rubber holder holds 13 popu- 
lar size bits, 1/16” through %4” by 
64ths, slips on or off drill cord with- 
out tools, and can be moved to any 

ition on the average size cord. 

onart Co., Dept. AL, 425 East Plym- 
outh Circle, Minneapolis 16, Minn. 

For more data circle No. 9 on coupon, p. 166 
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BIRD ARCHITECT 
; Shingles a: fr 


\ 


ree | ow-Slope Roofs! 


TRIPLE-COVERAGE - 5S” HEADLAP —-300 LBS. PER SQUARE 


These are just a few of the outstanding characteristics that make the 4:k your distributor today for further de 
BIRD Architect Shingle the finest asphalt shingle ever made the tails or write t BIRD SON, ime 
shingle that has hH / dcceplance for roof slopes of - WW / " or more Dept AL y, Ea f WN alpol Vas 


Think what that means! You can use BIRD Architect Shingles with 


conndence even on very low slope roots! You get .' lavers of protection 


to keep out the weather. ..a$” headlap vs. the 2” headlap of the 
ordinary shingle. . O0-Ibs. per square which insures roofs against 
lifting without anv need fol cementing tabs es bigger eran 
granules —3 times as big as in ordinary shingles — which give an intense 
color Quality and deep texture not possible in a smalier-granul lingie, 











the root. 











7) BUILDERS HARDWARE 


for the EXTRA QUALITY touch 





LL "A FEW OF THE MANY ITEMS IN THE IVES LINE > BUILDERS HARDWARE” 
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a 7 MORTISE BOLT 
~ aus ‘euale LETTER BOX 
= now PLATE 
ADJUSTER “ a 
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FASTENER ~ s 436  (C& 
388 of Sty: He) DOOR sToPs © 
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OPERATOR 
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350 
ADJUSTITE 7? how 

“AUTOMATIC TOP CLOSER” pasvman FLUSH BOLT 752 : 

KNOCKER - 3 a0" 
~ - 6” BOLT 6 

ANGLE DRIVE OPERATOR ORDER from your Wholesaler MAIL BOX 


8 ee eee Sees Fees EY 2 eee ee eee See, Poe Fe 


Sells as Fast as ct Folda/ 


There'll Be a Pair in Every Home 


GET YOUR SHARE OF THIS STEADY AND PROFITABLE eee \ con Fy 
BUSINESS! THIS PRODUCT ADVERTISED 











FEDERAL ~ \Potoine 


a 


Handy” ji\Horse 


Handy to Use... 900 
Handy to Store... wandy 8° Carry ** 


This all-metal, folding ay is a practical ne- 
ceasity for every home and every workshop. 
Useful in countless ways every di ay. Nothing 
to take apart or put together. Folds quickly 
and easily to less than six inches square by 42 
inches in length. Rated capacity 500 pounds, 
Weighs approximately 12 pounds cartoned. 
Retail price $5.95 (slightly higher in coastal areas) 





Pat. Pend 





© Completely assembled—ready to use 
© Withstands heavy loads and hard use 
© Lightweight—easy to carry 

© Flexible design adjusts to uneven 


Cash in today! Send for details on this profitable, 
fast selling item or contact your wholesaler. 













.... cece aeeeoen! 





FEDERAL AIRCRAFT WORKS 
3456 No. Washington, Dept. AL35, Minneapolis 12, Minn. 
Please send complete information about the Federal Folding Handy 


| 
' 
' 
' 
1 Horse to: 
' 
1 Name _ 
HANDY HORSE ! Address 
(Folded View) i 
1 City State 
Danna aiatiinantbapenesinenes arenas enenenm en mas evenan em 
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"Your Dragnet Sales Plan Jammed 
Our Paint Department with Customers... 


Broke All Sales Records!” 





sTOCK 


ALLEST 
ee BIGGEST SALES 


; few 
1 Only 


Colorizer gives you 

need, from pastels to 
the world’s simplest pee 
expensive stock ena “sl 
1.322 colors in Odor oo , 
Flot Wall Enamel, Semi- pi mr" 
House Pgint—all mo inte 


deep tones, 
stem! Small, in- 
you to sel 
Alkyd-Base 
namel, 


jor 
d for volume 


ner Dragnet 





sales! 
terior finishes! Price 








PAINTS 
in 1322 COLORS 


Bennett's, Salt Lake City, Utah, and Los Angeles, Calif. © Blue Ribbon Paint 
Company, Wheeling, W. Va. © Walter N. Boysen Co., Oakland and tos Angeles, 
Calif. © Brooklyn Paint and Varnish Co., Brooklyn, N. Y. © James Bute Co., 
Houston, Texas © Great Western Paint Mfg. Corp'n, Kansas City, Mo. © Jewel 
Paint & Varnish Co., Chicago, Ill, © Kohler-McLister Paint Co., Denver, Colo. 
© W. H. Sweney & Co., St. Paul Minn. © Vane-Colvert Paint Co., St. Louis, Mo. 
© Warren Paint and Color Co., Nashville, Tenn. © Geo. D. Wetherill & Co., inc., 
Philadelphia, Pennsylvania © IN CANADA: imperial Varnish & Color Co. tid., 
Toronto, Ontario © IN ENGLAND: Jenson & Nicholson, Ltd., London, England. 


Manufactured by Colorizer Associates: 


BuILDING Propucts MERCHANDISER 


’ <a 
— 
2 
“ 
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VP 


A Local “Sales Hypo” that starts 

working in 24 hours! The most amazing 
traffic builder ever developed in the 

paint industry...polished to perfection after 
2 years of testing at a cost of $197,000. 


Colorizer, who brought you the first complete 
color system ever perfected, now brings you the 
most effective paint-selling plan ever developed 
in the paint industry! After watching the amaz- 
ing results of 2-year tests of this sales plan in 48 
states, we call it the Colorizer ‘‘Customer Drag- 
net” because it literally goes out and brings cus- 
tomers into the store, cash in hand! It’s simple 
..-entirely local...inexpensive...terrific in pro- 
ducing sales. Reduce your paint investment with 
Colorizer...increase your sales with the Customer 
Dragnet! 


SEND FOR COMPLETE DETAILS TODAY! 


COLORIZER ASSOCIATES 
347 North Western Ave., Chicago, Ill. 


Please send me complete information on how “The 
Colorizer Customer Dragnet” can sell more paint for me. 


Name 


Address 











(To obtain more data on advertised products see page 166) 





The house 





insulation 


market is changing! 


Are you getting your share 
of the big, fast-growing 
reflective insulation market? 


The house insulation market is going 
reflective at a fast rate. Only reflective 
insulation stops that 50% to 80% winter 
heat loss by radiation, checks losses by 
convection and conduction as well, and 
functions as the ideal moisture barrier. 
Add to this the far superior summer effi- 
ciency of the insulation that turns back 
95% of the sun’s hot rays. Reflective alu- 
minum foil doesn't pack down or even 
temporarily lose insulation value because 
of moisture. No wonder more hundreds 
of builders every year insist on reflective 
insulation! 








Forms of heat transfer and 
effect of aluminum foil insulation 


Heat transfer Three spaced layers 
ecross wall panel of aluminum foil 


Radiation 
50% to 10% Reflective surfaces 


stop 95% radiction 








a 


Kcceaiaiionay 


Conduction 
5% to 10% 














Do you know the advantages of selling 


Alfol aluminum foil building blanket? 


Alfol is first in reflective insulation: it 
is the original aluminum foil blanket. Its 
sales are growing fastest in this fastest- 
growing market. Its effectiveness is un- 
surpassed by any other insulation-vapor 
barrier made today. 


special value features Alfol is easiest to 
apply—-tough kraft backing bears all 
application stress, prevents tearing: low 
applied cost makes builder sales, and 
Alfol is carry-out favorite. Applied from 
continuous, automatically expanding 500 
sq. ft. rolls, over framing members, Alfol 
blocks every avenue of vapor passage. 
Five Alfol types, consisting of one to 
three aluminum foil layers and heavy 
vapor-proof kraft and duplex backing, 
meet every insulation need. 


Alfol pays off Alfol weighs only 1/12 
as much as its bulk type insulation 
“equivalent,” requires only 1/20 the stor- 
age space — slashes handling costs and 
problems. You'll want to sell Alfol, be- 
cause it’s more profitable, less trouble 
for you and a better insulation value for 
your customers! 


big new dealer support program Now 
is the time to get started with Alfol! 
Advertising, promotion, dealer aids are 
now receiving important boosts: Alfol is 
being promoted this year in House & 
Home, American Builder, Practical 
Builder, House & Garden Book of Build- 
ing, and House Beautiful Maintenance 


®) kraft-duplex 
backing 
@) foil layers 


@) reflective 
air spaces 


4 — \ ' 
\ 


wy O 


and Building Manual. A strong direct 
mail program is addressed to architects 
and builders. A thorough-going, strong- 
selling new Alfol Data Book is just off 
the press. Sales kit of helpful materials 
and information now available — every- 
thing you need to sell Alfol effectively. 


WRITE TODAY! for the big free sales kit 
. and request a call from our representative 
to discuss your Alfol opportunity! 


REFLECTAL CORPORATION 
310 Sevth Michigan Ave, Suite 2820 
Chicage 4, tii. 








NEW PRODUCTS 
(begins on page 118) 





Router Saw 


The Woodsman carbide tipped flush 
trim tool is said to trim the overhang- 
ing excess laminated plastic used for 
edge-banding table and bar tops, flush 
to the core in one pass of the tool. 
A very thin blade is available for use 
as a kerfing saw for 1/16” plastic 
T-molding, and a heavy-duty model 
is available for high production flush 
trimming of plastic tops. North Amer- 
ican Products Corp., Dept. AL, Box 
210, Edwardsville, Til. 


For more data circle No. 10 on coupon, p. 166 


’ 

ee. 7 
a 
<<, 


ie) 


7 ‘ 
ho) 


7? 


Fiberglass Awning 


A new economy model fiberglass 
awning was recently introduced by 
the Beautilite Co. The awning is avail- 
able in four jewel-toned colors and 
all aluminum parts are fluted. Three 
top lengths (30, 36, 44 inches) are 
standard and any width in fractions 
of an inch is standard. Widths up to 
12’ in length can be made without vis- 
ible joints. Beautilite Co., Dept. AL, 
P. O. Box 2, Bellaire, Texas. 


For more data circle No. 11 on coupon, p. 166 


Picnic Coolers 


Two wooden, laminated picnic cool- 
ers, the Chuck Wagon and Towne and 
Country, are announced by the manu- 
facturer. Pail is of cedar staves; top 
can be used as cutting board. Both 
coolers have sealed-in metal liner, 
four-gallon capacity. Richmond Cedar 
Works Mfg. Corp., Dept. AL, P.O. Box 
2407, Richmond, Va. 


For more data circle No. 12 on coupon, p. 166 


Firehood 


Firehood, the open hearth fireplace, 
is available in a choice of models and 
colors. Suggested for contemporary 
homes, summer cabins, mountain 
lodges, rumpus rooms and offices. All 
models are available in 18 gauge steel 
hood with 12 gauge steel plate inside 
back, a six-inch high collar welded to 
hood with dam included. Condon- 
King Co., Inc., t. AL, 1247 Rainier 
Ave., Seattle 44, Wash. 


For more data circle No. 13 on coupen, p. 166 
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THESE HARD-HITTING DISPLAYS 
e ag i be @ WHEN YOU SELL PITTSBURGH! 
Imagine how these colorful, modern brush displays type and style: 100% hogs’ bristle; 100% texturized 
will look on your counters—how they'll stop customers = synthetic; or hogs’ bristle-synthetic mixtures. All made 
and attract sales! They're yours absolutely free when in oneof the world’s most modern brushmaking plants, 
you handle Pittsburgh Brushes! You merely buy any under strictest quality control, by experienced, expert 
of these brushes that sell best in your area, and brushmakers! Start selling Pittsburgh Brushes today! 


the displays come along as our contribution to help 
you sell! What's more, with Pittsburgh you know you're 


selling the best line of brushes available today. Every MAIL COUPON FOR COMPLETE DETAMLS! 
There’s a Pittsburgh Brush for every home and industrial use 
PITTSBURGH 


7 BRUSHES 
BRUSHES * PAINTS * GLASS * CHEMICALS * PLASTICS © FIBER GLASS 


PITTSBURGH PLATE GLASS COMPANY 
IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 


PITTSBURGH PLATE GLASS COMPANY 

Brush Division, Dept. C-3 

3221 Frederick Ave., Baltimore 29, Md. 

Gentlemen: Please give me more information about Pittsburgh Brushes 
and free brush displays! 


ee ei 
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ONE SOURCE SERVICE 


Kennatrack's complete 
line offers everything 
you need for top-notch 
sliding door installa- 
tions. A wide selection 
of hangers, track, locks, 
latches and door pulls 
(also the All-Steel 
Kennaframe for pocket 
door installations) 
meets all requirements. 
Learn how Kennatrack 
sliding door hardware 
can save you time and 
money. Write for your 
free copy of the Buyer's 
Guide. It’s the book that 
takes the guesswork out 
of selecting the right 
hardware for any job. 


Kennatrac 


SLIDING DOOR 
HARDWARE 


KENNATRACK CORPORATION, ELKHART, IND 
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Bestwall Paints 


Bestwall Paints, a new line of in- 
terior finishes, is being introduced by 
Certain-teed Products. Certain-teed 
combines its facilities with The Val- 
spar Corp. in producing the new paint 
products. Stressing alkyd flat enamel, 
new washable latex and casein paints 
in a wide variety of colors, the Best- 
wall line also features semi-gloss and 
interior gloss enamels, a primer seal- 
er, powdered texture paint, masonry 
paint, spackling compound and patch- 
ing plaster. The new Bestwall cata- 
log and color cards may be obtained 
from Certain-teed Products Corp., 
Dept. AL, 120 E. Lancaster Ave., Ard- 
more, Penna. 


For more data circle No, 14 on coupon, p. 166 


Three-Wire Grounding 


a safe grounding of power 
tools in garages, shops and other 
working areas is provided by the 
three-wire convenience outlet in a 
series of portable lamp guards made 
by McGill Manufacturing Co. In this 
system, the convenience outlet is de- 
signed to receive plugs having two 
yarallel heads ak U-shaped third 
lade for ground. The cage is 
grounded by means of internal flandle 
construction with a third terminal pro- 
viding contact with the attached cord. 
McGill Manufacturing Co., Inc., Dept. 
a 1100 N. Lafayette St., Valparaiso, 
nd, 

Vor more data circle No. 15 on coupon, p. 166 


New Redwood Stain 


A new redwood stain, formulated to 
ate Ae and protect the original 
eauty of redwood surfaces and cap- 
able of acinar | up to 400 square feet 
or more per gallon, has been announced 
by E, A. Thompson Co. The pigmented 
compound, called Thompson’s redwood 
stain, may used on exterior con- 
struction, and interior construction. It 
may be applied by brush, spray, cloth 
or dipping. E. A. Thompson Co., Inc., 
Dept. AL, 1356 Market Bt San Fran- 
cisco, Calif. 
For more data circle No. 16 on coupon, p. 166 


Ladder Shoes 


Ladder safety shoes claimed to fit 
any standard ladder rail, either wood 
or aluminum, are designed to promote 
maximum safety for working at 
dangerous heights. One feature is in- 
stant changeover from the 10 square 
inch rubber sole for floor use to the 
hardened steel spiked toe for ground 
use. The shoes are easily installed on 
the ladder rail, and are firmly at- 
tached by three holding bolts. Duo- 
Safety Ladder Corp., Dent. AL-17, 
811 Ninth St., Oshkosh, Wis. 


For more data circle Ne. 17 on coupon, p. 166 


Vanities and Cabinets 


Atkins Plastic Products Co. has 
created matching laminated plastic 
bathroom vanities and medicine cabi- 
nets. Available in a large assortment 
of colors, designs and sizes. The spa- 
cious countertop is finished with life- 
time laminated plastic. The matching 
medicine cabinet, with an all-plastic 
covered frame, is designed for easy 
installation, and offers mirrored slid- 
ing doors. Atkins Plastic Products 
Co., Dept. AL, 103-12 101st St., Ozone 
Park, N. Y. 


For more data circle No. 18 on coupon, p. 166 


Aluminum Jalousie Door 


A new all-aluminum jalousie door 
has been added to the line of Louv-Air 
window jalousies, it was announced by 
the manufacturer. The Louv-Air jalou- 
sie door incorporates the Louver-Lock 
Clip which permits insertion or re- 
moval of the glass slats and is said to 
be the first single-engineered unit 
which can serve as a regular jalousie 
door, a storm door and a screen door. 
Louv-Air aluminum doors are one inch 
thick and come fully equipped with 
door stops, security knob, lock and 
key, chain, stainless steel hinges, em- 
bossed kick plate, door check and 
z-bar. The glass may be clear or 
clouded. Sconzo & Sons, Dept. AL, 
Bayport, L. L., N. Y. 

For more data circle No, 19 on coupon, p. 166 
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golicdbliatt tools 
tine 


trowel trades 


Our Goldblatt Tool Catalog takes up less room in your 
filing cabinet or on your desk than a copy of the Reader's 
Digest. It’s only 5” x 8” in size, 100 pages long. 


You carry a basic stock of as few as a dozen tools. Our 
catalog puts another thousand or more trowel-trade tools 
at your beck and call to give you additional sales oppor- 
tunities. Many of these tools are not made by anyone 
but Goldblatt. All are truly quality tools—made with 
unsparing care and premium materials. These are tools 
men, who work with masonry tools, want—and buy. 


No Goldblatt salesman will ever call on you. We have 
none. You order direct from the catalog at your regular 
dealer discount. We ship to you immediately. 


It's a very profitable business to sell tools to trowel 
craftsmen. And you can get into it for less than $50. May 
we send you our catalog? Mail the coupon. 


1944 WALNUT ST. 


‘tool company 


KANSAS CITY 6. MO 


Mail the coupon. No salesman 
will call — except the catalog 





Goldblatt Tool Company 
Dept. Q-3 

1944 Walnut Street 

Kansas City 8, Missouri 


Please send your 1955 Goldblatt tool 
catalog and dealer discount information. 


FIRM NAME 


ADORESS 
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Group of five houses buile for 
the faculry of the Lawrence 
ville School, Lawrenceville, N.J 
Architect Livingston Smith 
Philadelphia, Pa 

Contractor: William Musson 
Lawrenceville, N.J. 











Windows: Lupton Aluminum 
Casements, Double-Hung and 
Picture Windows. 




















Sales are better with the Complete Lupton Line w= 


Lupton Casement 


For these new houses in Lawrenceville, construction means windows that are tops Stee! or Aluminum 








126 


specifications called for three window 
casements, double-hung and 
all in aluminum, It 
was easy to fill the entire order, from the 


styles 


picture w indows 


complete Lupton Line 


You offer a “one-stop” service, and gain 
the opportunity to make a larger sale with 
a bigger profit, when you sell Lupton 
Buyers save time, get faster and better 
delivery because they can get all their 
windows from one source. Best of all, 
precision-made Lupton Metal Windows 
practically guarantee satisfaction, Over 40 
years experience in window design and 


LUPTON 


REG. U.S. PAT. OFF. 


in beauty and practical efficiency. A wide 
variety of window styles and sizes, in Steel 
and in Aluminum, makes it possible for 
you to fill almost any order. Well-stocked 
warehouses help speed deliveries. National 
advertising helps create interest and sales 
for Lupton Windows. 


That's part of the profitable Lupton pi 
ture, get your distributor to tell you more 
or write direct to... 


MICHAEL FLYNN MANUFACTURING COMPANY 
700 East Godfrey Avenue, Philadelphia 24, Pa 


Members of the Steel Window Institute and Aluminum 
Window Manufacturers Association 


See Facing Page for 
List of Distributors 


METAL WINDOWS 


(To obtain more data on advertised products see page 166) 











March 7, 








1 








Lupton Aluminum 


Double-Hung Window 


1955, AMERICAN LUMBERMAN ¢ 

















NEW SALES HELPS 
FOR 
LUPTON DEALERS 


Ask your distributor for 
these NEW Lupton sales 
helps 


NEW POSTERS 
Big .. . colorful 
eyecatching. 28 inches 
by 38 inches. Printed 
in 11 colors and lac- 
quered 


NEW ENVELOPE 
STUFFERS 
One features Lupton 
Aluminum Double 
Hung Windows. 
One features Lupton 
Casement Windows. 


Make your sales easier 
with these colorful mer- 
chandising aids . . . they'll 
help make customers out 
of prospects 











Lupton Aluminum 
Awning Window 


Partial List of LUPTON Distributors 


ALABAMA 
BIRMINGHAM 1: Virginia Steel Co., Inc. 
P. O. Box 1152, 1 37th Place North 


ARIZONA 
PHOENIX: Malico Distributors 
P. O. Box 3916, 315 South 11th Ave. 


CALIFORNIA 
BURBANK: Arrow Sash, Door & Mill Co. 
243 West Santa Anita “<= 
heme: + lee and Daniel, 
1457 E. Walnut St. 
HOCKESS Michael Flynn Mfg. Co. 
Warehouse—1441 W. Fremont St. 
WHITTIER: Whittier Glass and Mirror Co. 
11434 E. Whittier Blvd. 


CONNE 
W. HARTFORD: boy Building Products Co. 
2 Brixton St. 


suaaunain 
WILMINGTON: Hance Hardware Co. 
24 Stone Hill Rd.—Augustine Cutoft 


DISTRICT OF COLUMBIA 
WASHINGTON 11: Cushwa Brick & Bldg. Sup. Co. 
137 Ingraham St. N.E. 


FLORIDA 
Onneeynts oy ay Supply Co. 
P. O. Box 152, 536 S. W. ond Ave. 
JACKSONVILLE: George C. Griffin Co. 
P. O. Box 5151, 1038 Kings Ave. 
ST. dag oy * Metal Buildin agg owe Inc. 
. O, Box 1559, 2700 22n . North 


GEORGIA 
ATLANTA 1: Henry Taylor & Son 
P. O. Box 1328, 1058 Amsterdam Ave. N.E. 


ILLINOIS 
CHICAGO: W. L. Van Dame Company 
59 E. Chicago Ave. 
ROCKFORD: ‘architectural Iron, Inc. 
ve 22nd St. 


NDIANA 
FORT wares: Moss En eerie Co. 
312 Standard 
INDIANAPOLIS: Borrison & ‘Clork, 
3562 Madison Ave. 


KANSAS 
KANSAS CITY 10: Lusco Brick & Stone Co. 
1136 Southwest Bivd. 
WICHITA 1: Lusco Brick & Stone Co 
P. O. Box 1481, 342 N. Waco St. 
KENTUCKY 
COVINGTON: Tote Builders Supply Co., Inc. 
P. O. Box 27—Rouse Sta., 19th & Russel! Sts. 
ERLANGER: Tote Builders Supply Co., Inc. 
47 Dixie Highwo 
LOUISVILLE: John W. Bishop 
19 W. Jefferson St. 
LOUISIANA 
med ye FLA. ‘ry bse | Specialties 
©. Box 372, 140 Wheel Ave. 
New ORLEANS 19: Favrot and Pierson 
3511 Toulouse St. 
SHREVEPORT: American Metal Window Company 
P. O. Box 819, 112 Caddo St. 
MAINE 
PORTLAND: Metal Building Specialties Co. 
5 Avon Place 
MARYLAND 
BALTIMORE 3: Maryland Steel Products Co. 
P. O. Box 1997, Bush & Ridgely Sts 
MASSACHUSETTS 
ARLINGTON "% , oan “meen & Sash Co. 
Mystic St 
SPRINGFIELD: Gener Building Products Co. 
232 Albany St. 
WORCESTER: General Building Products Co. 
120 Grove St. 
MICHIGAN 
DETROIT: The Clyde Bickel Co. 
1214 Michigan Bidg. 

GRAND RAPIDS 7: Steele cae. & Todd 
1050 Cottage Grove, S$.E. 
MINNESOTA 
MINNEAPOLIS: James C. Nystrom 
1087 Northwestern Bank Bidg. 
MISSISSIPPI 
W. JACKSON: C. A. Moorer 
P. O. Box 2312, Dixie Dr., Van Winkle Sub Division 
MISSOURI 
KANSAS CITY: Lusco Brick & Stone Co. 
P. O. Box 83 

BRASKA 
SCOTTSBLUFF: B & C Steel Corp., 
Scottsbluff-Gering Highway 


Sales Offices and Sales Representatives 


MICHAEL FLYNN MANUFACTURING COMPANY 
MAIN OFFICE AND PLANT STOCKTON (Warehouse) NEW YORK 

700 East Godfrey Avenue 1441 Fremont Street 51 East 42nd Street 
Philadelphia 24, Pa. Stockton, Cal. New York 17, N. Y. 


LOS ANGELES 
672 S. Lafayette Pork Place 
Los Angeles 57, Cal. 


NEW JERSEY 
NEWARK: Fireproof Products Co., Inc. 
183 Frelinghuysen Ave. 
NEW YORK 
ELMIRA: LeValley Mcleod, Inc 
5 E. Church St. 


2) 
FARMINGDALE, L. |: Korpen Steel Products Co. 


Allen Bivd. 


NEW YORK * Fireproof Products Co., Inc 


38 Bruckner Bivd. 
NORTH CAROLINA 


omer R. J, Lock Steel Products Corp. 


©. Box 1763, 1200 W. Moorehead St. 


OHIO 
AKRON: Fred J. Crisp, Inc. 
710 N. Main St, 
CINCINNATI: Massco, Inc. 

703 Markbreit Ave. 
COLUMBUS: Howard 3 Sterner Co. 

12 S. 3rd 
TOLEDO 12: Mayfair oo ad & Supply Co. 
5240 Lewis Ave. cor, Mayfair 
YOUNGSTOWN: Abhav Bidg. Spec. Co. 
©. Box 2543, 68 Wood View Ave. 


OKLAHOMA 
TULSA: Allied Hardware & Supply Co. 
7500 Sand Springs Rd. 
OREGON 
PORTLAND By Mercer Steel Co., 

2555 N. W. Nicolai St. 
PENNSYLVANIA 
cetmeaitads > United Materials Co. 
314 Gordon St. 
eee ty Mm, L. Closter & & Sons, Inc. 

0. Box 539, 197 S. Water St. 
bu bors: H. Shakes re & Sons 
Du 1. 
atmees Poy . Hershock, Ine. 

N. Cameron St. 
LANCASTER Charles E. Johnson 
P. O. Box 293, 312 N. Lime St. 
NEW CASTLE: Fleming Stee! Co. 
PEN ARGYLL: Orrin Palmer 
402 Harding Ave. 
PITTSBURON, Tom Pere Inc. 
36th St. & A.V.RR, 
PITTSBURGH 22: C. C. Shannon 
Empire Bidg., 507 Liberty Ave. 
PO bectag<*° 1 Ww. rd Manship 


READING: Berks rs Buin Block Corp. 
221 h St. 


ON 
SCRANTON 2: Katt Bridge Co. 
300 Genet St. 
TURBOTVILLE: Turbotville Block Co., Inc. 
WILKES-BARRE: William H. Pierce 
402 Bennett Bidg. 
YORK: Atlas we Co. 
Grantley Rd. & Pa. RR. 
YORK: Glen poy h Shale Brick Corp. 
ale St. 
RHODE ISLAND 
PAWTUCKET: Somege Be Engineering Co. 


PROVIDENCE: General Siding Products Co. 
P. ©. Box 415, 185 Charles St. 
SOUTH CAROLINA 
COLUMBIA: Kline tron & Metal Co. 

P, O. Box 1013, 1225 Huger St. 
TENNESSEE 
CHATTANOOGA: Hale & Wallace, Inc. 
P. O, Box 426, 1077 Duncan Ave. 
KNOXVILLE: Dealers Warehouse Corp. 
1372 North 6th Ave. 
NASHVILLE: McMurray Structural Steel Co. 
1 Demonbreun St. 

TEXAS 
DALLAS: American Metal Window Co. 

P. ©. Box 10173, 1205 Levee St. 

EL PASO: Electrical & Mechanical Supply Co. 


P. O. Box 3247, Sta. A, 708-716 N. a St. 


HOUSTON: Jim Lunsford Co: 
P. O. Box 19064, 1525 N. Post t "hd. 


SALT LAKE CITY: Buehner Block Co. 
2800 South West Temple 
VIRGINIA 
ee oy Central Warehouse Corp. 

O, Box 85, 512 Scott St. 
RICHMOND 2: Virginia Steel Co., Inc. 
Mailing—Stewart Station Post Office 
Ofice, 3122 W. Cary St. 
WEST VIRGINIA 
CHARLESTON 28: Fireproof Products Co. 


P. O. Box 2311, Suite 422—Professional Bidg. 


MARTINSBURG: Richard R. Feller Co. 
. ©. Box 543, 900 Baltimore St. 


KANSAS CITY 
(Herb W. George) 
9209 Cherry St. 
Kansas City 5, Mo. 
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ASBESTOS 
SIDING 
NAILS 






















Hassall threaded asbestos siding 
nails are the choice of contractors 
throughout the country. Made of 
bronze and steel with plated 
finish. Note threaded shank which 
guarantees maximum holding 
power. Made of #14 gauge wire 
(.082) in 1”, 18", 158", 1%” lengths. 
Advise quantities. Prompt shipment. 


JOHN HASSALL, INC. ry 
Westbury, Long land, N.Y. Peete 
£SCREEN 

Rollers 


Convex Face 





Primarily used in putting the screen- 
ing into the frame slet. Can be 
supplied with 3/32” rounded edge. 


Concave Face 


Standard 2” dia. 
For nepeting i frame after 
screening gt been, position d. 
Standard iy sizes ore .093, os, 
125 and .170 width of face. 

Flanged 













Stendord stock size is 2” 
1.5/8" diameters by 9/16" width 
face. 
sizes 





of 
Special on all above tools can be 
made to order. Send specifications. 


OOX 1650, WEW HAVEN, CONN, U.S. A 
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NEW PRODUCTS 


(begins on page 118) 








Knobless Door Late 

A new, low cost and knobless door 
latch is being introduced by Soss 
Manufacturing Co. Known as the Soss 
Lev-R-Latch, this door hardware is 
3%" high and 4” long. The face of 
the latch extends outward from the 
door only %”. Edges are beveled. The 
whole assembly, including outside 
plates, consists of three parts. Face 
plates are made of a heavy gauge, 
rust-proof bronze alloy, and have a 
natural bronze finish. The Soss Lev- 


R-Latch is available with or without a 
locking mechanism for all 
doors. 
AL, 

Mich. 


For more data circle No. 20 on coupon, p. 166 


interior 
Soss Manufacturing Co., Dept. 
21777 Hoover Rd., Detroit 13, 





Slip-On Attachments 


Two newly developed slip-on attach- 
ments for steel rules are said to make 
it possible to accurately mark and cut 
large panels without the use of a 
straight edge. These new companion 
tools are the Tru-Guide marking and 
measuring aid and the Tru-Cut tape- 
tip. They can be used to measure and 
scribe all types of material. Both will 
fit friction tight on any %” steel tape 
rule. Wallboard Tool Co., Dept. AL, 
Bae Seabright Ave., Long Beach 13, 
Calif. 


For more data circle No, 21 on coupon, p. 166 





Anke 





Track and Upper Guide 

A new rustproof extruded aluminum 
track and upper guide for one-quarter 
inch bi-passing glass doors has been 
laced on the market by Engineered 
*roducts Co, This track is manufac- 
tured of etched and anodized alumi- 
num, with superhard fibre inserts. 
It is made in two types, one for cen- 
tered installations, the other for ex- 
»sed flush installations. Engineered 
*roducts Co., Dept. AL, 129 Smith St., 
Flint, Mich. 


For more data circle No. 22 on coupon, p. 166 








Steel Garage Doors 


Taylor Made Steel Garage Doors 
has announced a new Shutter Window 
model. The new design contains a shut- 
ter window measuring 42” x 11” over- 
all, with a 18” x 7” glass area. The 
door is manufactured in two sections 
and is packaged for ease of handling 
and shipping. Only 14 bolts and nuts 
are required for assembly. Taylor 
Made Garage Door, Dept. AL, 12430 
Evergreen Road, Detroit 28, Mich. 

For more data circle No. 23 on coupen, p. 166 





New Nailmaster 


The Nailmaster 16 ounce hammer 
recently introduced is now offered with 
two handle styles, regular and full 
octagon. Either style adds 10 inches 
to the user’s reach, starts the nail in 
out-of-reach places and even elimi- 
nates extra scaffolding. Double-duty 
claw pulls and holds. Nail seats snugly 
in red slot on head. Claws grip sides 
of nail firmly. Stanley Tools, Dept. AL, 
111 Elm St., New Britain, Conn. 


For more data circle No. 24 on coupon, p. 166 





Wet Air Conditioning 


Dual Conditioners use the same pip- 
ing circuit now used for heating to 
cool in summer, heat in winter and 
ventilate in the off-seasons. Each room 
or area is supplied with individual 
thermostat and capacity control to 
select desired temperature. Each unit 
is its own zone control, and is inde- 
pendent of all others. A choice of 10 
different U. L. approved units, to meet 
varying capacity needs, is offered. 
Cabinets are rust and sound proof, and 
can be completely recessed. Circle Air 
Industries, Dept. AL, 244 Herkimer 
St., Brooklyn 16, N. Y. 


For more data circle No. 25 on coupon, p. 166 
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(&(0)(0)(0) {555 - Advertised 


Nationally 


Full page advertisements in 
full color appear regularly in 
such national magazines as 
Better Homes and Gardens, 

why you should feature 4 American Home, Living, 
Sunset and others. Ads also 

WEST COAST LUMBER* appear in farm, builder and 

architectural magazines. 














Sold only by 
Lumber Dealers 


paint, hard- 
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FREE NEWSPAPER MATS = Fae | 


ee 


_ hl 

Plus outstanding local RADIO AND TV SPOTS [-3) eh 
© m8 i 

sales promotion material ROTO ET ae 3 


© r —_— 
tty oe 


(—— 


FULL-COLOR LITERATURE— FREE IN QUANTITY 





... these are just some of the many sales helps avail- 
able. For complete list, send for folder, ‘What the 
West Coast Lumbermen's Association can do for you"’. 


WEST COAST LUMBERMEN’S ASSOCIATION io s.w. morrison, portiano 5, onecon 
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Greenlee No. 407 


Now with 


the new, improved 


tang butt chisel 


extra durability, 





extra quality 
for extra sales 


An extra-fine new Greentze Chisel 
with the added feature of a solid 
metal cap on the handle. Here's a chisel 
that can really take it and stand up 
under the toughest hammering. 
Combines the good looks and comfort 
of a Tenite plastic handle (safe 

from flash fire) with the ruggedness 
of metal. The Greencer No 407 is 
lightweight, well balanced, and has a 
thin, bevel-edged blade of high- 
carbon steel. It is carefully heat-treated 
from cutting edge to plastic handle. 
Available in nine sizes from \%" 
through 2”. Stocked by leading whole- 
Salers . . . see yours, or write 
Greenlee Tool Co. for complete details. 


SALES MAKING SET PACKAGING 


Sell more chisels by displaying Greenter No. 
407 in attractive sets as shown above. Left to 
right: Set of six chisels in attractive plastic roll; 
Set of three in metal-edge fiberboard box; Set of 
four in handsome hardwood case. Stock these 
sets now for extra sales. 


GREENLEE TOOL CoO. 
2263 Twelfth St., Rockford, Illinois 
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NEW PRODUCTS 
(begins on page 118) 








BBs 


Fiberglass Building Panel 


A new kind of translucent fiberglass 
building panel with a scientific heat- 
blocking ingredient is being marketed 
under the tradename Steplap by the 
Alsynite Co. of America. Steplap is 
designed specifically for such outdoor 
overhead uses as patios, sun porches 
and car ports. The secret of the new 
panels is Filtron 25, an Alsynite-de- 
veloped heat blocking formula to con- 
trol light and heat ray penetration. 
Available in five new colors—catalina 
white, catalina yellow, catalina coral, 
catalina blue and catalina green. Al 
synite Co. of America, Dept. AL, 4654 
De Soto St., San Diego 9, Calif. 


For more data circle No. 26 on coupon, p. 166 





Garden Hole Digger 


Just step on it and there’s a perfect 
hole for planting. E-Z Dig produces 
holes which are straight and cylin- 
drically shaped, permitting bulbs to 
rest right on the bottom. Made of 18 
gauge welded steel tubing with bond- 
ed, chinese red finish, galvanized steel 
foot rest and natural-finish wood 
handle. Available in three sizes. Prog- 
ress Products, Inc., Dept. AL, 3160 W. 
82nd St., Cleveland 9, Ohio. 


Por more data circle No. 27 on coupon, p. 166 


Savannah Oak Paneling 


Savannah oak paneling in random 
widths, factory prefinished and pack- 
aged with a new installation method is 
claimed to be so simple that anyone 
can install a complete wall quickly. 
In 6”, 8”, 10” and 12” widths, the 8’ 
planks are packaged in a quantity to 
cover 96 square feet of wall. Each 
Savannah Oak paneling carton comes 
complete with 96 lineal feet of spe- 
cially grooved furring strips and a 
supply of metal clips. Georgia-Pacific 
Plywood Co., Dept. AL, 270 Park Ave., 
New York, N. Y. 


For more data circle No, 28 on coupon, p. 166 
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Free! 


WITH A MIXED CRATE 
OF CONSOWELD 6 OR 


DISTRIBUTOR ... THIS 


Bic cnu> cue satin stn ihtp ean de ees ec enniia die ae 


Consoweld, the nation’s finest plastic 
surfacing, has the fastest selling line of 
patterns and colors on the market today. 
These patterns and colors have been 
consumer preference-tested by Color 
Research Institute of America, Conso- 
weld is available in both Consoweld 6, the 
standard |/16-inch thickness for appli- 
cation by both amateur and professional 
craftsmen, and the new extra-thick Con- 
soweld 10—1 /10-inch thickness for sure, 
easy, on-the-job application to counters 
and walls—kitchens, bathrooms, shower 
stalls, libraries, playrooms—many other 
applications. Hundreds of commercial 
applications—stores, restaurants, shops, 
offices, reception rooms—anywhere that 


CONSOWELD 


the nation’s finest plastic surfacing 


Good. fyb a, colorful, Lil pime, 


BUILDING Propucts MERCHANDISER 


CONSOWELD 10 ORDERED 
THROUGH YOUR CONSOWELD 


qonasower 


The Consoweld Sales-Builder Sampling Display goes 
on your counter or on your wall. Puts actual samples 
of Consoweld’s beautiful new color-tuned patterns right 
in your customer's hands, Free with a mixed crate of 
fast-selling Consoweld 6 or Consoweld 10. 


a beautiful, long-lasting, low-mainte- 
nance plastic laminate is desired. Conso- 
weld 10 goes right over sheathing-grade 
plywood—even over concrete and cinder 
block! Large panel sizes and fast appli- 
cation offer big savings. You can get this 
business now, Start today, by getting 
your Consoweld Sales-Builder Sampling 
Display showing the complete range of 
new patterns, colors, wood grains, and 
marbles, 

Yes, this $19.50 Consoweld Sales- 
Builder Sampling Display is yours, abso- 
lutely free, through your Consoweld dis- 
tributor, with a mixed crate of Conso- 
weld 6 or Consoweld 10, Your choice of 
four standard package deals of fast-sell- 


ing Consoweld color-tuned patterns, 

The display sits on a counter, or you 
can take off the brackets and mount it 
on the wall. Along with the display you 
get six complete sets of Consoweld 
samples, and a complete literature as- 
sortment—either “*Have-It-Done”’ (pro- 
fessional application) or ‘*Do-It-Your- 
self”’ versions, 

If you want the display alone, you can 
buy it from your distributor for only 
$9.75 (less than cost), complete with 
samples and literature. 

There is no other deal just like this 
available, Only your Consoweld distrib- 
utor can make this outstanding offer. 
Phone him today, or mai! the coupon. 


a ee THIS COUPON TODAY*~~-~-~-~ 


Please ask my Con- 
soweld distributor 
to send me details of 
the Consoweld Sales- 
Builder Sampling 
Display, showing 
the completely new 
Consoweld line 


----------- 


Consoweld Corporation, Wisconsin Rapids, Wisconsin AL 
NAME 
FIRM 


ADDRESS 


EE SS 
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Manufacturers 
and 
Wholesalers of 
ALL 


WEST 
COAST WOODS 






< : “ 


’ 
# ¢ 


LUMBER WHOLESALERS 


P.O, Box 367 


Medford, Oregon 
Phone 2-5291 
Teletype MF 76 
. 

Joe Hearin, Owner 
* 


Branch Office — 
fureka, Colif. 































CONSUMERS | 


WATERPROOF. 
‘TILE BOARD? 


© The quick, clean, easy way to put 
up tile board, any thickness — 
permanently! 


@ Never sets brittle...won't dry 
evt and pull away. 


© Waterproof. Contains special 
rubber base. 


®@ Economical, Covers 150 sq. ft. per 
gallon 


®@ Available in quarts, gallons, 5 
gallons. 


— @ 
ORDER FROM YOUR WHOLESALER - 


OR DIRECT FROM US 
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NEW PRODUCTS 


(begins on page 118) 








New Door Hardware 


Improved door hardware, including 
new plastic guides and rugged nylon 
wheels, is announced by the manufac- 
turer. The new guides are pressure- 
molded of high-impact plastic. New 
Leigh Duo-Guides for by-passing doors 
are claimed to eliminate the conven- 
tional metal strips or cutting a slot in 
the bottom of the door. Duo-Guides 
may be adjusted to fit 1%”, 1%” and 
%” doors. The pocket door guide is 
molded in one piece. New Nylon Roller 
Wheels are included in both pocket 
door and sliding door hardware. Leigh 
Building Products Div., Air Control 
Products, Inc., Dept. AL, Coopersville, 
Mich. 


Vor more data circle No. 29 on coupon, p. 166 





New Consolaire 


The Consolaire air conditioner fea- 
tures Remington’s exclusive adjust-o- 
mount and can be mounted flush with 
the building line, flush with the window 
line, adjusts up or down, in or out for 
every installation need. It is said to be 
ideal for either window or through- 
the-wall installation. It can be recessed 
in the wall, since it has no controls 
or air openings on the top or sides. 
Remington Corp., Dept. AL, Air Con- 
ditioning Div., Auburn, N. Y. 


For mere data circle No. 30 on coupon, p. 166 


Paine Hanger Iron 


Insulation bats are now being in- 
stalled in all-metal quonset type build- 
ings by a new method using Paine 
perforated hanger iron. Special weld 
screws with large perforated heads 
are set in mastic on the corrugated 
metal siding. As the insulation is ap- 
plied, weld screws are forced through 
the bats and a continuous roll of Paine 
hanger iron is unrolled and slipped 
over the protruding screws. Paine Co., 
Dept. AL, Fullerton Ave. and West- 
gate Road, Addison, III. 


For more data circle No. 31 on coupon, p. 166 








Belt and Disc Sander 


A new combination belt and disc 
sander has been developed by Duro 
Metal Products. This Duro model in- 
cludes a balanced heavy duty 10” dise 
and a versatile 6” belt sander on a 
24” surface. The belt sander can be 
operated horizontally or vertically. 
Standard equipment on this new Duro 
heavy duty model MD3066 includes 
work table mitre gauge, machine pul- 
ley, one each aluminum oxide belt and 
disc. Duro Metal Products Co., Dept. 
AL, 2651 N. Kildare Ave., Chicago 39, 
Ill. 


For more data circle No. 32 on coupon, p. 166 





Tak-A-Part Picnic Stand 


Midwest Metal Stamping Co. has 
designed a new tak-a-part picnic stand 
which can be made into a picnic table. 
The homeowner can use scrap lumber 
from his dealer to complete the assem- 
bly of the table. Most unique feature, 
says the manufacturer, is its Walk-in- 
Feature which eliminates having to 
craw! over the seats to sit down at the 
table. Midwest Metal Stamping Co., 
Dept. AL, Kellogg, lowa. 


For more data circle No, 33 on coupon, p. 166 





Glissade Bathroom Vanities 


Glissade is introducing its latest 
bathroom vanity catalog with a wide 
selection of 180 styles and designs. All 
Glissade vanities have one piece fully 
post-formed lifetime Formica with a 
no-drip front edge and coved back. 
Cabinets are m by expert crafts- 
men. Liebman Wood Industries, Inc., 
Ty 769 Chauncey St., Brooklyn 


Fer more data circle No. 34 on coupon, p. 166 
(continued on page 134) 


March 7, 1955, AMERICAN LUMBERMAN & 











ee 






































Ee Ye ee 


. a 
* . -* 
EO") tet aT 
- Lip re Matches 
ade BA See 
~ —_— -<-—- \ ®& i 
c. ams —_— » Le r 
_ o , a 
ONO NSH aly = — —— ‘ 
} tot ey ~ " , 
’ 
; are" a 
4 
| — 


“ EVERYTHING HINGES OW HACER” 
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C. Hager & Sons Hinge Mfg. Co. + 139 Victor Street + St. Louis 4, Mo. 
Founded 1849 —Every Hager Hinge Swings on 100 Years of Experience 
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NEW PRODUCTS 
(begins on page 118) 
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New Roof Ventilator 


The new improved Leigh oot ven- 
tilator now has a top formed from a 
No-Skid Floor Finish liquid plasti single piece of metal, and is styled to 
a A "ani: a te ~“ give low sitheustie that blends with 
oT ma Se , any roof line. A one-piece base with- 
NovSkid; the new product is'an emul- out joints prevents leakage. New de- 
NO-s ’ , , . m oO nave 
sified, colorless liquid. | Applied with rm ait ay som previous one oad Leigh 
mop or applicator, it is said to R.4 roof ventilators are made in two sizes, 
on ae lanes, Se ‘ca and ave qralionle in gaivenined metal 
non-giare ERISh. Mo-% Scom- or aluminum. Leigh Building Products 
—— for pies ow idiot eee’ Div., Air Control Products, Inc., Dept. 
painted or enamelec ' , 


: : AL, Coopersville, Mich. 

Beauty Queen Cabinets asphalt on) NE For more data circle No. 38 on coupon, p. 166 
faa or magnesite floors. i- 
Newest =. oe Deouty waeee dustrial Products Co., Dept. AL, Uai- 
, shin ase cab- : Shverwes: gay “hae . 
poe ne ry Fen anit. De- aed Center Station, Cleveland 6, Garage Door Operator 
j ’ ». . . . 

signed for tray storage, it can pe “thee For more data circle No. 36 on coupon, p. 166 Expansion of its anne auto- 
verted for utility purpose with the matic garage door operator line to in- 
installation of a sifdin utensil rack clude a Key Lock Switch model and 
fitted with se seed F. x. gee Dura-Weld hydraulic hose ond radio erates types 

, : M ; if ; . 4 . 
1” Rh yy of kitchen cab- A new scientific bonding agent, Pe oon = apa Aigo 4 oe aoa team 
inet. Two Beauty Queen full height Dura-Weld, is being marketed by Penn ae ak ae dad take omtioes 
models are now available. One with Crete Paint Co, The new product bonds yond gp Bey Aga Mlggere om 
two shelves in top door compartment new concrete to old concrete, bonds ce will work on light and heavy everhead 
serves as a broom closet; the other ment, plaster, acoustical plaster, gyp- residential doors up to 16° x 8’. The 
model has four additional shelves in sum plaster, etc., to almost any clean, Dilenss Wenctasenion On. Deot. AL. 
the bottom section to provide storage firm wall, ceiling or floor surface. Penn ian Chie, , 
area. Toledo Desk & Fixture Corp., Crete Paint Co., Dept. AL, 4528 p< scgee OS OB EO 
Dept AL. Maumee. Ohio. Tacony St., Philadelphia 24, Penna. For more data circle No. on pen, p. 
For wns pan clrele Ne. 55 on coupon, p. 166 For more data circle No. 37 on coupon, p. 166 (continued on page 136) 


ANACONDA potty 


COPPER Sel es 


MINING COMPANY | | sicxus,proaucs ae 


ey selling items for 
uilding supply dealers 
because they are al- 
ways in demand. If you 
are not getting your share of this 
business, write for literature and 
get acquainted with the Stewart 
line, Dealers everywhere are mak- 
ing extra profits through the sale 
of Stewart products. Write for 
catalogs today. 


Other Settees, Flagpoles 
Stewart QI" “Saws” 


| Lumber Department | inv, ) =e. 


THE STEWART IRON WORKS CO., INC. 


BONNER, fapevtn to Shetel Robvication'Sloco tans 
MONTANA 
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SATONE is selling its way to new records every week. FLATLUX 
eeps its favored position, too! 

Keer 4 saan eompba THE PATTERSON-SARGENT COMPANY 
Lively, new colors that sell on sight! New Painting Ease! Never 1325 East 38th Street 

Cleveland 14, Ohio 


before a pair. of favorites that have the greatest cust 
Tell me more about BPS proved Merchandising Plan to 


oppeal—broadest market potential—of any int r paint Step Out and Sell 

in America Al 
And, with them, a BPS Merchandising Plan. that ndut NAME 

cated anywhere a personalized plan that f bark STORE NAME 

your own business for MORE SALES 1G) 4 a ael i l@h sa. ADDRESS 

GREATER PROFITS CITY 


Cash in on the unbeatable pair and th pt 
WRITE TODAY! 











NEW PRODUCTS 


(begins on page 118) 





Picnic Grill 


A new revolving picnic grill manu- 
factured by the Calhoun Manufactur- 
ing Co., is available in two models. 
One model is constructed of 3/16” 
metal, the other is made with 14 gauge 
metal, The grill can be mounted on 
a slab of cement with a bolt sticking 
up, or on a two inch pipe stuck in the 
ground. Complete fireplace of brick 
or stone can also be built around the 
grill if a rmanent installation is 
desired. Calhoun Manufacturing Co., 
Ine., Dept. AL, Cedar Fall, lowa. 


For more data circle No, 40 on coupon, p. 166 


Adjusta-Pak 


The Adjusta-Pak method of pack- 
ing utilizes eight modular units of 
slotted and scored fibreboard sheets, 
which, when assembled act as an outer 
pack to smaller packages. All sections 
are identical and interchangeable. 
They telescope allowing the sections 
to conform to the inner containers. 
Stock sections contain shipments 
ranging in size from 18”x18"x7" up 
to 38”x28/’x24”. Other sizes may be 
designed to fit specific requirements. 
Signode Steel Strapping Co., Dept. 
AL, 2600 North Western Ave., Chi 
cago 47, Ill. 


For more data cirele Neo, 41 on coupen, p. 166 


New Aftic Fan 


A newly designed attic fan will be 
marketed for the first time this year 
by Consolidated General Products, Inc. 
To be trade-named the Conso Wind 
master, the fans will be available in 
sizes ranging from 24” to 48”. The 
Windmaster will operate in either a 
vertical or a horizontal position, and 
is fire-protected by the thermal over- 
load switch built into the motor, Con- 
solidated also produces an aluminum 
ceiling shutter to be used in conjunc- 
tion with the attic fans. Consolidated 
General Products, Inc., Dept. AL, 
Houston, Texas. 

For more dete circle Ne. 42 on coupon, p. 166 
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Speed-Seal Floor Finish 


Bruce Speed-Seal floor finish is said 
to be a semi-penetrating seal with a 
drying time in the range of shellac. 
In keeping with the current trend to 
natural-wood colors in floors, this fin- 
ish leaves a light color that will not 
darken or wash out under ordinary 
wear. When a darker shade is pre- 
ferred, the finish may be tinted with 
dry colors. Available in quantities of 
two gallons, five gallons, 30 gallons 
and 55 gallons. E. L. Bruce Co., Dept. 
AL, 1700 Thomas St., Memphis, Tenn. 


For more data circle No, 43 on coupon, p. 166 


Steel Kitchen Cabinets 


All wall, base, sink and utility cab- 
inets in the Beauty Queen line are now 
factory produced on a regular produc- 
tion schedule in four popular colors. 
Buyers of Beauty Queen kitchens 
have their choice o astel pink, 
green, yellow and sand. Toledo Desk 
ere Corp., Dept. AL, Maumee, 

io. 


For more data circle Ne. 44 on coupun, p. 166 
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New Sun ‘n’ Surf Line 

The new, 1955 Sun ’n’ Surf folding 
chairs are engineered to combine 
beauty and durability and yet remain 
in the popular, low-price field. Fade- 
proof Saran coverings are sewn with 
orlon thread for weather resistance 
and durability. Other exclusive Sun ’n’ 
Surf features are said to include 
spun-end tubing, factory applied plas- 
tic coating on arms, and a new method 
of attaching webbing to frames. Also 
featured in the new line is the Fold- 
A-Way aluminum table. All-Alumi- 
num Products, Dept. AL, 36th & Reed 
Sts., Philadelphia 46, Penna. 


For more data circle No. 45 on coupon, p. 166 


Natchez Pilgrimage Colors 

The Mobile Paint Manufacturing 
Co. has announced two new lines of 
Natchez Pilgrimage colors in flat 
enamel and alkyd Luster-Namel. Nat- 
chez Pilgrimage colors are available 
in 16 colors and white odorless flat 
enamel and matching odorless Luster- 
Namel. These colors are designed for 
decorators and homeowners as well as 
the master painter. Mobile Paint Mfg. 
Co., Dept. Rt. P.O. Box 1686, Mobile, 
Ala. 


For more data circle No. 46 on coupon, p. 166 


(continued on page 138) 





answers, see page 138. 


iness. 





5. What is Koylon Foam? 


houses? 


inventory in the office? 
9. What is Easy-Awn? 








What's YOUR Answer? 


Why not use this regular quiz as a sales training aid to help 
make sure your personnel remain well-informed? 


What's Your Score? 9 or 10 correct: Excellent! 
7 or 8: Good, 5 or 6: Fair. 


1, Who makes King Cotton Cordage? 


2. List three reasons why self-service is important to your bus- 


3. Who gives you hinges in “a new visible pak”? 


4, In dollar value, how much ornamental iron is sold annually by 
the Twin City Lumber & Moulding Co.? 


6. In terms of labor, what does the new-type copy machine save 
for the Wright-Bachman Lumber Co.? 


7. Who offers you a complete line of portable aluminum screen 
8. How does the Pine Lumber Co. visually keep track of its lumber 


10. How much does it cost dealers in Grand Rapids, Mich. to hold 
their bad debt losses to less than 1/10th of 1%? 


For the 
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HOLT HARDWOOD CO. 


Manufacturers of 


BIRCH e BEECH e 
STRIP e BLOCK 
and 
HERRINGBONE 
FLOORING 
. 


Hardwood Flooring Mill-Drilled For Nailing 
— A New Service 


o 
GRADED SAWDUST 
° 
High Grade Northern Hardwoods 


MAPLE e OAK 


Custom Kiln Drying 


Members: MF. M.A. NHL A. ON. M8 M.A. 


OCONTO, WISCONSIN 











“WEDGE-RITE” 
OVERHEAD “voor SETS 


WAYS 


L Setont rock 
; Fiectro-Gclvanited 


eerree'f| || 


4. All Stenderd 
Single & 2-Cer 


5. , ~ re Low Prices 


=> 0 $ 


There's a “WEDGE-RITE” overhead garage door set for 
every need! Single car sizes are available from 8'x6'6” to 
9’x7', two-car sizes from 14’x7’ to 16’x7’ and commercial 
sizes range from 9’x9 to 20’x12’ . . . for all doors 1%” 
or 1%” thick. 


Superior “WEDGE-RITE” door sets have all premium fea- 
tures yet are competitively low priced! 


DOOR SECTIONS! Truck loed or corload tots 
in stock sizes. Kiln dried, Dougles Fir, dowel 
construction, Lowest prices! 





WRITE FOR FULL INFORMATION 
AND PRICES! 


tut DOR-SET 
CORPORATION 
1641 N. OLDEN AVE. EXT., TRENTON 8, NEW JERSEY 


BuILDING Propucts MERCHANDISER 


Reduce Delivery Costs 
and Speed up Deliveries 


TRUCK BODY 


Load or Unload a Load 
or Half Load at a Time 
Co Beds Shipped KD 


Easy Assembly & Mounting 
Write, wire or phone for Cotalog end Prices 


The R-B COMPANY 


1921 Guinotte 
KANSAS CITY 1, MO. 











(To obtain more data on advertised products see page 166) 


FOR Distinction 

and Beauty 
more Business 

and Profit 


decor 


1014 1004 1005 LO1I0) §=61006 
ailees LOUVERED DOORS are a growing 


market, appealing to more and more customers, 
Made to your requirements with fast Midwest 
service and economies, 


Lol 


de’cor SHUTTERS offer many opportunities for 
extra, profitable business. The practicality and 
Grand Rapids craftsmanship of DE’COR shutters 
has made them leaders in this new field of window 
treatment. new illustrated booklet, with complete 


ite for sales information and profitable dis- 
Wr counts, Please use firm letterhead, 


STILES, INC. 
+) wae) mele?) $1555 Eastern Avenue, S.£. 
Grand Rapids, Michigan 
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( Here's the one that 
WON'T SHRINK 


This moderna plastic in 
powder form makes 
lasting repairs in tile, 
wood of plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 











Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
ear.” What's more, 
urham’s Rock- 
Hard Water Putty 
gives you by far the 
st profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink 
fall out or chip off. Durham's Rock-Ha 
Water Putty does not shrink. Absolutely 
not, It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical, Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-1b. cans to case, Keep some of each on dis- 
play. Available in 25, 50, 100-lb, drums for 
ndustrial users. Order from your jobber. 


The -PLASTIC Repair Material 









in POWDER Form 





= SRN se 
[2 LV Ns) 


For installing asbestos cement- 
type wallboard use Hassall 
wallboard drive screws. Spe- 
cifically designed with spiral 
threading for better holding 
power. Supplied with nickel- 
plated finish with either cas- 
_ ing or button heads. Advise 
quantities. Prompt delivery. 


JOHN HASSALL, INC 


P. ©. Box 216! 
Westbury, Long Island, N. Y. 
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NEW PRODUCTS 
(begins on page 118) 








Room Air-Conditioners 


Called a Builder’s Model, this new 
low-priced built-in room air-condition- 
er fits snugly into the wall of a room. 
In addition to its use in private 
dwellings, the unit is being made 
available direct to builders of com- 
mercial buildings. In appearance, the 
Tywel air-conditioner is similar to a 
radiator grill. The unit is inserted in 
an opening under a window or alon 
any outer wall. Only 15” deep, 14° 
high and 32” wide, each unit is in- 
dividually controlled. Tywel Manufac- 
turing Corp., Dept. AL, 5702 First 
Ave., Brooklyn 19, N. Y. 


For more data circle No. 47 on coupon, p. 166 


Hammer Wrench 


The seven-way Hammer-Wrench is 
made of unbreakable metal and fea- 
tures two settings: a spring thumb 
slide setting for instant grip, and a 
fine screw setting for tightening. It is 
equipped with a case opener and nail 
puller on one end and a built-in ham- 
mer head on the opposite end. G. M. 
Co. Manufacturing, Inc., Dept. AL, 
ey 48rd Ave., Long Island City 1, 
N 


For more data circle No. 48 on coupon, p. 166 





Quiette Switches 


Two new Quiette Switches feature 
wire-lock screwless terminals and 
built-in shunts and are said to cut 
wiring costs by eliminating the need 
for pigtailing and splicing. Q-21 
Quiette switch has a grounding line 
internal shunt with the toggle con- 
trolling the hot line, while the hot line 
of the Q-22 supplies current to two 
screwless terminals. Arrow-Hart & 
Hegeman Electric Co., Dept. AL, 100 
Hawthorne St., Hartford 6, Conn. 


For more data circle No. 49 on coupon, p. 166 


Area-Crackage Calculator 


Newly announced is a direct reading 
calculator which the manufacturer 
says can be used to obtain areas of 
floors, ceilings, walls, etc., instantly. 
Areas of windows that should be 
treated as glass, either by opening 
size or glass size, are also readliy 


obtainable, along with the lineal feet 
of crack. Known as the Morton Area 
and Crackage Calculator, this new de- 
vice operates like a slide rule, yet 
reads direct. It is constructed of viny! 
plastic in a handy pocket size (3-%” 
x 9”). Paul 8. Morton Engineering 
Service, Dept. AL, 609 Bangor Road, 
Lawrence, Mich. 

For more data circle No, 50 on coupon, p. 166 
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Florivue 


Sliding glass doors, as manufactured 
by Floridor, are made in standard 
sizes ranging from two-door units in 
6'0"x6'8", 8'0”"x6’8” and 10'0”x6’8”, in 
four-door units from 12’0”x6’8”, 16’0”x 
68” to 20/0"x6’8” or by using mul- 
tiples. They also serve as separators 
between rooms. The doors are sold in 
pomees form, K.D. Floridor, Inc., 
a pt. AL, 4101 E. 11th Ave., Hialeah, 

a. 


For more data circle No. 51 on coupon, p. 166 





What's YOUR Answer? 


Solution to 
questions on page 136. 


1. John A. Graham & Co., Inc., whose 
ad is on page 2. 


2. (1) store traffic is speeded up, 
(2) sales per customer are increased, 
and (3) fewer people walk out un- 
served. If you are considering self- 
service, you can’t afford to miss the 
exclusive American Lumberman ar- 
ticles that start on page 56. 


3. Griffin Manufacturing Co. The 
firm’s advertisement is on page 17. 


4. $15,000. The facts on how displays 
sell popular ornamental iron are in the 
article on page 74. 


5. Foam rubber cushioning made by 
the United States Rubber Co. The ad 
is on page 89. 


6. It saves the cost of a full-time 
typist. The story on the machine is 
on page 80. 


7. Grand Sheet Metal Products Co. 
whose advertisement is on page 112. 


8. With a record board made of per- 
forated hardboard and golf-tee sym- 
bols. Be sure to study this simple in- 
ventory method presented in the story 
on page 84, 


9. Do-it-yourself awnings and door 
canopies made by the Hough Shade 
Corporation. The ad is on page 157. 

10. About $25. The details on how a 
group of deaers cooperate to solve 
their bad debt problems are in the ar- 
ticle on page 92. 
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MALT-A-VENTS in dramatic groupings 
multiply window sales! 


Increase window sales by stocking and selling 
MALT-A-VENTS . . . the modern, versatile wood win- 
dow units that combine quickly and economically 
into eye-catching multiple arrangements. You will 
find they are “magic” when it comes to buy-appeal 
and distinction for homes in every price range. 
Recommend MALT-A-VENTS with confidence and 


watch your window sales climb due to the larger 
number of units required for multiple installations. 
As with all other Malta Wood Window Units, 
MALT-A-VENTS are precision-milled from the high- 
est-quality western pine. 

Sell MALT-A-VENTS and profit. See your nearest 
Malta Jobber, now! 


Supreme Quality Since 1901 


MFG. CO. 
Sales Office: Athens, Ohic 


Carton-Packed for Convertible ... use Drafts Seaied Out! 
easy handling 2 units, as awning or casement with- Metal weatherstripping con- 


WesdteN hums end WW mA. 
giazed and with hardware, out changes . . . opens to tacts sash at ai! points Stee ath PO He 


in each sturdy carton! full 90° for easy cleaning! Handy bar opener is standard 
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Dealers! Dealer Groups! 


» « for yard personnel 
- for contractors 
« for architects 
+ for housewarming 


+ for any special occasion 


DOUGLAS FIR PLYWOOD ASSOCIATION 








Your best source of 
reference, on who 
makes any particular 


building product, is the: 


April 4, 1955 
DEALER 
PRODUCTS 
FILE 
Issue of 
AMERICAN 
LUMBERMAN 


@ BUILDING PRODUCTS 
MERCHANDISER 





140 (To obtain more data on advertised products see page 166) 





“> SALES AIDS 





Disposable Saw Blade 


The Roc-Edge disposable blades are 
said to offer the retailer an opportunity 
to satisfy 90% of his blade requests. 
The RE-65 merchandiser displays eight 
8” and eight 6” Roc-Edge disposable 
blades plus a full 6” Roc-Edge dado 
set. Seven different arbor hole combi- 
nations in each blade size fit 24 differ- 
ent models of power saws. Rocco 
Products, Dept. AL, 2916 Fourth Ave., 
§0., Minneapolis 8, Minn. 

For more data circle No. 52 on coupon, p. 166 





Billings Salespace Maker 

A floor-to-ceiling display is offered 
to dealers by Billings & Spencer. The 
new unit centers on an adjustable- 
height aluminum pole occupying only 

a four-inch circle of floor space. This 
odie supports six revolving display 
peat on which are featured Billings’ 
line of Life-Time wrenches and sock- 
ets. Identified as the Billings Sale- 
space Maker, the new unit places the 
revolving display boards in the waist 
to shoulder selling zone. Billings & 
Spencer Co., Dept. AL, 12 Laurel St., 
artford 1, Conn. 

For more data circle No. 54 on coupon, p. 166 


Display Board 


This palette-shaped 


display has 
mounted up 


n it Penn-Akron’s com- 
lete new of concave knobs and 
vackplates. All the popular finishes 
are shown, including bronze, copper 
and a combination of black and brass. 
The dephay board is available free to 
the trade with orders for stock. Penn- 





Akron Hardware Corp., Dept. AL, 
Woodside 77, N. Y. 


For more data ‘circle Ne. 54 on coupon, p. 166 
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amp 


Doodle Pad and Calculator 

Kochton Plywood and Veneer Co. 
uses a Giant Doodle Pad to keep its 
name before its lumber dealer cus- 
tomers. The pad, 17” x 22”, has 25 
sheets mounted on a cardboard back 
and is recommended for desk use by 
the manufacturer. Kochton also sug- 
gests a handy Footage and Price Cal- 
culator to help its customers save 
valuable figuring time. It can also be 
used as a profit calculator. A Giant 
Doodle Pad and the plywood and lum- 
ber calculators can be obtained by 
writing on company stationery to 
Kochton Plywood and Veneer Co., Inc., 
Dept. AL, 509 W. Roosevelt Road, 
Chicago 7, Ill. 


For more data circle No. 55 on coupon, p. 166 





Paint Display Stand 

A four-tier paint island display 
stand designed to feature a complete 
stock of Satin Luminall or other yo" 
inall products is announced by tome 
all Paints. Designed for use by dealers, 
the stand sets up quickly and requires 
no bolts or screws for assembling. It 
measures 44”x30"x50”. The island 
display has space for 48-gallon-sized 
cans of paint and 120 quart cans. 
Luminall Paints, Div. of National 
Chemical & Manufacturing Co., Dept. 
AL, Chicago 9, Ill. 


Fer more data circle No. 56 on coupon, p. 166 
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with satin polished 4 polished Mies 


finishes. Taylor Loc Co., Dept. AL 
2034 W. Livpineott, ‘St Philadelphia, 
Penna. 





For more data circle No, 58 on coupon, p. 166 





Insulation Packaging 


Samples of Spun Blanket Insulation, 
a new product by Baldwin-Hill Co., 
are being shipped in this all-color cor- 
rugated package, which permits easy 
removal of the product for examina- 
tion. A single box with handy tuck- 
flap opening is used. Baldwin-Hill’s 
magic blanket symbol and its logo, 
and Good Housekeeping guaranty seal 
are featured on the package, which 
is produced by Stone Container Corp.’s 
Eastern Division, Penna. Stone Con- 
tainer Corp., Dept. AL, 4200 W. 42nd 
Pl., Chicago 32, Il. 


For more data circle No. 57 on coupon, p. 166 
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Chain Door Fastener 


Slaymaker Lock has introduced a 
chain door fastener of solid cast brass. 
Each fastener is individually boxed 
and six are packed in a display packer. 
Both individual boxes and display are 
done in black, yellow and white. In 
addition to the standard machine fin- 
ish, the #388 chain door fastener is 
available in full polish and chrome 
finishes. Slaymaker Lock Co., Dept. 
AL, Lancaster, Penna. 


Staples Display For more data circle No. 60 on coupon, p. 166 
Door Knob Vue-Pack A new dispensing display has been 


Acetate windows accent the beauty announced by Bostitch. Available to all Do-It-Yourself Display 

| of door knobs in the new consumer Bostitch building supply dealers, the All items displayed can be inter- 

Vue-Pack designed for serve-yourself, red, white and green unit displays the changed according to individual dealer 
do-it-yourself selling. No. 400 packed handy new 1,000-pack boxes of staples requirements. Shown on this display 
with two-inch diameter fluted glass for Bostitch stapling hammers and are roofing and siding brackets, plas- 


knobs; No. 410 with 2%” diameter tackers. Bostitch, Dept. AL, 1023 Me- : r Sa (pew 
brass plated knobs. Also available with chanic St., Westerly, R tering jacks, auto-top carriers. Floor 


| two-inch and 2%” solid brass knobs For more data circle No, 59 on coupon, p. 166 (continued on next page) 
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THIS BRAND IS YOUR GUARANTEE OF A PERMANENT 
SUPPLY OF HIGH GRADE WEST COAST LUMBER IN 
ALL SPECIES 


CANADIAN ForREsST PRODUCTS LTD. 


EBURNE SAWMILLS DIVISION 
VANCOUVER, B.C. 
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board of the unit will carry a sub- 
stantial stock of the merchandise dis- 
played. The do-it-yourself display 
comes complete on wheels in full color, 
and is available from the manufac- 
turer at cost. Newark Ladder & Brack- 
et Co., Dept. AL, Walnut and Central 
Ave., Clark, N. J. 


For more data circle No. 61 on coupon, p. 166 


Dealer Display Kit 


A new display kit designed to as- 
sist retail dealers in the promotion of 
Bolta’s Decor-Eze, a new self-adhesive 
vinyl covering material, has been an- 
nounced by the manufacturer. Decor- 
Eze is made with a face sheet of 
Boltaflex vinyl precoated with ad- 
hesive and protected with a paper 
becnny 2 The user simply peels off the 
paper backing and the material sticks 
in place. The point-of-sale materials 
in the kit include display cards, pos- 
ters, window streamers and glossy 





photos dramatizing various a? 
tions. Bolta Products, Dept. AL, 
605, Lawrence, Mass. 

For more data circle No. 62 on coupon, p. 166 


Box 





Color-Toner Display 


This counter color merchandising 
display is being used by Sapolin Paints, 
Inc., to announce its new Color Toner 
part tinting system. Color Toners al- 
ow the preparation of custom colors 
for use on all the company’s indoor 
and outdoor paints including latex, 


alkyd, oil and rubber base. The dis- 
play mounts a series of color cards 
on reeling panels. Sapolin Paints, 
Inc., Dept. AL, 229 E. 42nd St., New 


York 17, N. Y. 


For more data circle No. 63 on coupon, p. 166 





New Americana Hardware 


A stand-up display board, featuring 
actual samples of New Americana 
hardware, is now available. The board 
has mounted on it samples of New 
Americana semi-concealed and flush 
hinges, knobs, drawer pulls and E-Z 
rubber roller catch. The New Ameri- 
cana line is available in star-brite 
black, antique-copper, and brushed 
brass finishes to blend with any decor. 
Star Metal Products Co., Dept. AL, 
370 Butler St., Brooklyn 17, N. Y. 


For more data circle No. 64 on coupon, p. 166 




















TERRIFIC!...SALES...PROFITS...FROM 


PERRY DOOR CO. 


MANUFACTURERS O 


“KAMBERCORE” 


FLUSH DOORS 


Beauty-"’Plus”’ 
Doors! 


The exquisite beauty of fine hard- 
woods plus the exclusive features 
found only in “Kambercore” Flush 
Doors are the answer to all your door 
problems! With “Kambercore,” you 
are protected against warping, twist- 
ing or delaminating. They stay flat, 


proof, Built for quality, priced for 
economy! ... the reason why “Kam- 


and more in demand today! 


CONSTRUCTION 


The exclusively designed and 
engineered construction In 
"Kambercore" gives permanent 
rigidity and solidness in all 
directions . . . to keep straight 
and true for the life of its in- 
stallation. 
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EXCLUSIVE “KAMBERCORE” | 


fit flush and are practically sound- | 


bercore” Flush Doors are more | 


| Seven Bessler models, to 


EXTRA 5% DISCOUNT 
ON BESSLER [oAnanns 


STAIRWAYS 
now offers you 


Extra 
Profit! 


Limited Time Only! 


Bessler now offers you an 
EXTRA 5% on your regulor 
trade discounts, to encour- 
age you to stock, demon- 
strate and sell this famous 
disappearing stairway! Lim- 
ited time offer only, so 
send your order for one or 
more units right now! 


Millions of Bessler units 
now in use. Millions of 
homes, outbuildings, of- 
fices, commercial establish- 
ments need this efficient 
sicirway. There's a big 
morket for you in your 
community! Popular prices! 


Don’t delay! Send your 
diately! Get a d trator 





FREE CATALOG 
AND WALL CHART! 


order im 
model on your floor and start selling 
Bessler Disappearing Stairways under 
this special limited 5% extra discount 
offer now! 





meet every need, pictured 
ond described in these ef- 
fective selling tools. Write 
or wire today! 


BESSLER DISAPPEARING STAIRWAY CO. 


1900-8 East Market Street, Akron 5, Ohio 
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GENUINE 
DOUGLAS FIR PLYWOOD 


: PLYSCORD 


INTERIOR TYPE GRADEC-D 


You canbe sure when you %& Mp ¢ 
see this DFPA Trademark 


, f 


Genuine PLYSCORD Sheathing 
Marked in Big, Bold Letters 
for Positive Identification 


wsier than ever ft ne ire melalbielaaa quality wher yOu 








DFPA 


NEW 


et eee re 
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When you 
need a 

check list 

for ‘“‘package 


selling’... 


To quickly lay 
your hands on a 
list of the mate- 
rials that go into a 
building package 
. . « Such as an 
added bathroom, 
bedroom, kitchen, 
recreation room, 
or garage... 
consult the new 
“‘Eind-Use Pack- 
age’’ Selling 
Guide, an exclu- 
sive feature of the: 


April 4, 1955 
DEALER 


PRODUCTS 


FILE 
Issue of 


AMERICAN 
LUMBERMAN 


4 BUILDING PRODUCTS 
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Single Copies: $2.00 














Straddle Truck 


The Hyster Co. has announced avail- 
ability of a new 20,000 pound capacity 
straddle truck. The new unit, model 
MD, has a lifting capacity 2,000 
pounds greater than that of the pre- 
vious similar M3 model of 18,000 
pounds’ capacity. Power has been in- 
creased from 82 hp to 91 hp with a 
Hercules model JXE-3 “L” engine. 
Mechanical improvements are said to 
include a 12-inch clutch, vacuum power 
brakes and heavy-duty hypoid differ- 
ential. Hyster Co., Dept. AL, 2902 
N. E. Clackamas St., Portland 8, Ore. 


For more data circle No. 65 on coupon, p. 166 


ash 


Floor-King Machines 


American Floor Surfacing Machine 
Co. has designed a series of all-new 
Floor-King maintenance machines. 
The all-new standard models range 
from % to 1 hp in 14”, 16” and 19” 
sizes. The all-new heavy duty has 
added power and is suitable for com- 
mercial-industrial jobs. Motors range 
from % to 1% hp in 14”, 16”, 19” and 
23” brush sizes. American Floor Sur- 
facing Machine Co., Dept. AL, 589 S. 
St. Clair St., Toledo 3, Ohio. 


For more data circle No. 66 on coupon, p. 166 


Low-Profile Truck 


A new low-profile rider-type fork 
truck for highway truck loading or 
other low headroom operations is an- 
nounced. Seat of the truck is 32” above 
the ground. The operator’s head is 
less than 68” above the ground, height 
of the fork masts. Single lift is 52”, 
telescopic lift 102”. The unit is avail- 
able in capacities ranging from 1,000 
to 4,000 pounds monolift or duolift. 
Automatic Transportation Co., Dept. 
AL, 149 W. 87th St., Chicago 20, Ill. 

For more data circle No. 67 on coupon, p. 166 
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Chipmunk Riding Tractor 
The Chipmunk has been added to the 
small powered equipment line of the 
Strunk Equipment Co. The Strunk rid- 
ing tractor is a versatile, lightweight, 
2% hp all-steel, rubber-tired toiler. 
Attachments now available include a 
reel type lawn mower, a leaf sweeper 
and a utility cart. Strunk Equipment 
Co., Dept. AL, Coatesville, Penna. 


For more data circle No. 68 on coupon, p. 166 





The Avalanche Machine 


The Avalanche nail feeding and po- 
sitioning machine is claimed to double 
production in house shingling, siding 
and floor fastening operations. It is 
said that this unit reservoirs, feeds 
and positions the nails automatically, 
so the mechanic needs only to (rub- 
ber) hammer the knob. The automatic 
feeding and 
are actuated 


ositioning mechanisms 
y the manual hammer- 


ing operations. This two-pound unit 
may be operated in any position. Vera 
Products, Dept. AL, 4041 Ridge Ave., 
Bldg. #17-B, Philadelphia 29, Penna. 


For more data circle No. 69 on coupon, p. 166 





Mortar and Plaster Mixer 


U. S. Forge & Foundry Co. has 
made available a small mortar and 
plaster mixer. It is claimed the ma- 
chine will perform the work of several 
men mixing by hand. Three sets of 
beaters provide a criss-cross mixing 
action. e machine has a capacity 
For more data circle No. 70 on coupon, p. 166 

(continued on page 148) 
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See Page 12! 


FOLDING LEGS Dining Tables 
Hoe 


Make Tables, Platforms, Work Benches 
. Quickly, Easily, Inexpensively! 


A natural for the big “do-it-yourself” 

market! Perfect for easy sales to homes, 

churches, caterers, offices, factories! Bo 
Sturdy bright-plated steel Atlas Folding shell if desired. 
Legs are easily screwed onto wood, 

plywood, flush doors, etc.; create extra 

sales of materials! They lock into posi- 

tion open or closed; provide plenty of 

leg-room: make tables that support a 

ton or more! BIG INTRODUCTORY 

OFFER PUTS YOU IN BUSINESS WITH 

SELF-SELLING DISPLAY FOR ONLY 

$72.00 . . . send coupon today! 








ATLAS LEGS ... IN SIZES TO 
MAKE TABLES FOR ANY USE... 
Introductory offer includes 12 sets 
of legs plus handsome display, 
$87.00 value, for only $72.00— 


returns $119.40, 40% profit, at list 
BARN POLES price of $9.95 set. 
FOR ENDURING 
FARM CONSTRUCTION . REE with introdue- 


© Quality Lodgepole Pine poles tery oBes. 

from our own timberlands are i AMA 

straight, strong, uniformly ta- e foe & Reed Sts., 
pered. Treated poles (penta or a hile. 4, Pa. 


creosote) can be included with 


d f d . a 
eed i a FILL OUT AND MAIL COUPON TODAY 


Write for information. All-Luminum Products 
36th & Reed Sts., Phila. 46, Pa. 


(1) Rush me Introductory Offer of 12 sets of Atlas Legs, 


J NEILS including FREE display 
ae , 


( Send literature and salesman. My 


LUMBER COMPANY, distributor is___— 


MILL AND TREATING PLANT Firm Name____ 
Address 


























__Zone. State 
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Unrolling a red carpet would be one way to 
give your customers and prospects extra ser- 
vice . . but there’s a better way to win friends 
and influence business. 


If you want to reach the people who are go- 
ing to be your customers not only now, but in 
the months and years to come, use HOME. 
Over 1600 lumber dealers have found that 
sending this helpful magazine to their 400,000 
customers and prospects is a profitable promo- 
tion—because HOME makes it easier for the 
consumer to buy. 


HOME Maintenance & Improvement is a 
full-sized, national consumer magazine, aver- 
aging over 64 pages per issue, plus full color 
cover bearing your name, address, phone num- 
ber and sales message. We mail it to your cus- 
tomer and prospect list—live names, not just 
occupants or boxholders. 


HOME « 


Maintenance & Improy ement 














Another effective service deveneges 
for the retail lumber and building 
roducts dealer by American Lum- 
rman and Building Products Mer- 
chandiser magazine. 














There is timely, worthwhile information 
for the homeowner in HOME. It is full of de- 
tailed photos and stories on home remodeling 
and repair, all referring to you, the local lum- 
ber dealer, as source of materials and infor- 
mation. Appeal is not only to the consumer 
who wants to do it himself, but to the man or 
woman who wants to do an intelligent job of 
buying a home improvement package from you. 


And, if a suitable mailing list might be a 
problem for you, we are prepared to supply a 
prospect list for you at nominal cost—compiled 
from proved homeowners in your trading area 
—available for nearly every U. S. city and 
town of 5,000 population and over. 


We want to give you full information about 
this solution to your local advertising prob- 
lems. Just fill in the coupon below and mail. 








Service Manager, Room 2000L, 

HOME Maintenance & Improvement 

139 North Clark Street, Chicago 2, Illinois. 
Financial 6-5380 . 


( ) Send us a information, with no obliga- 


tion, on HOME and its new homeowner mailing 
list service. 


( ) We already use HOME, but would like full de- 
tails on the new homeowner mailing list service. 


Business name 
Street____ 
RR crea a 


Your name 
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HOWTO MAKE SALES QU 
with CONTINENTAL’S new 
merchandising program 


% ae” 
eo 
eee. Ags 


Cash in now on Continental's big push to pull more sales through your 
door—hard-hitting advertising in leading farm magazines, rifle-fire direct 
mail to your prospects...ad mats, point-of-sale signs, decals, pass-out 
literature, radio scripts...all aimed at making your sales soar! Profit by the 
proved acceptance of Continental's line of 83 fast selling steel 

products. Tie in and cash in now. See your 

Continental salesman, or write. 


‘CONTINENTAL 


STEEL CORPORATION - KOKOMO, INDIANA 


PRODUCERS OF 












































@ BETTER SERVICE © BETTER QUALITY 


on 
DIRECT VAN aca 424 


(Within 600 mile radius) 
Coast-to-Coast Rail Shipment 





P.S. Here is beautiful top-quality 
flooring that is manufactured from 
genuine Ozark Mountain Oak. 
End-matched, NOFMA graded and 
carefully seasoned makes Padgett-Smith 
Oak Flooring easy to sell at a nice profit 
for you. It will pay you to investigate. 


Representatives in most states. Write or phone for particulars. 


me ae 
Papeerr. Omit FLOORING COMPANY weevtcin view, me 
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PROFITS 


“~.when you selt 
easy to install 


PANY € 8 


CONTOUR CANOPY 





a 
WEATHER-GUARD CANOPY 





WEATHER-GUARD AWNING 





FULL LOUVRE SHUTTERS 





For FREE ‘ 


NAME 


OF Gale. 


FAWSCO MFG. DIVISION 
Cuyahoga Falls, Ohio 


Awnings 
and Shutters 


pies, 


When labor costs go down, profits 
go up. Fawsco all-aluminum can- 
opies, awnings and shutters are 
packed with full instructions for easy 
installation, make an easy to sell “do 
it yourself” item. Easy to handle, fit 
80% of all doors and windows made. 
Six different styles to complement 
most architectural designs. Choice of 
green, red, blue or white baked 
enamel finish on sturdy aluminum. 
Will not rust, warp, or deteriorate. 





Distributorships available in a few 
choice areas. Write immediately for de- 
toils on adding this profit-boosting line 
of home accessories. 


FAWSCO MANUFACTURING DIVISION 
Cuyohoge Falls, Ohio 


AL-3-55 


Please mail me illustrated 4-color FAWSCO catalog. 








Colored 
TTT 


ADDRESS 


city 





STATE___. 
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March 





NEW EQUIPMENT 
(begins on page 144) 





of 2%-3 cubic feet of mixed material 
and is guarded. Mortarmix is avail- 
able without power or with gasoline 
engine or electric motor. U.S. Forge 
& eet Co., Dept. AL., Pulaski, 


aN. 


For more data circle No. 71 on coupon, p. 166 





eit) 


New Shaper Guard 


A new shaper guard, which encloses 
the shaper cutter and motor spindle, 
has been announced by DeWalt, Inc. 
The design of this type power tool - 
with the motor and cutting mechanism 
suspended above the work surface 
rather than below, is said to be the 
real key to the success of the new 
guard. It permits enclosure on all 
sides as well as the top of the shaper 
head. DeWalt, Inc., Subsidiary Amer- 
ican Machine & Foundry Co., Dept. 
AL, Lancaster, Penna. 


For more data circle No. 72 on coupon, p. 166 





Improved Truck-Man 


Truck-Man division, Knickerbocker 
Co., announces an improved model of 
its two-ton outdoor high-lift truck. 
Similar to the previous model 40, the 
Y-40 is said to feature many improve- 
ments. A new transmission with four 
speeds forward and reverse delivers 
speeds up to 20 mph. Six inches of free 
lift make it easier to load enclosed 
trucks or box cars. The mast is fab- 
ricated of channels rolled especially 
for lift trucks. Power is supplied by 
a 40 hp, four cylinder, valve in head, 
Ford industrial engine. Truck-Man 
Div., Knickerbocker Co., Dept. AL, 
536 Liberty St., Jackson, Mich. 


For more data circle No. 73 on coupon, p. 166 





More Dealers Than Ever 
Are Now Reading 
American Lumberman 
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A package stock guide on wood 
screws, phillips and slotted, for the 
Southern Screw Company, showing 
the sizes and finishes ready for 
prompt shipment from their one and 
one-half miles of shelf space at States- 
ville, N. C. is announced. Over 300,- 
000 gross of wood screws in package 
stock and 600,000,000 wood screws are 
ready for immediate packaging from 
bulk stock. Southern Screw Company, 
Dept. AL, P. O. Box 1360, States- 
ville, N. C. 


For more data circle No. 74 on coupon, p. 166 


A flush door folder is announced. 
The fully illustrated bulletin contains 
detailed descriptions of the company’s 
line of hollow and solid core doors. 
Grades, core construction, light speci- 
fications, sizes and measurements are 
covered. Folder, ptg. #10. Atlas Ply- 
wood Corp., Dept. AL, 1430 Statler 
Bldg., Boston 16, Mass. 


For more data circle No. 75 on coupen, p. 166 


Complete with diagrams and tables, 
this comprehensive, 20-page booklet 
explains the Stackbin system for 
handling and storage of parts and 
materials, how it works and how it 
saves. The complete line of stackbins, 
stackracks, pallets, movable bases, 


| LITERATURE 


stackshelves, assembly bins, nail bins, 
trucks and tool storage equipment is 
illustrated and described in detail. 
Stackbin Corporation, Dept. AL, 1175 
Main St., Pawtucket, R. I. 


For more data cirele No. 76 on coupon, p. 166 


An envelope stuffer and a sample 
tag of Soule fiberglass screening have 
just been released by Soule Mill, New 
Bedford, Mass. The Soule fibe glass 
screening is said to have a higher 
bursting strength than metal screen- 
ing. A feature emphasized in the new 
folder is its easy workability. It cuts 
with ordinary household scissors, has 
no sharp wire ends, and makes neat, 
tight screens in a jiffy. Soule Mill, 
Dept. AL, New Bedford, Mass. 


For more data circle No. 77 on coupon, p. 166 


A new cushioning, Bond-Foam is 
pure virgin foam rubber bonded with 
latex. Described in the brochure are 
Bond-Foam’s applications for count- 
less uses. It is available in a wide 
range of sheet sizes from %” to 4” 
thick and in various stock molded 
shapes. Adsco Molded Products Co., 
division of Greenwood Packaging Sup- 
ply Co., Dept. AL, 859-879 Summer 


Ave., Newark, 
For more data eivele ‘Be. 78 on coupon, p. 166 


How problem windows can be treat- 
ed decoratively and practically is illus- 
trated in the new catalog entitled, 
Architectural Window Decor, featur- 
ing use of fabric Louver Drape ver- 
tical blinds. Solving such architectur- 
al light control problems as skylights 
and transoms has added to the grow- 
ing ularity of fabrie vertical 
blinds. POW rite Yor Catalog A.LA File 
No, 85-P-3 (3). Vertical Blinds Corp. 
of America, Dept. AL, 1936 Pontius 
Ave., Los Angeles 25, Calif. 


For more data circle Neo. 79 on coupen, p. 166 


Three new plan sets of conservative 
modern furniture projects are avail- 
able. Each set contains five projects 
of medium size and simple design. 
Working drawings for each project 
are printed on the front and back of 
a separate page, punched for a loose- 
leaf notebook. Construction details 
are included on the back of each 
sheet, including finished lumber sizes 
and details where upholstering is 
necessary. Each plan set containing 
five projects designs costs only 25¢ 
each. Stanley Tools, Dept. AL, 111 
Elm St., New Britain, Conn. 


For more data circle No, 80 on coupon, p. 166 


Lumiclad, the insulated roof coating 
material applicable as a surfacing ma- 
terial on old or new roofs, has a new 
label. The colors of the new package 
match those of the new Modern Way 
folder, which shows the simple do-it 
yourself roof applications with Lumi- 
clad. Abesto Manufacturing Corp., 
Dept. AL, Wabash at Carl St., Michi 
gan City, Inc 

For more data circle No, 81 on coupon, p. 166 


(continued on page 151) 





Call STEM for Kiln Dried Hardwood 


Steamed American Wainut - Wild 
Cherry + Plain, Quartered, rift 
sawn soft textured White Oak 
and Red Oak - Honduras, African, 
Philippine Mahogany + African 
Burma Teak + Delta 
Red Gum + Tidewater Red and 
Pecky Cypress - Birdseye Maple- 
Butternut - Hard Maple + North- 
ern Birch + and many others. 


to Carload 


Lots Shipped 
Promptly 


Soft textured hardwood lumber— 
carefully manufactured and kiln 
dried at our own mill. Headquarters 
in the central west for all foreign 
and domestic species. We have the 
hard to get items in any thickness 
for overnight shipment 





Limba - 


Chester B. Stem, Inc. 


527 Grant Line Road 
New Albany, Ind. 











ALIFORNIA 


SUGAR & WESTERN 
PINE AGENCY, INC. " 


#1 MONTGOMERY ST. 
SAN FRANCISCO, CALIFORNIA 


. +. ADDS PRIVACY 
TO URBAN HOMES. . 











B® Timbe t-t-t- 


DOUBLE YOUR INCOME from 
your newspaper advertising by 
wsing our cartoons, More peo- 








ff) 


ple read cartoons than other 
style ads — you build more 
i , goodwill, FREE copy ideas 


SAVE your time. Hundreds of 
dealers have used ovr cartoons 
since 1947 with good results. 
Mats In ONE of TWO column 
sizes to fit any size od. Ex- 


























clusive city frenchises going 
fost. Write todey for FREE 
proofs of cartoons and full in- 











4 formation to: 
& 





"When ore ds} 
BOOKSHELVES?"* 


to tat ‘nits LIL-AD FEATURES 
Box 167, Long Beach, Calf, 





Neme 
Address 
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y of the Wise 
Masonry Expert . 








why Dur-0-wal is 
STRONGER, FASTER 
AT LESS COST 








Patented Dur-O-wal Sets 
the Pace for Reinforcing 
Quality and Performance 


asonry industry leaders @ Mechenicel Bond every 8 








throughout the nation hail 
butt-weld Dur-O-wal for per- 
formance, quality and economy. 


Masons prefer Dur-O-wol be- 
couse it loys flat works 
fost. . . handles easily. 


The masonry industry pre- 
fers Dur-O-wal. because it safe- 
guards the beauty of masonry 
by providing both vertical and 


inches of wall @ High Ten- 
sile Steel (100,000 p.s.i.), 
shipped in convenient 10 foot 
lengths @ Double Morter 
Leck ot each weld @ Electric 
Butt Welds place all rods 
onasingle plane @ Deformed 
Side Rods lay straight and 
flat due to hardness of steel 
@ Trussed Design couses side 


A A EI 


Beautipl, New 


exterior and interior 


ohawk 


FLUSH DOORS 


WITH THE WARP-FREE CORES 





M 





are a big factor in the 
sale of nationally famous 


Place & Co. Homes! 


Mohawk Flush Doors are wsed ex- 
clusively in over 3,000 Place & Company 
Homes. It’s no wonder! Hiawatha 
birch-trimmed exterior doors create 
attractive entrance-ways and add de- 
finite sales appeal to their homes. Like 
the Mohawk Exterior Lited Doors and 
Interior Flush Doors, they are manu- 
factured by the most modern methods 
and with the very finest materials. 
These factors, plus their warp-free 
cores and 3/16" matched exterior faces, 
make them today’s best buy. 





Watch your door complaints turn 
into compliments, Watch new profits 
come your way when you offer this 
superior line of top-quality, trouble- 
free doors. End your door problems 
now! Send coupon today! 








horizontal reinforcing in all 
types of masonry walls. 


rods to work together. NEW HIAWATHA EXTERIOR DESIGNS 





GET ALL THE FACTS TODAY from the Dur-O-wol plant nearest 
you. Litereture now available with new research data from in- 
dependent tests. Request information today, 


a 


SYRACUSE |, N.Y. Dur-O-wal Products, Incorporated, Box 628 Send Coupon af Mohewk Flush Doors, Inc. 
Today! —»> +: 3386 Hammond Aveave 
TOLEDO 6, OHIO Dur-O.wol, Incorporated, 165 Utah Street : Elkhart, Indiene 


Rush full details on 0) Mohawk 
interior Doors, C1) Exterior Doors, 


eeeeeeeeeeee 


FLUSH DOORS 








BIRMINGHAM 7, ALA, Dur-O-wol Products of Alo. Inc., Box 5446 A © Hiawatha Birch Trimmed Ex- : 
as . - : terior Doors. : 

; ; 3386 Hammond Ave. : 
PHOENIX, ARIZ. Dur-O-wol Div., Frontier Mig. Co., Box . Elkhart, indiana : —, : 
4 am — . 
CEDAR RAPIDS, 1A. 9 Dur-O-wal Div., Dept. 1.C, Cedar Rapids Block Co. : Adidren : 
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NEW LITERATURE 
(begins on page 149) 





A lightweight construction methods 
book, Systems of Lightweight Con- 
struction, outlines uses, installation 
procedures, and specifications of ver- 
miculite products in lightweight con- 
struction. A large section reviews 
basic aggregate requirements, and 
compares them with vermiculite ag- 
gregate properties. G-66, Zonolite 
Company, Dept. AL, 135 S. LaSalle 
St., Chicago 3, Ill 
For more data circle No. 82 on coupon, p. 166 


Doroflo floating action door hangers 
are featured in a new folder. The 
door is cantilevered from within the 
wall and floats without tracks, either 
above or below. These doors are said 
to feature smooth, noiseless operation 
finger-tip action and a saving of 
space. Meta-Kote Corp., Gardner 
Bidg., Dept. AL, Toledo 4, Ohio. 


For more data circle No. 83 on coupon, p. 166 


Protect New Home Construction 
from Destructive Moisture is a new 
booklet which fully explains the cause 
and effect of destructive moisture and 
one way of eliminating it. The use 
of Sealtight premoulded membrane 
and Corktite in the original construc- 
tion of a home is discussed. W. R. 
Meadows, Inc., Dept. AL, 5 Kimball 
St., Elgin, Il. 

For more data circle No. 84 on coupon, p. 166 


The popular home plan book Ranch 
and Suburban Homes has been revised. 
This new book shows 127 ranch-type 
homes suitable for town or country. 
Each is shown with the exterior, floor 
plan and complete description and 
price of complete plan set. Price, 50¢ 
postpaid. Also available now is a new 
plan book titled New Small Homes 
which features the smaller homes with 
floor space of 650 to 1,175 square feet. 
Price, 50¢ postpaid. L. F. Garling- 
house Co. Inc., 820 Quiney, Dept. AL, 
Topeka, Kan. 

For more data circle No. 85 on coupon, p. 166 





Association Literature 


Directory of Plywood Boat Plans; 
Overlaid Plywood folder; Overlaid Fir 
Plywood Siding folder. . . . Douglas 
Fir Plywood Association, Dept. AL, 
Tacoma 2, Wash. 


Fer more data circle No. 86 on coupon, p. 166 


Genuine Hardwoods Seal folder-edu- 
cational leaflet, . . . Fine Hardwoods 
Association, Dept. AL, 666 Lake Shore 
Drive, Chicago, Il. 


For more data circle No. 87 on coupon, p. 166 


Specifications available for building 
portable (sectional) hardwood floors. 
- Maple Flooring Manufacturers 
Association, Dept. AL, 35 E. Wacker 
Drive, Chicago 1, Ill. 


For more data circle No. 88 on coupon, p. 166 


Preventing and Controlling Water- 
Conducting Rot in Buildings, occa- 
sional paper 133. .. . Southern Forest 
Experiment Station, Forest Service, 
U, 8. Dept. of Agriculture, Dept. AL, 
P.O. Box 122, Gulfport, Miss. 


For more data circle No, 89 on coupon, p. 166 
How to Handle Wood Ladders, a 
leaflet... . American Ladder Institute, 
Dept. AL, 66 N. Lake Shore Drive, 
Chieago 11, Ill. 
For more data circle No. 90 on coupon, p. 166 


BUILDING Propucts MERCHANDISER 


AMERICAN 
LUMBERMAN 


REPRINTS 





Here is a list of American Lumberman editorial reprints available at 
10¢ each. Please order by number—using the convenient coupon below. 
Inasmuch as no reprints are sent C.O.D., please enclose the exact 
amount in coin or check. 





101 
102 
103 
104 


105 


106 
107 
108 
109 
110 
11 


112 


114 


Twenty-six Ways to Build Morale and Teamwork—-by Art Hood 


How to get people to do what you want them to...... September 22, 1951 
The ABC’s of Personal Progress—by Art Hood ‘ 

A time-tested prescription for getting ahead........... February 11, 1952 
“Sittin’ Pretty!” —by Art Hood 

The operating ratios of sound, conservative dealers...... August 25, 1952 
The Mathematics of Pricing—by Art Hood — s 

A practical formula for profitable retail pricing......... February 9, 1953 


Making Merchandising Partners—by Art Hood 

How wholesalers and dealers can work together for 

GEE SU oe cccurc td céonecpnesdanbgnges tere December 14, 1953 
Twenty Things to Do Before Cutting a Price—by Art Hood 

Management techniques for competitive price control. ...January 25, 1954 


Twenty Ways to Go Broke and Fast!——-by Art Hood : 
A check-list on the major causes of business failures...... February 8, 1954 


A Creative Salesman’s Pledge—-by Art Hood 
The principles of creative selling...... 


Why I Lost That Sale—by Art Hood 
A check-list of the reasons behind lost sales. .....6.++0+000% May 8, 1954 


weeeeeeePebruary 22, 1954 


eeenee 


Too Many Retailers—Not Enough Consumer Salesmen!——by Art Hood 
Why you should have additional consumer salesmen...... March 22, 1954 


Competition Is More Than Skin Deep!—-by Art Hood 
Why and how competitors capture business from your area. . August 9, 1954 


Com Your Operating Statement—by Ira S. Fields, Fields 
and Fields, Certified Public Accountants, Chicago 
A set of favorable industry averages with which you can 


COMPATE YOUT OPETALIONS. .... 6+ ceeeeeeeeeereeeeseunes August 24, 1954 
Banish Red Ink This Winter—by Art Hood ; ; 
How to increase your cold weather sales. ....6- 50550008 September 6, 1954 
Never Underestimate the Power of the Women—-by Art Hood 

How to attract and serve women customers... 60062 eee October 18, 1954 


(Use this coupon to send your order) 











AMERICAN LUMBERMAN 
ROOM 2000, REPRINTS 
139 NORTH CLARK STREET 
CHICAGO 2, ILLINOIS 


Please send me reprints: (please circle) 

101 102 103 104 105 106 107 
108 109 110 111 112 113 114 
Enclosed is ..... 

NAME. 

COMPANY _ 

ADDRESS. 


See STATE 
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Owens-Illinois Glass Block No. 370 


INSULATED 
Light with sight 





An Owens-Illinois Glass Block panel is one thing 
almost every customer wants, because it is practical 
as it is beautiful. Here a panel of Owens-Illinois 
Glass Block No. 370 provides an attractive wall 
you can “see through.” 


Point out to customers that no storm windows 
are needed to keep the clarity of glass block. A 
panel won't frost or sweat in winter. It provides 
better insulation than a window with storm sash. 
Owens-Illinois Glass Block come packed in sturdy 
cartons of convenient size—no loose block for you 
to handle. They are a “do-it-yourself” natural— 
handy customers can install them using ordinary 
mason’s tools, 


For facts about suggested uses and the profit 
possibilities of Owens-Illinois Glass Block*, write 
Kimble Glass Company, subsidiary of Owens- 
Illinois, Dept. AL-3, Toledo 1, Ohio. 

*Formerly known as INSULUX 


Owens-ILuInoIs 


GENERAL OFFICES (1D) TOLEDO 1, OHIO 


(To obtain more data on advertised products see 
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| THE WISE DEALER PROFITS | 
WITH 


HOBBS WALL 
REDWOOD 
LUMBER 


Now that the railroad strike is over — HOBBS WALL will 
continue to RUSH you, by the fastest means possible, the 
finest of California Redwood. 


HOBBS WALL is the Exclusive Distributor for WILLITS 
REDWOOD PRODUCTS COMPANY. 









| For the past 90 years, Dealers and Wholesalers throughout 
| the country have depended upon HOBBS WALL for fast 
delivery by rail or truck. You Can Too. | 


If You Want the “BEST in REDWOOD,” Write, phone or 


HOBBS WALL 


LUMBER CO. 


405 Montgome ry Street 


@ San Francisco, California 



























ym , Fem, 
* 


_— < 
“ea®,, 





Above is average of timber being cut today on our second 
cycle cutting on 200 Thousand Acres of timberland. Annual 
cut 20 Million for past half century under exacting Forest 
Management Plan without depletion. 


HARDWOODS — WHITE PINE — HEMLOCK 


DEFEND YOUR TRADE WITH 








MENOMINEE INDIAN 
Neopit, Wisconsin 


MILLS 





QUALITY LUMBER Kiln-d 
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FOR PERMANENT PROTECTION and LOW UPKEEP 


don’t settle for anything less than 


uss STORM EA 


Wis WANT roofing and siding material that combines maxi- 
mum fire and lightning protection with wind, rain and corro- 
sion protection; sheets that are moderately priced, easy to 
install, and—above all—economical to maintain. In short, 
you want USS StormSeal, the roofing and siding that gives 
you all-weather protection while reducing your fire insurance 
and general farm upkeep. 


StormSeal is available in both the standard galvanized 
coating, and the extra-heavy, extra long life Seal of Quality 
coating. Your StormSeal dealer handles a complete line of 
accessories, to give your installation a “custom-fit” look. 


Visit your StormSeal dealer soon, and look for these five 
distinctive features, available only in StormSeal: 


a 


neil 


SEE The United States Steel Hour. It's a full-hour TV 
program presented every other week by United States 
Stee!. Consult your local newspaper for time and 
station. 








UN IT EOD 


BUILDING Propucts MERCHANDISER 





USS 





S's TAT ES 


1. Pressure Lip—slight depression in lower end of sheet for pressure contact 
between overlapping sheets at end laps. 


. Triple Cross Crimp—three dams to stop rain from being blown under end 
laps, or drawn in by capillary action. 


. Twin Drain—double safety drains—double insurance. They trap any mois- 
ture that might get into lop areas and drain it off, 


. Flat Top Seams—make nailing easy. 

. Tension Curve—slight arch to each sheet makes it fit snugly to roof decking 
In addition to StormSeal, U.S. Steel makes top-quality 

14%,” and 214” corrugated and 5-V Crimp Sheets for roofing 

and siding, available in both standard galvanized and Seal of 

Quality Coatings. 

USS Formed Roofing and Siding products are made from steel sheets 

coated with a certified, uniform, protective zinc coating, produced in 


accordance with American Society for Testing Materials Specification 
ASTM A-361. 


ne — ~~ 


UNITED STATES STEEL CORPORATION 
525 William Penn Place, Pittsburgh, Pa. 


a 
° 










Mo 
J)> SE 


- ». €.8 % 
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\ Build solid sales and satisfaction with 
\ 
. HAR -VEY 
\ 
ROLLING DOOR AARDWARE 











COST-SAVING! 
CONVENIENT PACKAGED 
SETS AT LOW COST 












IMPORTANT NEW PRODUCT NEWS! 
The makers of Har-Vey Hardware are introducing a 
revolutionary new idea to enable you to corner the 
screen market in your area. For news of Homeshield 
fasy-to-Make Screen Kits, Write Dept. LK-! 







Get all the facts, today. Write Dept. L 
Manvfacturers of HOMESHIELD full-frame Aluminum Screens ond Storm Sesh 
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Constant betterment 


ner . 


CROSSETT RESEARCH 


ME CROSSETI 


standards 


Production of Satin-like paneling from beautifully figured Arkansas 





Soft Pine, at Crossett, is directed to achieve the ultimate in refinement, 

From saw to sander, each step is closely supervised, with particular 
attention to good manufacture and proper drying, those paramount 
essentials to workmanlike installation and permanent stability. In 
maintaining these standards of excellence, it is our purpose to supply 
you with pine paneling at its best today... at the same time keeping 
/ step with each newly developed improvement that may provide you 


with still better tomorrow, 


CROSSETT LUMBER COMPANY 


A Division of The Crossett Company 
CROSSETT., ARKANSAS 
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with 
BRONZE OILITE BEARINGS: 


ZO b 

















® Precision 

manufactured 

of 18 gauge 
zinc coated steel. 








Favored and eee oa 
universally. Excellent oiuti 
quality. Extensively © Measures 47%" high. 
TIME SAVING used in government tate a 
s ra streng actors. 
STORM DOOR SET on. Be eed a LD. 





Available in complete set 
for each door including 
hinges, latch, lock and 


closer with or without catalog 
chain. , ‘Write to P. O. Box 575 


IDEAL BRASS WORKS, INC MARSH Division of 
250 €. Sth St., St. Paw! " Seon CZ? : F. D. KEES MEG. CO. 


*) BEATRICE NEBRASKA 











ing sections 
changes. 
Ever Ready Catalog Holders 
keep catalog data at correct 
reading angle with both 
hands free. They can be used ! 
on sales counters, buyer's FREE! EZ Ww 
of wnies common, baver’s -Wa if to give you more sales: 


quick reference. Dozens of 


. other uses. ae 
No. 12 completely filled with 


ten additional sections. 














Full of sales aids and sales-making ideas, the 
Fver have the experience of searching for a tie-in sales—as well as create demand for EZ-Way 
catalog for ¢ woking gustomer and tind it Disappearing Stairways. An EZ-Way unit starts 
tack?” Most likely you were able to find home owners thinking about ATTIC CONVER- 
B catty <- ot 8 lene Gate —- when SION—and that can create $200 or more in tie-in 
were hunting for another catalog ver 

Ready Catalog Holders nop every catalog sales for you! 

eae ade ce tae ot eee Ge One or two EZ-Way units in a housing develop- 


cee eee, eine: dmuaten’ Oe ment creates a demand that snowballs into tre- 
balance, ONLY $5,665 Starts You Off — mendous sales possibilities—if you are ready. So 
raw, Aamieenes Cenias Ae Ves Seed don’t wait. Get a good advance look at what 
EZ-Way offers you. Learn how EZ-Way can help 
you make more sales. Write for your EZ-WAY 
PROFIT KIT today. 


Geneva Mig. Co., 405 Stevens St., Genova, it 
Gentiomen: Piease ship me: 
vee. 12 EVER READY rioider, 15 in. w 
12, in. deep, OA in. th. f 
green boted enamel Capo 
th wiry 


ty, |2 sections ives 

— c Yo i ow . id a ; 

aoe ny gamelan EZ-WAY Sales, Ine. 
i tthe cteim eine Box 300-3, St. Paul Park, Minn. 


Money Back Guarantee! 
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NOMDIAIEINCR=O)E 
Window and Floor Displays 


—adaptable to any 
retail business 


Announcing a new plan, 
whereby the building materials dealer builds 
for himself both good will and new business 


Shadow Box Stacks Pyramid Tilt 
with shelves O’Shelves Shelves Board 


From cut-out display letters to a range of display designs — 
any retail establishment can now have smart, modern display 
fixtures for little more than the cost of the materials. No 
special tools or skill are required to build these displays. 


These patterns were created by Easi-Bild®, the originator 
of Do-It-Yourself Patterns. The primary material used is 
Homasote Board — Standard or Type RD—'%%2” and 2442” 
thick — available in Big Sheets up to 8’ x 14’. Homasote is 
strong, durable, flexible and economical. It works easier than 
wood, takes any paint, stain or laminate glue can hold. 


The user simply traces the pattern onto the Homasote and 
cuts out with a simple saw or jig saw. Each pattern contains 
full-size templates, step-by-step directions, complete materials 
list, complete assembly and finishing instructions. 


The Homasote Stores Display Book contains 16 designs 
which can be used in dozens of combinations. As a Homasote 
dealer, you sell this book — at a profit— for $7.50 —or the 
individual patterns at $1.00 each. Obviously, you then sell 
the complete materials list ... If you don’t yet know the details 
of this new, year-round merchandising plan, please write 


or wire us immediately. Kindly address your inquiry to 
Department C-14. 


HOMASOTE COMPANY 


Trenton 3, New Jersey 
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THIS SPRING 


tee] 


“CASH IN” WITH 


Easy -Awn 


do-it-yourself awnings 
and door canopies 


You already stock about 

% of every Easy-Awn 
unit—the standard sid- 
ing and front molding. 
We supply a package 
containing the ready-to- 
paint sides and hard- 
ware. The complete 
over-the-counter item 
leads to extra siding and 
paint sales. 


Name 
Company Name 


Street Address 


w-------------------; 


City 


(To obtain more data on advertised products see page 166) 


DEALER AND DISTRIBUTOR 
INQUIRIES INVITED ... 
rush EASY-AWN information. 


The Hough Shade Corporation, 1026 Jackson St., Janesville, Wis. 


Zone State 


=) 


Only $27.50 retail for a 
9 awning! Good reason 
why totally new Easy- 
Awn awnings will keep 
your cash register ring- 
ing. Low price plus ease 
of installation with a 
patented clip assembly 
gives this versatile wood 
awning special appeal 
to every handyman. 


Get ready now to “cash 
in” on the completely 
new Easy-Awn... ideal 
for both home and com- 
mercial markets. Watch 
sales climb as your cus- 
tomers buy the most 
practical ventilating 
awning on the market 
today. For complete in- 
formation . . . 


4 


we'll 
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velope is included with each cata- 
y , ‘ OG log. 
DEALERS’ CATALOG The book, printed in green and 
(begins on page 98 ) black, is heavily illustrated with 
eee mats and line drawings. 
tach item is prominently priced. 
how they can buy materials on The book contains these sections: 
time. A table shows the monthly 1. Plumbing and bathrooms, 2. 
payments on purchases ranging kitchens, 3. resilient flooring, 4. 
from $1-$3,630 for 6, 12, 18, 24 or _ closet and kitchen accessories, 5 
36 months. The headline over this paint, 6. paint accessories, 7. hand 
section boosts do-it-yourself sales and power tools, 8. builders’ hard- 

























with this statement: We will fi- ware, 9. lumber, 10. hardwood 
nance all your materials and tool flooring, 11. doors, 12. add-a-room 
needs and you can do the work packages, 13. paneling, 14. ex- 
yourself. Following this is copy— terior home repairs (siding, roof- 
in laymen’s language telling ing, etc.), 15. outdoor living, 16. 
how the Forrest financing system insulation, 17. ready-built homes, 
works. A pre-stamped order en- 18. windows and 19. fencing. 











BARBED 
WIRE 


perfection in quarter mile lengths 






CF&I Barbed Wire is a favorite of farmers 
and ranchers because they know that 
every spool contains a full quarter mile 
of long-lived, top-quality barbed wire. 
They like the way its barbs are always 
well formed and uniformly spaced. And 
they know that the money they spend for 
CF&I Barbed Wire is an excellent long- 
= ae © 99 vee or this — on CF&I STANDARD F&I SENTINEL 
give years of service use i 

is carefully galvanized with a heavy coat- ~ iis Donan — 
ing of specially selected zinc. 


Further, they find that the barbsonCF&I And don’t forget these allied 
Barbed Wire stay evenly spaced through- products: cral CINCH FENCE 
out its years of use because both line wires STAYS — provide a stronger 
are carefully and uniformly twisted fence with fewer posts and are 


: . often used to ground fences 
throughout the entire length of the wire. 414 protect cattle from light- 
For complete details on how you can stock ning. CF&I TWISTED BARBLESS 
this quality product, contact your nearest W!RE—ideal for bracing cor- 
CF&I representative. ner posts and for use around 

’ places where horses or pure- 
CF&I makes five different types of barbed bred cattle are kept. 
wire—they will meet any customer need. 




















































THE COLORADO FUEL AND IRON CORPORATION 








iar (2604 














Anion Abuqueraue« Amacilo.Atant Butte . Casper - Chicago - Denver 
Oucheme Gly Phitedeights. Phosett-P Phoenix. Portland . nai gs Rew ae Wichita 












March 


Mailing Techniques 
“We staggered the mailing of 
the catalogs so people would be 
discussing them over a period of 
weeks,” says Hailey. “We feel 
that it is important to use proper 
names, correctly spelled, wherever 
possible. We secured names from 
ec companies, city directories, 
telephone books, voting lists and 
building permits, ” he adds. 

Total cost of the Modern Home 
Catalog was about $15,000—but it 
paid for itself in a matter of 
months. Surveys indicate that the 
book is being retained by home- 
owners for reference. Company 
officials believe it will be an active 
selling force for two years. 


Surveys and Gadgets 


The company often makes neigh- 
berhood surveys to acquire leads 
for fencing, siding, roofing and 
other exterior home improvements. 
Addresses are cross-checked for 
names in city directories and then 
appropriate direct mail pieces are 
sent out. Live inquiries are fol- 
lowed up by salesmen immediately. 

Gadgets and parts of actual 
products are often attached to 
direct mail pieces in order to at- 
tract attention. In direct mail to 
contractors, the firm has attached 
small pieces of hardwood flooring, 
floor tile and even metal moldings. 

“We get good results when 
gadgets are attached to direct 
mail,” says Hailey, “because a let- 
ter containing a little intrinsic 
value is always examined closely.” 

Cartoon Character Tie-in 

“Mr. Jones—the building man” 
is a cartoon character Forrest 
uses to relate all consumer adver- 
tising. The character represents 
the typical homeowner-handyman. 
A 60-second film of Mr. Jones in 
action repairing his home is used 
frequently on the local TV station. 
On both radio and TV, Mr. Jones 
is the hero of a jingle telling how 
he repaired his home with a For- 
rest loan. Mr. Jones stickers ap- 
pear on billings and direct mail to 
consumers and a cut of him ap- 
pears in most of the firm’s news- 
paper advertising. 

“A friendly character like Mr. 
Jones is a valuable aid in relating 
our advertising in various me- 
dia,” says Hailey. “Whenever the 
public sees, hears or reads about 
him, they automatically think 
about the Forrest Lumber Co.,” he 
says. 


The Unusual Twist 


“We try to tie-in our newspaper 
advertising with news events 
whenever possible,” says Hailey. 
Recently, the Lubbock city council 
passed a restrictive dog ordinance. 
The next day, the company’s dis- 
play ad read: Keep the hound from 
the pound with fencing from the 
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Forrest Lumber Co. The firm has 
used matching ink to print ads 
about new paint colors. Several 
of their ads have won national 
awards for originality. 

“You must use advertising fre- 
quently in order to stay in contact 
with customers—and an unusual 
twist in your advertising will in- 
sure readership,” Hailey con- 
cludes. 


CONVENTION DATES 
1955 


March 


8-10, Iowa, Des Moines, Fair Grounds 
15-17, Carolina, Charlotte, Barringer 
and Charlotte Hotels 

16-17, Louisiana, New Orleans, Jung 
Hote 

22-24, Independent, St. Paul, Munici- 
pal Auditorium 

28-25, New Jersey, Atlantic City, Clar- 
idge Hotel (no exhibits) 

24-25, Mississippi, Biloxi, Buena Vista 
Hotel 

25-26, W. Virginia, White Sulphur 
Springs, Greenbrier Hotel 

28-80, Georgia, Radium Springs (near 
Albany), (no exhibits) 

April 

8-5, Texas, Ft. Worth, Will Rogers 
Coliseum 

4-6, Illinois, Chicago, La Salle Hotel, 
Nat’l Assn. Commission Lumber Sales- 
men 

12-14, Southern California, Los An- 
geles, Ambassador Hotel 

13-14, Arkansas, Little Rock, Marion 
Hotel (no exhibits) 

13-14, South Dakota, Sioux Falls, Coli- 
seum 

20-21, Kansas, Salina. Lamer Hotel 
(no exhibits) 





MARKETS 


(begins on page 114) 





Prices Now Firm, 
Future's Uncertain 


TACOMA—Prices generally are 
firm and demand is good, but many 
operators in this area are uncertain 
as to how long this situation will 
continue. 

Factors contributing to their un- 
certainty are the possible leveling 
off of market conditions in other 
areas that have been disturbed by 
such things as unfavorable weather 
and labor difficulties. Scarcity 
of waterborne shipping space is 
another item that is contributing to 
the uncertainty of the situation. 

Weather has been mild through- 
out the winter, permitting top pro- 
duction in most districts and many 
operations are beginning to accum- 
ulate reserve supplies, particularly 
of less desirable items. 

The Army is calling for bids on 
approximately 5 million board feet 
of timber, mostly Douglas fir, in 
eight areas on the Fort Lewis reser- 
vation, just south of here. The tim- 
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ber, which will be sold as a single 
lot, consists of selected trees that 
have been marked for cutting. Bids 
will be opened on March 10 and log- 
ging may commence on or after 
March 15. 

The City of Tacoma has called for 
bids on an estimated 483,000 board 
feet of timber growing on city- 
owned property along the shores of 
nearby Lake gee Bids on this 
will be opened March 7. Peninsula 
Plywood, Inc., of Port Angeles, bid 
$53,093, more than twice the adver- 
tised minimum price, for 945,000 
board feet of timber, mostly Doug- 
las fir, at a recent sale of Olympic 
National Forest timber. 


Western Pine 


For the week ending February 
12, 1955, 112 mills reporting to the 
Western Pine Association Barom- 
eter, production amounted to 71,- 
647,000 feet compared to 63,527,000 
feet for the same week last year. 
Shipments this week were 76,395,- 
000 compared to 6,882,000 feet for 
the same period last year. Orders 
were 75,920,000 this week com- 
pared to 75,274,000 for the corre- 
sponding week last year. 


Total orders to date this year 
were 490,253,000 feet compared to 
aig a feet for thé same date 
in . 





Your own 
eyes fell you-- 


ASM), 


} 


OAK FLOORING 


Has all these advantages 


® GREATER STRENGTH 


@® EYE-CATCHING BEAUTY 


® ADDED SALES APPEAL 


You've got to see this flooring to appreciate 
its beauty — and it’s as durable as the Ozark 


mountains from where it is grown. 


Ozark Oak Flooring is dried in modern kilns and 
supplied with a satin smoothness that requires 

a minimum of sanding and finishing — saves you 
time and money, It is NOFMA graded under strict 
manufacturing control for matching consistency. 


Yes, you be the judge and see for yourself why 
Ozark Oak Flooring is better. Specify it on your 


next Flooring order. 


Available in all standard sizes. 


at The OZARK OAK FLOORING CO. 


RISMARCK, MISSOURI 
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the only fence line 
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that selis on sight... 


here’s why: 


Only RED BRAND fence is clearly identified: The new galvannealed red barb; the red top wire 
on woven wire; and RED TOP Steel Posts. Nobody else proudly and positively identifies their 
fence line. That’s a good reason why RED BRAND sells on sight. 


Exacting quality control. Constant testing and checking at every step of manufacture assures 

top quality: The correct copper content. The exclusive Galvannealing process. Accurate wire size. 
Precision manufacture to assure highest quality. It’s proved through generations. Year after year 
... generation after generation ... RED BRAND quality has been proved. That’s another 
reason why it sells on sight. 


Advertised through the years. From the beginning Keystone has advertised its products. 
First in magazines. Later, by radio, too. Month after month. Year after year. Generation after 
generation. No wonder everybody knows Red Brand. Still another reason why it sells on sight. 


Promotion that draws farmers to you. Red Brand believes a strong farm economy is vital for the 
security and welfare of our country. With the Practical Land Use Program, we've helped 
improve the quality of farms .. . helped farmers realize greater profits . . . increased their 
security and showed them the way to better living. Here’s another reason 

why RED BRAND sells on sight. 








If you haven’t seen the magic that RED BRAND can work on 
your sales, ask us for proof. We'll be glad to show you the facts, 


KEYSTONE STEEL & WIRE COMPANY 


Peoria 7, illinois 


Mokers of ..RED BRAND FENCE - RED BRAND BARBED WIRE RED TOP STEEL POST» GATES + POULTRY NETTING » NON-CLIMBABLE 
FENCE - ORNAMENTAL FENCE + BALE TIES + NAILS - KEYMESH » KEYCORNER +» KEYBEAD 
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PONDEROSA PINE 


WHITE FIR INCENSE CEDAR 
Todo Mort High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 
Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE CALIFORNIA 


























ome eae to Pe a ee 


=. TWIN HARBORS 
fk. LUMBER COMPANY 


~ 


ee i a 
i ee INCORPORATED 1921 


ABERDEEN, WASHINGTON 


4 
728 








ROCKPORT) :2=""c 
REDWOOD i) CERTIFIED @ 
C O M P A N Y ae, Sue COMPANY 


(ROUNDS LUMBER COMPANY EXCLUSIVE SALES AGENTS) 9233 Denton Drive 430 N. Wace Ave. 
Crocker Bullding, 620 Market St. ~ Sen Francisco 4, Call. GAMLAS, VERAS WICHITA 1, KANSAS 


























Why Dealers have constant need for the specifications o 
. hundreds of individual building materials. But saving, 
get ulcers? 


filing and finding the specific catalog on every product, 
when needed, is an almost impossible task. So why 
ge tltempt to do so? Instead, get your specifications the easy, 
convenient way: consult the 24 product sections of the 
April 4, 1955 


DEALER PRODUCTS FILE 


Issue of 


MERICAN LUMBERMA 


& BUILDING PRODUCTS MERCHANDISER 
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we INCENCE CEpAR |e OU ead fr he Big 


good look at 






Do-it-Yourself 
Gtorm Window Market ? 


SECUR-SEAL 





one of 10 woods from the 


WESTERN: PINE salle chen an oocmmte weotme ales 


SECUR-SEAL Do-It-Yourself 














. 7 * 7 
Great resistance to decay, fine dimensional stability, Aluminum Storm Combinations! 
high insulation quality make In 
gh quality make | cense Cedar a superior _— BENEFITS FoR You— 
wood for all weather-exposed jobs. Lightweight, workable, NO INVESTMENT RISK—NO LARGE INVENTORY TO STOCK! 
: +. 3 : : ig e i lete re f stock s f ! 
paintable, it is an economical wood. Its reddish-brown ee on a complete range of stock sizes from regiona 
color, silky surface, delicate grain and spicy fragrance CUSTOMER DOES OWN MEASURING, OWN INSTALLING! You 
as . a merely take his order and handle the shipment! 
suit it for fine woodwork and closet linings. A STORM WINDOW WITH MANY EXTRA SALES ADVANTAGES, 
% (see below) backed by a complete promotional program! Secur-Seal 
Incense Cedar comes in 3 select and 5 common grades. ads in Good Housekeeping, Life, Saturday Evening Post—sales liter- 
ohid 3 : ature, newspaper mats, special Do-lt-Yourself mailer, etc.—every- 
You can order it in mixed cars—together with the other thing you need to promote and sell Secur-Seals! 
woods of the Western Pine region—from most Western —— BENEFITS FOR YOUR CUSTOMER — 
Pine Association member mills HE SAVES MONEY by measuring his own house windows—and in- 
: stalling his Secur-Seals with screw driver and hammer! 
EXCLUSIVE GLIDE-O-MATIC RETAINER keeps window tight fitting, 
Ld IDAHO WHITE PINE easy to operate 
the Western Pines PONDEROSA PINE ALL PANELS REMOVE FROM INSIDE through bottom of house 
SUGAR PINE window! 
POSITIVE-SPRING-BOLTS provide touch-control adjustment for any 
weather condition 
INCENSE CEDAR MANY OTHER EXCLUSIVE SECUR-SEAL DESIGN AND 
LARCH CONSTRUCTION FEATURES! 
. DOUGLAS FIR pre ee ee tar ’ 
the Associated Woods @ wnre rn ’ SEND FOR THE FACTS TODAY!| 
ENGELM ! 
ANN SPRUCE i The SECURITY Sash & Screen Company i 
RED CEDAR | 389 Midland Avenve, Detroit 3, Michigan 
. rene vale ! Please send me complete informotion about the j 
; Security Fabricator Plan Security Dealer Pian j 
« Q 1 
get the facts INCENSE CEDAR NAME . 
to help you sell NWO COMPANY j 
Write for the FREE illustrated booklet to ADDRESS 
WESTERN PINE ASSOCIATION ery. ZONE ___STATE ! 





Yeon Bidg., Portland 4, Oregon 
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Classified Advertising 


Terms — Cash With Order 
Minimum Charge $5.00 





Rates. 
1 Ttime — 20¢ word insertion. 
— Fe ee, Tere s “Gike pes’ line. 


6 Smee eee ade a te 
per line. 





HELP WANTED 





SITUATIONS WANTED 





Attractive Position Open 


epetitentent of ent © tom woodworking 


yg Isbe: Church yy es 
erations. Slousent. organization. 
Vacation with pay and leave. 
Sonn rt is an attractive, progressive city 
90.600 population with first class schools 
ellent for sports 
and entertainment. Lecsted on the Missiesinns 
River in the heart of the greatest farm area 


teat a TRS progres- 
si position with saree oldest and 
largest lumber Dealer and oodworking Shop. 


Mueller Lumber Co. 
501 West Second Street Davenport, lowa 











ability increases compensation. Se brief 
resume and write for a tment to Box A-31, 
American Lumberman, 





Sales Manager — needed for retail lumber 
and builders supply business which is going 
into its 25th year. Losated dina wowse sub- 
urban community northeastern 1- 
vania. Setup te "do aloout $500,000 to $000,000 
business. Good position for family man be- 
tween 25-40 years of age. Must cave | 


profit = possibilities. If int am 4 we 
les qu ations. Replies confidential nf 


Ghovyteae Lumber Co, 
. ©. Box 308 
dheesibee. Pa. 





Old established manufacturer of standard and 

cat ae a 
com 

p~ yf - TE “4 





benefits web our “7 
to t rience, avail- 
ability. salary, sic. Write Box A-47, Amori 
Loubousan, 





EXPERIENCED SPECIAL le ESTIMA. 
ba J wanted by a - dh rated 
mild climate. Write P. O. Box 1878, Atlanta, 
Georgia. giving full information. 


ee ee and Grain ym ney fey 
percentage of profits. East Central Illinois. 
Address Box Box 6-20 . American Lumberman, Inc. 








— We are well estab- 





Hardboard fabricat eds aggr 
sentative Philadelphia ares. geod opponent ae 
ee f 


nd floor, compe on 
tails. Address “ys 4 


Established Chicage 
Estbliah building 


jastics manufacturer 
field has opening 


experienced Development Engineer. 
= resume Lo omeny secced to Box 


164 








Experienced lumber salesman for executive 
and selling in Detroit Distributing 
Yard. West and Inland 


tions helpful. Very 
tive sales . B-24, 
pewenaln., 


Lumberman, Inc. 





Wanted: Yard . Good 
cent of profit, 
Lumberman, 








All 
‘ial. Address Box B-25, American 
Louborman. Inc. 





Lumber Department Supectatendant for 
gressive medium sized retail yard in Dbes- 
sity city of Central Caltiosia, twee twenty minutes 
f ioe ability tol. and 
sa provide excellent opportuni 
in long established firm of top pee ae 
Davis Lumber Company 
Davis, California 








dable 
mator, schools, 
pe ee and office 
ings. Also in contractors. 
Excellent conditions. social bene- 


fits to ht . State experience, availa- 
bili Fhe 9 gy 
om Tg gy 





essive manager seeks 








Manager now employed wants a ny mee 
Will consider assistant or mag, Con 

SF U docked. 20 years poe we ne © yeas 
experience. fg: or 

fiinels, Address Box B28, ie Lumber- 

man, Inc. 





CREATIVE MANAGER 


— man, 29, married, family, veteran, col- 

five years retail bw ped expereience. 
ae draftsman and estimator, 
supertined home \. 


proaresat lumberyard. opportunity with 
ftntosentod in ee hee bas 
service labor 


and a one-stop , ma- 

terial end financing ’ mod- 

able "references. Prefer 

sota or . Address Box B-30, 
Lumberman, 





SALES REPRESENTATIVES 
WANTED 





Manufacturers you look- 
Palos 3 ye 

your line? 'e have lawn rollers, 
cabtecs Game seeders, mortar 


and 2. 
it, ~ rou iron Th. ay I By 


METAL MOULDING SALESMAN 


Full time or side line. eeeabinetahope— 
hardware—turniture « 


manufacturers 7 | aay tors. 
pegvensntns j Manulactar complete qua 

of aluminum and ~~ y 4. steel ead 
am Exclusive territories Natio 
Aluminum Company, 1132 Alum = Greek oo 
Columbus 9, O Ohio. 











SALES REPRESENTATION 
AVAILABLE 





Samtestussee, Agent c on. tumor ¢ ee 

su a 

Miscinehpat *illing to cover more xt 
es 


work or Buildin 
wanted soceeee Werner Pc P.O. Sen 952, pny ea" 


BUSINESSES WANTED 














SITUATIONS WANTED 





S al Millwork Detailer — Biller. ——- 
Institutional, 


= Samm, tin 
eens Bes A-%, American L b a shige, 


Man experienced retail line yard lumber sales, 
hardware bu , estima Prefer location 
ah -— FY, 8 
> rences fu 
kee Lumberman, Inc. . 








rienced special millwork t 
receee, school, residences, etc. pists: 


Graduate. In , 
dress Box B-27 erly state tt, - ty 





Promotion and 
8 
Goce Ben’ 8-28. aie, Southwest tA Le 











R le party interested in purchasing a 
Sout ern Petts a yard(s). ~ Coast 
prefer . full particulars Box A-42, 
Lumber Supply b burb 


Com- 
munity near a i i ddvess Box B-31, 


American Lumberman, Inc. 





LUMBER & DIMENSION WANTED 





Louisiana Wholesaler wants to establish direct 


ollent ‘personal and 
references. Payment will es 
draft immediately upon seceipt of ah 


pee. Address Box A-39 
rman. Inc. 


USED MACHINERY WANTED 








Dewalt Radial Saw — 5 H. P. — 110-220 volt 
60 cycle single phase — 14” or 16” blade 


Must | be in good ng Write Box A-S4, 
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WANTED — RAILS 


BUSINESS OPPORTUNITIES 


USED MACHINERY FOR SALE 





RAILS, New and Relaying 
Bought and Sold 


M, K. FRANK 
480 Lexington Ave., New York 17, N. Y. 


Reliable Northern Wholesaler interested in 
est Branch. Replies confi- 

> Box A-43, American Lumber- 
man, Inc 





STEEL RAILS 
16#, WH, BH, WH, U4, 404 and Heavier. 


MIDWEST STEEL CORPORATION 
518 Dryden St., Charleston, West 





BUSINESSES FOR SALE 





YARD FOR SALE 
Retail Lumber, hardware and coal yard in 
Northern Kentucky. Coal conveyors ° _— 
truck. Good profitable yard. Been 
ness for 40 years. Will inventory. Addvens 
Box A-40, American Lumberman, Inc. 


Well established Phoenix, Arizona. retail yard; 
ee equipmen; and clean inventory: terms. 
eatangs Owner, Box A-41, American Lumber- 
man, Inc. 





Wholesale & Retail Lumber Company 


Established and grossing $700,000. In eastern 
North Carolina. Good location. Machinery, 
equipment up to date. Buy a bargain here. 
Cash down $50,000. For appointment, Details. 
T. A. Smoot, Box 480, Greenville, N. C. 





For Sale: Retail Lumber, Building Supply, Coal 
and Feed business located in East Central 
Wisconsin in rich farming community. Priced 
for quick sale. If interested write Box B-32, 
American Lumberman, Inc. 


REMANUFACTURING PLANT 


Fir and White Pine area. Shasta County. 
California. Excellent layout on 20 acres. Rail 
siding. New machinery and burner. Liberal 
terms. Available for sale. Lease considerede. 


John F. Walsh 
3707 Dukeshire 
Royal Oak, Michigan 








PROMPT SHIPMENT 





NICHOLS ALUMINUM STRAIGHTLINE COR- 
NERS for: 


6°" Bevel or Dolly Varden Siding 5¢ resale 
8°’ Bevel or Dolly Varden Siding 61/4¢ resale 
10 Bevel] or Dolly Varden Siding 7'/2¢ resale 


MIRACLE ANCHOR NAILS $81.90/1200 


(Advertised by Tom Duggan on Television) 
Please write for catalogue and price list. 


HOSKING PAPER & SUPPLY 
P. O. Drawer 43 Wilmette, I. 





MISCELLANEOUS FOR SALE 





CARPENTERS APRONS 
Write for prices and information. 
THE MINNESOTA SPECIALTY CO. 

Minneapolis, Minn. 





> eee SEEDLINGS ee 
For Christmas 
londoleee Te A 4 oy ®, Quality a ock direc Wom 
and » # ® wae oe pulse Ost 
CUNCEEST EVERG GREEN 
Box 305, Homer City, Pa. 


CARPENTER NAIL APRONS & RED TRAFFIC 

FLAGS. Quality Merchandise. Low delivered 

Gatees. a 1 Gebbess wanted). 
ag on ° . 

Vinita, Okla. - — 


SUILDING Propucts MERCHANDISER 





LUMBER & DIMENSION 
FOR SALE 





Kiln Dried sod Dosets Fir Industrial Clears 
Standard sizes through 16/4 


Also 
Extension Ladder Rails 


Mouldings Cut Door Stock 
Millwork Blanks Step-Ladder Stock 
Inquiries answered promptly: 

Al Clements Lumber Co. 

P. O. Box 908 
Eugene, Oregon 


Phone 5-3317 TWX EG049 


UICK SERVICE TO DEALERS 
@ CL or LCL shipments 


Hardwood and Softwood 
Architectural Trim and Woodwork 
Stair Treads and Risers 
Plank Flooring—Wall Paneling 
Door Sills and Thresholds 
Special Windows and Doors 
Church Furniture 
Quick Estimating Service 
2,000,000 feet of hardwoods and 
softwoods in stock 


THE BUCHANAN LUMBER COMPANY 
Cumberland, Maryland 





FOR SALE: ware & Norw Pie plar box 
lumber 8° — — 12’, roe ied Northern White 
Cedar Posts rag Poles. . Rhoda Yard, 


Bemidji, Minnesota. 





USED MACHINERY FOR SALE 





For Sale — 1 used #80 Bell Multiple Head 
Mortiser with BA mortise chain heads, 4 hollow 
chisel heads, 6 bases for the above heads with 
rt direct cted. 6'4"° from center to 
center of mortise heads when extended full 
length. 101/,"" from center to center of mortise 
heads when closed. Machine can be seen in 
ration. For further information write or 
7 one: 
GRAND RAPIDS SASH & DOOR CO. 
1453 Buchanan Ave., 8.W. 
Grand Rapids 2, Michigan 
Ph: CHerry 3-3605 





We are changing to a 72" carrier and lift 
truck package and offer for sale 1 one year 
old Ross straddle carrier Series 70 model 
— = 60° capacity. Price quoted upon re- 
uest. 

is machine is like new and we also have 
plenty of 4°’x4’'x60"' bolsters with bolted legs 
to go with the machine at $1.50 each. 


HUSS LUMBER COMPANY 
1350 West Fullerton 
Chicago 14, Ilinois 





Modern Sawmill Equipment — 8-foot bandmill. 
wide opening air carriagee, and all sup- 
plement equipment (electric drives) for 





complete prod. mill. Excellent a. 
Can be ed 
To be liq ed at very attractive price. —~ 


na = reliable party 
or domestic operation. 
ue circumstances beyond agner’s control 
~, 4 ACON VENEER Co ogo Gostaes 

. » A t 
Bivd., Chicago 51, Ill. nt 


Woods #137M 6", } we sem Electric Moulder, 
Jointers, Ho 

Yates-Am. Vell iH 8 BB Ri Resaw 

Goodspeed AV-4 B 


Woods #131 9°" BD Moulder, Hopper Feed 
Whitney #89 MD Heavy Duty Shaper 


BOSHCO, INC. 
200 Boston Avenue 
Medford 55, Mass. 


FOR SALE 


TWIN BAND RESAW — Turner J 48° Tandem 
Heavy Duty. Integral ri g _~o- — bev- 
eling and rounding attac’ Excellent con- 


dition. Liberal terms pam he Priced for 
quick sale. 

John F. Walsh 
3707 Dukeshire, Royal Oak, Michigan 





Vonnegut e. Electric Moulder Late Style. 


Vemneae * Electric Moulder Cast Frame. 
Mattison ” Siostcle Moulder yy | Past. 
Yates-AM €.35 55 Electric Moulder 9°’ Heavy Fast. 


Yates-Am C-1 1s" 6 Head oy Very Good. 
Come to Ch ct. Priced reason- 
able. 





R. K. HASKEW & CO. INC. 
BOX 4065 
CHATTANOOGA 5, TENNESSEE 


Veneeer Mill — Complete including 100° Cap- 
ital lathe (with or without 12’ Capital Slicer) 
_ Proctor ‘ Schwartz Dryer, bandmill and al! 
t. Profitable operation 
for many years. but due to unusual cireum- 
stances owner is Bquleetnt.. VEEE vane x 
portunity. Contact R 
4702 W. Augusta Bivd., Chicago Me i, 








BOOKS FOR SALE 





DOUGLAS FIR USE BOOK. Issued by West 
Coast Lumbermen’s . Enables archi- 
tects and ae eid to find the correct sise of 
beam or post for given span or load by reter- 
ence to its com data tables. Also a 
section on use of connectors. Price $1.50. 


WOOD STRUCTURAL DESIGN DATA. Com. 
ed by National Lumber Manufacturers’ 
tion. Information on physical, 





urements, 


SCRIBNER’S LUMBER AND LOG BOOK. In- 
apenas for lumber merchants, sowanl 
men, etc. Vest pocket size of | pages. 
gi tables on on axentne 


roun 
Doyle's Rule, leg tally 
valuable 


00. 
SHetEs P Paice | BOOK. Pocket size, 
a yg to 


loose leaf 
ro aoe ae Ss 
re 
length. Cut ei index for quick refer- 
ence. Complete i - margin index and 
loose hm cover $3.00, extra back and ring 
covers $1.50, extra filler » Bs $1.50, 


HOW TO ESTIM.TE FOR THE BUILDING 
TRADES. By Townsend Dalzell and McKinney. 

| 1 book on the por 
mating of materials and labor, plus the actual 
promote of the various trades in handling 
construction details. Mathematics used by es- 
timators are ongemses & in full. Also covered 





are excavations, carpentry, + sap 
ity. sheet metal, lath h end ‘plaster, marble and 

tile, painting, age ee linoleum, heating and 

air-conditioning, pl we glass, curtains and 

seeds a5. 629 pages h 310 illustrations. 
rice 


THE PROPERTIES AND USES OF WOOD. 
By A. Koehler. This book presents in non 
technical manner the more important facts 
concerning the properties of wood and how 
these properties affect its ufilization. Bound 
in cloth. 354 pages. $6.75. 


AMERICAN LUMBERMAN, INC. 
139 N. Clark St., Chicago 2, Ill, 
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information Offered 
in Advertisements 


—* yy wish detalled on @ specific 
4 or service? Check through this easy-to- 
tse Index of literature ond data offered In this 
issue's adv 


AWNINGS, aluminum: Catalog; Fawsco 
Mfg. Div. Bee ady’t p. 148 
AWNINGS, wood: Information; 
Shade Corp. See adv't p. 157. 
BUILDING BOARD: Do-it-yourself pat- 
terns book; Homasote Co. Bee advy't 


Hough 


p. 157 
BUILDING PAPERS: Descriptive litera- 
ture; Stocker Mfg. Co. See adv't p. 124 
CABINETS, kitchen: Do-it- yourself 
book; Mulline Mfg. Corp. See adv’'t 
p , 
CORD, drapery: 
John H, Graham & Co., Ine, 


Display-merchandiser; 
Bee adv't 


Information; Mohawk 
See adv't p. 150 
Calder Mfg 


Pp. 
pdons. flush 
Fiueh Doors, Ine 
DOORS, garage: Catalog; 
Co. Bee ady't p. 113. 
DOORS, louvered: Booklet; 
Bee advy't p. 137 
DOORS, steel garage: 


Stiles, Ine 


Catalog, plans; 


Taylor Made Garage Doors. See adv't 
p. 46, 

DOORS, storm - acreen Information, 
sales aids, Capito! Products Corp. See 
adv't p. 105 

DOORS, wood garage: Catalog, price 
liste; Howell Mfg. Co. Bee adv't p. 61 

HLECTRIC PLANTS: Information; D 


W. Onan & Sona, Inc. See adv't p. 110 
FENCE, lawn: Consumer folder; U. 8 
Steel Corp. Bee adv't p. 47 


FENCE, wood: Catalog; Wood Products 
Co, Bee ady't p. 149 
FOAM RUBBER Sales aide, display 


unite; U, 8. Rubber Co, See adv't p. 89 
FLAVORING, pegged oak: Booklet; E. L 
Bruce Co, See advy't p. 53 
FURNITURE, unfinished: Catalog; Mea- 
dowbrook Industries. See advy't p. 111 
GARBAGE ELAMINATORS: Sale aids; 
Kardmatic Corp. Bee adv't p. 99 
HAKDWAKE——hinges: Literature; 
fin Mfg. Co. Bee adv't p. 16 


cirif 


“What's New” 





HARDWARE—locks: Felder; Schlage 
Lock Co, See adv't p. 
HARDWARE—sash pas 


tor; American Cabinet 


Demonstra- 
Hardware 


Corp. See adv't p. 4 

HARDWARE—screen & storm door 
catches: Sales aids, lNterature; Sar- 
gent & Co, See adv't p. 42. 


H KRDWARE—sliding door: Book; Ken- 
natrack Corp. See adv't Pr; 
nformation; 


HORSES, steel folding: 
orate Aircraft Works. See adv't 
p. 120 

LIGHTERS, cigarette: gift informa- 
tion; Zippo Mie. Co. See adv’t p. 67. 

LUMBER, incense cedar: Booklet; 


Western Pine Assn. See adv’t p. 163. 

LUMBER, west coast: Folder, sales 
aids; West Coast Lumbermen’s Assn. 
See adv't 129 

MASONRY PisinFORC SING: Literature; 
Dur-O-WaL Products, Ine. See adv't 
p 150 

MIXERS, truck concrete: 
i? Jaeger Machine Co. 


Information; 
See adv't p 


NAILS, roofing: Booklet, samples; Den- 
iston Company. See eee’ > ° 

PAINT: Catalog; Certain-te Products 
Corp. See adv't pps. 30-31. 

PAINT: Information; Colorizer Asso- 
clates. See advy't p. 121. 

PAINT: Information; EB. lL. duPont de 


Nemours & Co., Inc. See adv’t p. 17. 
PAINT: Merchandising plan; Patterson- 

Sargent Co. See adv't p. 135. 

PAINT BRUSHES: Display-merchan- 

diser; Baker Brush Co. See adv't p. 13. 
PAINT BRUSHES: Display units; Pitts- 

burgh Plate Glass Co. See adv’t p. 123. 
PIPE: Movie film; Orangeburg Mfg. Co., 

Inc. See adv’t p. 61 


PIPE, plastic: Literature; Crescent 
Plastics, Inc. See adv't p. 76. 
PLASTIC LAMINATE: Display 


unit; 

Consoweld Corp. See ady't p. 131. 

PLYWOOD, hardwood: Do-it-yourself 
patterns brochure; U. 8. Plywood 
Corp. See adv’t pps. 38-39. 

ROOF DECK Descriptive literature; 
Insulite. See adv’t pps. 72-738. 

ROOFING, cross-corrugated roll: De- 
scriptive literature; Ceco Steel Prod- 
ucts Corp. See adv't pps. 22-23. 

SANDERS, floo:: Rental data booklet; 
American Floor Surfacing Machine 
Co, Bee adv't p. 18, 


SANDPAPDR: Display - merchandiser; 
Behr-Manning Corp. See adv't P. 169. 

SCREEN HOUSES: Jescriptive litera- 
ture; Grand Sheet Metal Products Co. 
See adv'’t p. 112. 

SHAKES, cedar: Display-merchandiser; 
The Perma Products Co. See adv’t p. 


109. 
SHEATHING, plywood: Slide rule; 
Ss! an Fir Plywood Assn. See adv’t 
14 
SHINGLES, asbestos-cement: Informa- 
by ae Keasbey & Mattison Co. See 
vtp 


77. 

SHINGLES, asphalt: Promotion aids; 
The Ruberoid Co. See adv’t p. 55. 

SIDING, beveled: Descriptive informa- 
tion; Kochton Plywood & Veneer Co., 
Inc. See adv't p. 21. 

TILE, acoustical: Promotion aids; Arm- 
strong Cork Co. See adv't p. 238. 

TILE, floor: Display-merchandiser; Con- 
goleum-Nairn, Inc. See adv’t p. 48. 

TOOLS, hand: Consumer book; Stanley 
Works. See adv’t ppw 14-15. 

TOOLS, masonry: Catalog; Goldblatt 
Tool Co. See adv’t p. 125. 

TOOLS, power: Deacriptive literature; 
Black & Decker Mfg. Co. See adv't 
a 8. 26-27. 

LS, power: Promotion program; 
“a. Oster Mfg. Co. See adv’t p. 103. 

TOOLS, power: Sales aids, literature; 
Skil Corp. See adv’t pps. 10-11. 

TRIM, hardwood: Information; Roddis 
Plywood Corp. See adv't p. 80. 

WEATHBERSTRIP: Information; Cham- 
berlin Co. of America. See adv’t p. 76. 

WEATHERSTRIP - SASH BALANCE: 
Descriptive information; Zegers, Inc. 
See adv’t p. 29 


WINDOWS, aluminum: Information; 
ee Laboratories, Inc. See adv’t p. 
69. 

WINDOWS, aluminum: Information; 


Winter Seal Corp. See adv’t p. 41. 

WINDOWS, steel, aluminum: Informa- 
tion; Michael Flynn Mfg. Co. See adv’'t 
pps. 126-127. 


WINDOWS, steel, aluminum: Informa- 
tion; Vento Steel Products Co. See 
adv't p. 115. 


WINDOWS, storm: Information; Secur- 
ity Sash & Screen Co. See adv't p. 163. 

WINDOWS, wood: Information; Ander- 
sen Corp. See adv’t pps. 86-87. 





“WHAT’S NEW!” 
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Aetna Plywood & Veneer Co... 
-114 


Air-King Mfg. Corp 

All-Luminum Products 

Allmetal Weatherstrip Co 

American Cabinet Hardware 
Corp ‘ 

American Floor Surfacing 
Machine Co., The 


American Lumber- 
man «+117, 140, 144, 151, 


American Screen Products Co 
Anaconda Copper Mining Co 
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Armstrong Cork Co 


Baker Brush Co., Inc.. 
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Crossett Company 
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(EN) 
(EO) 
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Engineered Products Co.. 
Evans Products Co.. 
EZ-Way Sales, Inc. 


Fawsco Mfg. Division 
Federal Aircraft Works 
Fiddes-Moore & Co..... 
Flynn Mfg. Co., Michael 


Geneva Mfg. Co...... 

Goldblatt Tool Co.. ; 

Graham & Co., Inc., Soke ‘HL. ; 

Grand Sheet Metal Products 
Co. 

Greenlee Tool Co..... 

Griffin Mfg. 


Hager & Sons Hinge Co., ¢ 
Hallinan Lumber Co. 
Hassall, Inc., John.. 
Hassall, Ine., John 

Hobbs Wall Lbr. Co.. 
Hoggson & Pettis Mfg 
Homasote Co. .. 


Home Maintenance & 
ment 


Holt Hardwood Co............ 
Hough Shade Corp 
Howell Mfg. Co., The 


Improve- 


Ideal Brass Works, Inc 
Infra Insulation, Inc 


Insulite Div., Minnesota and 
Ontario Paper Co 


International Harvester Co... 
Ives Co., 


Jaeger Machine Co..... 


Kaiser Aluminum & Chemical 
Sales, Ine. 3 
Keasbey & Mattison Co... 7 
Kees Mfg. Co., F. D........ 156 
Kennatrack Corp. .............124 
Kentile, Ine. 20 
Keystone Steel & Wire Co -160- 161 
Keystone Wire Cloth Co is 
Kimble Glass Co., Sub. of 
Owens-Illinois 152 


Kochton Plywood & Veneer | Co 
Inc, 21 
nos ates Plywood & Veneer Co., 
ah} 


Fe lt Sales & Service e Co 


Libbey-Owens-Ford Glass Co... 81 
Lil-Ad Features : ay 
Lumber Wholesalers ... oenee 


Malta Mfg. Co 

Maresh Well Products, Inc 
Meadowbrook Industries 
Menominee Indian Mills 
Mohawk Flush Doors, Inc 
Mullins Mfg. Corp 


Neils Lumber Co 


Onan & Sons, Inc., D. W....... 
Orangeburg Mfg. Co., 

Oster Mfg. Co., John 

Ozark Oak Flooring Co 


Pacific Mutual Door Co 

Pack River Sales Co..... 

Padgett-Smith Flooring Co.... 

Patterson-Sargent Co 

Perma Products Co., 

Perry Door Co 

Pittsburgh Plate Glass Co. 
(brush div.) 


R-B Company, The. 
Reflectal Corp. 
Richardse-Wilcox Mfg. 
Rockport Redwood Co.. 
Roddis Plywood Corp 
Roseburg Lumber Co... 
Ruberoid Co., The 


Sargent and Co.. 

Saturday Evening Post. 
Schlage Lock eye 
Security Sash & Screen Co 
Skil Corporation 

Southwest Lumber Mills, 
Stanley Works, 

Stem, Inc., Chester B 
Sterling Hardware Mfg. Co.. 
Stewart Iron Works Co., Inc 
Stiles, 


Tarter, Webster & Johnson, Ine. 107 

Taylor Made Garage Doors 

Trinity White Div., General 
Portiand Cement Co 


Twin Harbors Lumber Co 


United Metal Cabinet Corp 
U. 8. Plywood Corp 
U. 8. Rubber Co, 
U, 8. Steel Corp. (Creosote) 
U. 8, Steel Corp. (Cyclone 
Fence) 
U. 8. Steel C orp. _eeeee. 
Siding) .. be 163 


Van Valer Lumber Co ++ 108 
Vento Steel Products Co., . 116 


Wales Lumber Co.,............102 
Ware Laboratories, Inc 69 
Weather-Bloc Co., Ine 111 
Wendling-Nathan Co. . 102 
West Coast Lumbermen's Asen..129 
Western Pine Agen 163 
Western Wholesalers 102 
Winter Seal Corp , . 41 
Wood Products Co 149 


Yale & Towne Mfg. Co ‘ 95 


Zegers, Inc. .... 29 
Zippo Mfg. Co 





BRUNING “BUCCANEER”’ 


SPAR VARNISH 
with EPOXY RESIN... 


@ Keeps Homes Bright! 
® Floors Sparkling! 
@ Furniture New! 


@ Stands Up and Stands Out, 


Indoors or Out! 


FOR A FINE FINISH 
START WITH 


Write tor 


Cosh in on DO-IT-YOURSELF with 
FANCY MOULDINGS and ORNAMENTS — 


We offer a complete line of the fancy 


ornaments the “do-it-yourself” trade 
Your customers want to add 


BRUNING 
©BRUNING BROTHERS, Inc. “Sr. S.7 scce' 


Box 617, Boca Ration, 


Mustrated Cotalog L-1 


192 LEXINGTON AVENUE, NEW YORK 16, N.Y. 





BuILDING Propucts MERCHANDISER (To obtain more data on advertised products see page 166) 
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Proved Money Savers... 


per load, 


per job, 


per mile 


INTERNATIONAL trucks have been sales leaders in the 
heavy-duty field for 23 straight years — sales leaders in 
the 6-wheel field for 20 straight years — sales leaders in 
the multi-stop delivery field for 17 straight years. 


Cost-conscious fleet owners and other operators have 
awarded this leadership to INTERNATIONAL. Their records 
show that INTERNATIONALS are proved money savers that 
last longer, cost less to operate and maintain -— per load, 
per job, per mile. 

INTERNATIONAL trucks are all-truck, with no passenger 
car parts or design compromises. They are Tough-Job 
engineered to haul truck loads and do truck jobs. And 
they are as popular with drivers as they are with owners, 
because they’re modern, comfortable, easy to handle, de- 
pendable. 


You'll cut healthy fractions from every phase of your 


168 (To obtain more data on advertised products see p. 


International Harvester Bullds McCORMICK® Farm Equipment and FARMALL® Tractors...Motor Trucks 


166) 


INTERNATIONAL R-160 Series, in GVW range from 
14,000 to 16,000 pounds, offers every feature for money- 
saving building supply delivery. Famous Silver Diamond 
engine with all-new 140-hp Black Diamond 264 optional 
extra. Comfo-Vision cab. Also available in cab-forward 
design and other models to 21,000 pounds GVW. 


truck operation with INTERNATIONALS on your job. Ask 
your nearby INTERNATIONAL Dealer or Branch for com- 
plete details. 


UUM 


WORLD’S MOST COMPLETE TRUCK LINE 


200 basic models from '-ton pickups to 90,000 Ibs. GVW 
off-highway models, including six-wheel, four-wheel-drive, 
cab-over-engine, cab-forward, and multi-stop delivery 
types .. . 32 engines from 108 to 356 horsepower, with 
widest choice of gasoline, LPG, or diesel power . . . wheel- 
bases, transmissions and axle ratios for any need. . . 
thousands of variations for exact job specialization. 


LULL Wii UL AUT 


INTERNATIONAL HARVESTER COMPANY «+ CHICAGO 


.. Industrial Power...Refrigerators and Freezers 


See the season's new TV hit, “The Halls of ivy,” with Ronald Colman and Benita Hume, CBS-TV, Tuesdays, 8:30 p.m., EST 


INTERNATIONAL TRUCKS 


Standard of the Highway 


March 7, 1955, AMERICAN LUMBERMAN 





Quality plus Merchandising keeps 


Behr-Manning products on the move! 


Boost sandpaper sales 
with this attractive 
counter display 


Place this compact cabinet on your 
counter and watch your sandpaper 
sales climb. It provides customers with 
easy, fast grit selection, thereby 
freeing you for other sales. 

This BEHR-MANNING self-serving 
display is made of sheet steel with 
an enduring enamel finish... requires 
only one square foot of counter 
space...and is available with three 
new assortments of sandpaper. 

Ask your jobber for details or write 
Behr-Manning, Troy, N. Y., Dept. AL-3 


snada: Behr Manning (Canada) Ltd, Brantiord 
For Export, Norton Behr Manning Overseas inc, New Rochelle, N YU SA 


ke. 
Behr-Cat Painter's Tape insures faster, A Norton Combination Bench Stone is a Handy Pack Sanding Discs assure a fast 
neater color separation everytime. must in every home and workshop. sanding job with a minimum of effort. 


BEHR- -YANNING 


cbvieion of NORTON Company 


SHARPENING STONES & PRES OE SEmbiTeY 





How to 
nail down 
Sure sales | 


faster profits per roll 


Contact your local jobber or write: 
a LUMITE DIVISION, Chicopee Mills, Inc., 47 Worth Street, N. Y. 13, N. Y. 





